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An Appropriate "Weapon" for the Victory > 
Gardener Who Fights on the Food Front. \ 





| pronged end, both of its long sides 
| are sharpened, making them ideal 
i~ for the “scuffle-hoeing” which all 
| \ garden authorities especially rec- 
ommend today. 





Some months ago, when the Army reduced the 
length of the U. S. bayonet blade from 16 to 10 


inches, we had thousands of completed bayonets 
which we were instructed to shorten. 


Because of the great demand for tools among 
home victory gardeners, permission was given us 
to make these 6-inch bayonet points into much 
needed hoes. 


The “Bayonet-Hoe” is a practical and efficient 
weeder and cultivator and will be continued, in 
regular UNION steel, as a permanent item in our 


line. In addition to its bayonet point and 2- 


THE UNION FORK & HOE 


o 7A 


79 


The Bayonet-Hoe is made in UNION SPEEDLINE 
Quality only; with the famous 
BLUE handle, and will retail for 75 
cents (slightly higher in the West). 


We are straining our facilities to 

produce enough to supply every UNION dealer 
with at least a few of this sure- 
to-be-popular item for display and 
sale to home gardeners whose 
need is greatest. Order from your 


UNION jobber. HTT 
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Kall 
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Write for a full-color repro- 
‘ duction of TASK FORCE 
A TASK FORCE PUTS TO SEA suitable for framing. 


WATCH FOR OUR NEW SERIES... 
SEE YOUR FIGHTING NAVY IN ACTION! 


Beginning in March our advertising will reproductions will be available for fram- 
depict the outstanding naval battles of ing. Don't miss them. Write for every one. 
World War II in all their stirring action. 


You'll see the U. S. Cruiser HOUSTON 

with aft turret disabled, fighting against Authoritative comment by 
odds in the battle of Java Sea. . . the Fletcher Pratt, nationally- 
daybreak attack on Tulagi Harbor by U.S. known writer on naval sub- 
carrier-based aircraft that opened the ee Se ee eee 


vertisement and the reproduc- 
battle of the Coral Sea. These and many im tis Gee deat 
other spectacular, historical pictures of + each battle and analyzes its 
American naval might at war will be fea- influence on subsequent events. 


tured in succeeding months. Yes, full-color You will want to read them all. 


AMERICAN ROPE 


TWINE - OAKUM - PACKING 


FLETCHER PRATT REVIEWS EACH BATTLE 





AMERICAN | 
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LETTERS FROM HOME 


Bombers ro@ 
bases behind the lines. 


r overhead from hidden 


ta the distance, “LETTERS” TO THE ENEMY 


the barrage begins. Up there, over 
the hill, the boys of a famous U. S. oe 
, ... On the “Typewriters” That Are 


division will soon be going into action. 
Here at the Post Office, eager hands 


Making History 


reach out for letters. The familiar, Those B 7 
loving words of wives, mothers or sweet- not oahad es and Thompsons are 
hearts, are something good to think of ss dak ieee fighter for nothing. 
before the battle begins. SEEDS RONGI PH SZ en 

. riting 


For many, there are no letters today. 


The disappointment is 


may not be another chance to get 4 letter 


from home. 


You can help them..- 


history. 

W 

be at Yale & Towne feel a deep sense 

ia Po camo as we make gun parts 

e ese automatic wea 
( ons. Wek 

that a 4 agro 
ee gun, a gun whose tiniest 
P oes not work with absolute 


Y 


a keen one. There 


is 
A eae 


with 


We at Yale & Towne, NOW making locks precision, is likel 
for the Navy, Merchant Marine and Army pe" eae op “s to mean the death 
bases overseas (including service men’s hLeowe y we know, or might have 


personal lockers); for 


battle equip- 


ment (including ammunition chests, 4 e You can h 
torpedo boxes and tool boxes in tanks 5 Sh elp keep up morale... 
— jeeps), suggest Way for all of us to ae mgemeiaia ppt a wee the 
e p- . 2 wor er’s iob . 
your community. Have a pas. ora 


Write to the soldiers and 
the armed forces. Write 


? : ¢: und i 
sailors you know im es erstanding of war worker's problems 
2 Spread the word: . 


often! Write today! “ee 
a — battle begins here, in our factories and 
shops! 
A 5 ps! Good work here saves lives over there! 
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THESE 57 MM GUNS WILL STOP ENEMY TANKS 


The gun parts we are making at Yale & 
Towne for 57 mm. Guns are not talked about 
on the front pages these days. 

We would not want them to be. After all, 
men — not little pieces of metal — are fighting 
this war. We do not want to exaggerate the 
part we play. 

We are glad, however, to.have the oppor- 
tunity to use the ingenuity and metal-crafts- 
manship we have developed through years of 
lock-making, to make sure these parts are 
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everything they should be for precise and 
rapid fire. 


You can help explain... 


Some people still do not seem to understand 
the metal shortage. Tell them that right here 
at Yale & Towne—one war plant among 
many — millions of these gun parts are being 
made, each one using the metal that used to go 
into such products as locks and builders’ 
hardware. 
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LETTERS on the Home [Front 
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VALE & TOWNE 


BY 
YALE & TOWNE 
THE SECRET 
WEAPON 


HYDRAULIC 
CYLINDER 


PARTS BY YALE & TOWNE 


LOCAS FOR JEEPS 


THE CORSAIR COMBAT CHAMP 


BY YALE & TOWNE f 112 PARTS BY 
YALE & TOWNE 
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Dining Rooms 
will Need 


STANLEY 
HARDWARE 


a ee 





catia cieisaietieliiniaihinsntihdieinasaaenl + Temeeamianianiiadionnialiiiak** a 


The 194X dining room—with its built-in corner Durable, attractive, and in keeping with up- 
closet, double-acting door to the kitchen, French to-date interior designs, a complete line of 
doors to a patio and other conveniences—will Stanley items for doors, windows and built-in 
need its share of the Stanley Hardware you will features will be ready for you in the days to come. 
stock and sell. The Stanley Works, New Britain, Connecticut. 
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a ITEMS FOR THE DINING ROOM 
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Still serving faithfully for the 
duration and years beyond! 
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NATIONAL MANUFACTURING COMPANY 


ORTUNATELY National Build- 
EF ers’ Hardware was originally 
designed and built to last, since 
its inception and through the sue- 
cessive years in which new prod- 
Quality 


first has always been recognized 


ucts have heen added. 


as of paramount importance. This 


accounts in part for the fact that 


National Hardware is performing . 


so smoothly without the need for 
replacements during these days of 


critical shortages and rationing. 


N tj | BUILDERS’ 
~ HARDWARE 


By government approval we are 
still authorized te manufacture 
limited quantities of certain prod- 
ucts to serve essential building 
and maintenance jobs. We regret 
that at present we can supply 
dealers only on orders carrying 


government priority ratings. 


In the meantime we hopefully 
look forward to an early oppor- 
tunity of serving all of our trade 
again when victory is achieved 
and the wheels of industry once 
more are geared to full-time 


production for the home front. 


“A 
WwW 


STERLING 
ILLINOIS 
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Time and again manufacturers have proclaimed 
the spring lock washer as the best locking de- 
vice. Their reasons? More spring than any 
other type of locking device . . . takes care of 
any material shrinkage or bolt stretching... . 
heat or cold does not change its effectiveness 
and spring tension. 


But the degree and the control of this tension 
determines the value of the lock washers in 
actual use. © The tension should be so controlled 
in manufacturing that equal force will be exerted 
by the washer when it is tightened down in a 
flattened-out position, or partly expanded. 


Controlled Tension is a secret of the success of 
. and is the result of 


Diamond G Lockwashers . . 





GEORGE K. GARRETT CoO. 
D & Tioga Sts., Philadelphia 


The lock washer with 


SPRING ACTION, CONTROLLED TENSION 
| BUILT TO HOLD TIGHT... . LAST LONGER! 


absolute, .precision control in manufacturing. 
Every step is controlled with scientific precision. 
High quality steel is rolled... formed...cut... 
hardened . . . and tempered under rigid control. 
Then to assure every buyer of obtaining the 
maximum quality and exact “controlled tension”, 
every lot of Diamond G Lockwashers is “torture- 
tested’’—subjected to more severe tests than will 
ever be encountered in actual use. 


When your customers ask for a line of washers 
that you will be proud to recommend with  cer- 
tainty of quality and performance, remember 
Diamond G. We manufacture all kinds of lock 
washers and a complete line of flat washers 
including AN940, AN945, AN960 and AN970. 
Call in the Diamond G man today. Write... 





DIAMOND G LOCKWASHERS 


FEBRUARY 3, 


1944 











THIS IS IT! 


The romance of Assembly-Line Construction now 
brought to Model Airplane Building 













—SASSEMOLY ALINE CONSTRUCTION” 


HUING MODEL AIRPLANES 








Builds in */2 the Time 


Designed by 


JOE OTT 


AMERICA’S FOREMOST MODEL AIRPLANE DESIGNER 


To My Friends in the Model Airplane Industry: 


ch ECE ah I + WEES 


Pg te ~ 


As old timers in the model industry, you and I know the immense 
possibilities for a model airplane line which will be easier and quicker 
to build, brilliantly packaged and displayed, and nationally adver- 
tised. I want to suggest to you, as an old friend, to look for the new 
BILD-A-SET “Assembly Line Construction” FLYING MODEL AIR- 
PLANES. BILD-A-SET is worth waiting for. 





JOE OTT 


Look—Look re we 08 2 ee 


D. A. PACHTER CO. 


BILD-A-SET DIVISION 
MERCHANDISE MART CHICAGO 54, ILLINOIS 
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PENNSYLVANIA 


Synthetic Rubber TENNIS BALLS! 


@GOOD as Natural Rubber Balls in play: 


Hundreds of tests under the United States Lawn 
Tennis Association’s rigid pre-war regulations 
show Pennsylvania’s new synthetic rubber tennis 
balls equal in play to the best natural rubber 
balls ever built. Their bounce i$ as high . . . their 
resiliency as great . . . their weight as even. 


@ BETTER than Natural Rubber Balls in quality: 


Pennsylvania synthetic rubber balls retain their 
bounce longer than natural rubber balls. They 
are more uniform, due to a new inflation method 
and the consistency of synthetic rubber used by 
Pennsylvania. Tests show their improved, all- 
wool felt covers give 10% more wear in play. 


@BEST of all Tennis Balls today: 


Professionals and amateurs throughout the nation 
have given unqualified endorsement to this new 
synthetic ball pioneered by Pennsylvania. Year 
after year, more players switch to Pennsylvania. 
And today Pennsylvania manufactures more ten- 
nis balls than any other company in the world. 


FEBRUARY 3, 1944 


PENNSYLVANIA 


a] -1:14 Si elok 


JEANNETTE, PENNSYLVANIA 


ORDER TODAY 





For your protection, we advise you to place a blanket 
order TODAY for your 1944 supply. You may use this 


convenient coupon: 


PENNSYLVANIA RUBBER COMPANY 
Dept. HA-2, Jeannette, Pa. 








Ship me gross of your new synthetic rubber 
Balls on the following schedule: 

——Gross Approx.____—_1944 —_Gross Approx.— 
——Gross Approx.____—1944 ——Gross Approx. — 
— Gross Approx.———___1944 Gross Approx — 
Signed a ical 

Pip Rt. 

Add ress- 


Tennis 


1944 


—1944 


1944 














R.H. MORSE, JR. 
General Sales Manager 
FAIRBANKS, MORSE & CO. 
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of Our Own First!”’ 








FAIRBANKS -MORSE 


Home Water Systems « “‘Z’’ Engines + Hammer Mills * Windmills * and other Farm Equipment 


ee says Mr. Morse 


“We believe that the growth and success of our busi- 
ness is directly dependent upon the strength and loyalty 
of our established dealers. Their interests must come 


first! Therefore... 


“We will not take advantage of the present sellers’ 
market by soliciting new dealer outlets over and above 
our normal prewar quota. This policy is effective now 
and will continue until sufficient Fairbanks-Morse prod- 
ucts can again be produced to more than adequately 
cover the demands of our established Fairbanks-Morse 


dealers! 


‘*The soundness of our dealer policy is borne out 
by the fact that there has been only a 3 percent dealer 
replacement since the war started. This, we believe, 
is outstanding testimony to the dealer’s belief that he 
is doing business with a company vitally concerned with 


his present and future welfare!” 


(Signed) R. H. Morse, Jr. 


GENERAL SALES MANAGER 
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When we switch from THE he 2 ‘ 
grench Ip | - 
FAST KILLERS to \eiae ON WHEELS OF STEEL 
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FAST SELLERS 
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Yes, the UNION Line of fast-killing precision war 


products will be replaced quickly by a faster-selling 





UNION Line than before,—enlarged by our greater 
facilities, improved by our greater skill, perfected Yep, that’s right. ‘French 
by our greater experience under war pressure. Jeeps” (that’s what our boys 
over there call mules) travel 
Your UNION Line will present new products, new the rocky roads and moun- 
values, new features shrewdly designed to increase | tain-trails bringing home 
wounded men from the front 
. and lugging supplies 
back to the battle lines. And, 
their wheels of steel (that 


Roller and Ite Skates _ keep their feet in top condi- 


tion) are the best steel shoes 


Fishin Ta k| that we at home can provide. 
g C e And, on the home front, too, Phoenix and Juniata 
horse and mule shoes are helping keep our own work 


“Chisels and Screwdrivers — szimsts set Beatty. These shoes are made of the i 


your PROFITS. 





shape . .. punched and creased exactly right .. . and 


“HY k S F ; lie 4 —_ f si d sh . 
ac dW rames  teadinnnaliadede camel sess om are sold 
Gun Implements 


by leading dealers through regular trade channels. 
* Available on Priorities. 








Get your FREE copy today! 


This interesting booklet explains 
fully the care and treatment of horses’ 


te ve 
IN “UNION” THERE IS STRENGTH | and mules’ feet. It’s endorsed by lead- 


ing horsemen and Veterinarians... 
9 2 rN f z — and, is available to your customers 
a. e FREE. Write today for your FREE 


HARDWARE COMPANY copy and details of distribution to 


your customers. 





EST SHE 


smol-1-11 ich do) \Mtexo} <1 <7 


NEW YORK OFFICE ISiI CHAMBERS STREET 


PHOENIX MANUFACTURING COMPANY 


LLINOIS 
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j 2 Little Items... 2 BIG MONEY MAKERS / 
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America’s original, best-known and leading ant 
trap, still available with genuine THALLIUM 
SULPHATE, world’s finest medium of ant control. 
Guaranteed to destroy both sweet and grease- 
eating ants. Don’t risk your customers’ good-will 
by selling inferior substitutes. 








Prevents insect bites. Repels mosquitoes, 















vA7 —_— gnats, chiggers and flies. Last year’s BEST 
REPELLen eet SELLER to millions of soldiers, Victory garden- 
Be NT Lotion ers, campers and fishermen. An even more 


spectacular seller this year. Shaker - type 
bottle can’t spill. Packed in in- 
dividual self-display, one doz.to 
carton. 





a 

k 

e 

t 4 

d 4 Offers swift, safe and sanitary control of roaches. 3) |) 

Same size as TAT Ant Traps, but contains foods Dealer cost $2.00 doz. 

especially attractive to roaches. One dozen to JUMBO SIZE .......... 35c¢ 
display carton. Dealer cost $2.80 doz. 


GET TRIPLE PROFITS! Sell America’s 3 
TOP INSECTICIDE LEADERS 


. TAT ANT TRAPS 


FAIR TRADE 


RETAIL 25 


Dealer cost $2.00 doz. 
in compact, attractive 
display carton. 


INSECT 
2. TAT REPELLENT LOTION 





RETAIL 


35c 


Dealer cost $2.52 doz. 


Extra Pre-Season Profits if you act quickly! 





Early Birds! 


4 
: 
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4 doz. TAT Ant Traps (one doz. each to 
display carton)...................0.c00008 Retail $12.00 
4 ee 2 Tubes Ant Bait.................. Retail .70 
Total Retail Value........................:ceeeee $12.70 
your cost ony $Q@.00 


(OFFER EXPIRES MARCH 15, 1944) 


3 doz. 35c bottles TAT Insect Repellent Lotion 
(one doz. each to display carton). .Retail $12.60 


rae Three 35c bottles............ Retail 1.05 


Total Rotall Vales. 2.2.0. scccvccscocs 


YOUR COST ONLY $7 36 





$13.65 


Order as many assortments as you need to supply the demand! If your Jobber cannot supply you, send us his name and YOUR ORDER! 


SOILICIDE LABORATORIES 
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cooking with war bonds 


Twenty-four billion dollars in War Bonds! Ac- 
cording to the National Association of Manufac- 
turers, that’s the amount of money the American 
public has accumulated in the form of War 
Bonds, so far. Among the products people are 
going to buy with these War Bond Savings, at 
the war’s end, are 1,435,000 stoves. And this 
market will multiply rapidly as the war continues. 

Savoil will help you capture your share of 
this market. As we did before the war we will 
offer you again “the nation’s most complete kero- 
sene burning line” ... ranges, stoves, rangettes, 
heaters. You will find in the Savoil line models 
to meet every need, models to turn each sales 


opportunity into a profitable sale. 


UNITED STOVE COMPANY, Ypsilanti, Michigan 


16 





To hasten the day when we together can be- 
gin selling this market we are today concentrating 
on building parts for Uncle Sam’s bombers. Each 
War Bond you buy brings this great post-war 
market closer to you by helping to shorten the 
war. And each bond can be used to build up an 
advertising and selling fund with which you can 


go after this new business when victory is won. 





Ranges, Stoves and Heaters 
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~are YOU planning 
to sell her. 


WHAT SHE WANTS ? 


RIGHT NOW housewives the country over are making mental notes 
... even actual lists ... of the things they are going to buy just as 
soon as manufacturers are able to provide the peace-time products 
so sorely missed. 


High on these lists, you can be sure, will be ‘‘Old Fashioned” Cast 
Iron Chrome Cook Ware. Why? Simply because women appreciate 
now more than ever the superior cooking qualities of these ““Old 
Fashioned” utensils. And they are equally enthusiastic about the 
sparkling beauty of the modern chrome finish, the durability and 
the easier cleaning of this superb line of kitchen ware. 


If you are not fully aware of the post-war sales and profit possibil- 
ities of the “Old Fashioned” line, write today for interesting details. 


BACK THE ATTACK WITH WAR BONDS! 









SHE’LL WANT 
"FEATURES 
LIKE THESE! 


Modern Beauty «+ Better 


Cooking « Easier Cleaning 


* No Seasoning Necessary 
¢ Full Size + Durability 


Longer Heat Retention 





“Den geomeih em a 15 hal, icmeoler 


Better Plated 
Parts Since 1923 


FEBRUARY 3, 1944 


3450 Denton Avenue 
Detroit 11, Mich., U.S.A. 



























TWO GREAT DE LAVAL MILKERS 
FOR ALL-AROUND BEST MILKING 


THE DE LAVAL MAGNETIC SPEEDWAY MILKER 


The De Laval Magnetic 
Speedway is different and bet- 
ter in principle and perform- 
ance. It is the only milker 
| having pulsations for each unit 
| created and controlled at the { 
pulso-pump by magnetic force 
and assuring perfect uniform- 
ity of milking. The cows are 
always milked in the same per- 
oot ¢ way. In every respect the De Laval Mag- 
netic Speedway is the world’s best milker. 








THE DE LAVAL #terling MILKER 


The De Laval Sterling pro- 
vides De Laval quality milking 
for small herds. The wonderful 
Sterling Pulsator has only two 
moving parts and provides posi- 
tive, precise milking speed and 
and action that pleases the cow. 

De Laval Sterling Units can 
also be used on any other make 
of single pipe line installation 
to obtain De Laval quality milking. 








De Laval Dealers are way out front in the 
field of machine milking. Their De Laval Milker 
business is firmly established on a strong foun- 
dation . . . solidly constructed for the ever- 
growing business of tomorrow. These three fac- 
tors are outstanding reasons for the leading 
position which De Laval Dealers . . . now even 
more than ever before . . . hold in the milking 






THE DE LAVAL SPEEDWAY 
METHOD OF FAST MILKING 


1. Be regular—start the milking at the 
same time each milking. 

2. Have everything in readiness—avoid un- 
necessary noise, confusion or distraction of 







































) any kind in the barn at milking time. Study 
your milking routine to eliminate every un- 
necessary move. 

3. Preparation of the cow—Thoroughly 
wipe the udder of each cow, just before it is 
her turn to be milked, with a clean cloth which 
has been immersed in warm water (130° F.) 
containing 250 parts per million of available 
chlorine. Follow immediately with Step 4. 

4. Use of the Strip Cup—Next, using a full 
hand squeeze, draw a few streams of milk from 
each quarter into strip cup. Inspect for ab- 
normal milk; if present, milk cow last. (Steps 
3 and 4 induce rapid let-down of the milk.) 

5. Apply teat-cups immediately after using 
Strip Cup. Hold and apply teat-cups properly 
so that no vacuum is lost. 

6. Teat-cups should be removed from cow 
at end of 3 to 4 minutes. Hand stripping 
should be employed chiefly for purposes of 
inspection, and should consist of only a few 
full hand squeezes from each quarter. Do not 
prolong hand stripping. Machine stripping can 
be done just before removing teat-cups by 
massaging each quarter briefly. 


have the best, fastest and cleanest milkers 
possible to build. 

—In the De Laval Speedway Method of Fast 
Milking De Laval Dealers have a simple milk- 
ing routine which enables their users to obtain 
full advantage from the use of their milkers. 

—In the De Laval Systematic Milker Service 
Plan De Laval Dealers offer their De Laval 





| 
| 
































machine business : Milker users the most thorough and complete ¢ 
—In the De Laval Magnetic Speedway and milker inspection and operating and mechani- f 

De Laval Sterling Milkers De Laval Dealers cal service in the milking machine field. { = 

° 

. .. AND SOME DE LAVAL SEPARATORS TO MEET JRGENT NEEDS s of 

lon 

Under War Production Board authority a limited quantity of De Laval A the 

Separators is being manufactured. Although the quantity is not sufficient to meet { ein 

the current demand, De Laval Dealers are placing new De Laval Separators where ver 

they are most urgently needed and will do the most good in the production of 8 

butterfat — the most valuable of all animal fats and a vital basic food. ri 

{ 

po 





THE DE LAVAL SEPARATOR COMPANY . 7 


NEW YORK 6 CHICAGO « SAN FRANCISCO 19 
165 BROADWAY 427 RANDOLPH ST 61 BEALE ST 
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Paine a plow and pulling a trigger are 
both very essential in winning this war. Without our army 
of horses and mules on the food front it would be a long, 
long road to Berlin and Tokio. Anything we can do to keep 
these soldiers of the plow in fighting trim helps our boys 
over there to get the job done quicker. Collar Pads pre- 
vent lost time from sore shoulders and Collar-Choke.* 
By reminding farmers to use this protection for their 
horses and mules, you help to conserve horse and mule 
power to raise the food to win the war. 





THE AMERICAN PAD & TEXTILE COMPANY 
GREENFIELD, OHIO 
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COLLAR PADS 

















cA Message to Garcia... 








1898 1944 


After weeks of torturous travel Today military messages of vital 
at sea and through matted importance are delivered in a 
jungles the famous message was _ split second by means of modern 
delivered to General Garcia. radio and electronic devices. 
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"THE effectiveness of modern radio communications is 
playing a prominent part in winning the war for the United Nations. 
And Sentinel Radio is proud to be playing an effective part in it. 
Four Sentinel plants are producing vital wartime equipment to 
help the quick conversion of battle strategy into victorious action. 

After the war Sentinel, conditioned by wartime experiences, 
will produce radio and electronic equipment to convert sales 
strategy into actual sales for Sentinel dealers. 


SENTINEL RADIO CORPORATION 
2020 RIDGE AVENUE, EVANSTON, ILL. 
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...and here’s how you can make the most of it 


There’s still a war on! But now the WPB has 
let the bars down a bit on aluminum paint. 
Anyone who has an AA-5 rating or better can 
now buy aluminum paint for many purposes 


for which it is ideal. 


WPB has released it for interiors and equip- 


ment in plants where excessive moisture, fumes 
or temperatures prevail. That would apply to 
laundries, cleaners and dyers, restaurant and 
hotel kitchens, boiler rooms, bottling plants, 
greenhouses, textile mills, cold storage ware- 
houses, many metal working plants and other 
businesses in your community. Dairies and food 
processing plants are specifically granted per- 
mission to buy aluminum paint for interior use. 

For exterior use, you can sell it for tanks 
for storing oil, gasoline and volatile chemicals. 
It may also be sold for sealing bituminous 
coated surfaces. 

On your orders for aluminum paint for those 


ALUMINUM COMPANY OF AMERICA, 1984 Gulf Blidg., Pittsburgh, Pa. 


FEBRUARY 3, 1944 


uses be sure you get an AA-5 rating so you can 
replenish your stock. Aluminum paint may also 
be sold for u8es not mentioned, provided your 
customer makes application to the WPB in 
Washington, stating how much is needed, where 
it will be used, why it is superior to other paints 
for the purpose, and from whom it will be bought. 

One gallon of paint a month may be sold to 
any one customer without restrictions. Replace- 
ment of stock is not possible on such sales 
at present. 

Further relaxing of restrictions is possible 
from time to time. As soon as it is permis- 
sible, Aluminum 
House Paint will rpoo-------4 
be produced again ° 
ADVANTAGES OF 
ALUMINUM PAINT 


to make available 
to your customers 


this superior first 


High durability 

High reflectivity 

High hiding power 
Resistance to moisture 
Resistance to fumes 
Resistance to heat 
Attractive appearance 


coater for wood. 



















VAUCHAN NOVELTY MFG. CO., INc. 


"World's Largest Manufacturer of Can Openers and Bottle Openers ”’ 
3211-25 CARROLL AVENUE 





WIRE - SCREEN WIRE CLOTH - POULTRY NETTING - NAILS 
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WAR IS A JOB 
specialists 


@ Producing war needs or fighting a war requires years of 
intensive training and experience in doing one thing only 
—and doing it well. 

Wickwire Brothers, Inc. have spent more than 70 years 
in doing one thing—perfecting the manufacture of wire 
and wire products—and have done it well. 

Today, that accumulated knowledge and experience is 
helping us supply many of the wire requirements of the 
armed forces. The manufacture of special wire, to help 
protect electrical cable on board fighting ships, is only 
one of our wartime jobs. Tomorrow that specialized 
knowledge of wire making and weaving 
will be available for solving all kinds of 
wire problems. 


FOR 


* 


CHICAGO, ILL., U.S.A. 


new features 


HI-LO 


Picnic Stoves 


* 
ZIPPER TOP 


Rubbish Burners 


MULTI-LINE 
Clothes Dryers 


These popular items of 
peace-time America will 
be back in your store 
when Victory’s won... 
improved, of course, with 
that will 
make them more sales ap- 
pealing than ever before. 


UNION STEEL 
PRODUCTS CO. 


126 Berrien Street, 
Albion. Mich. 


| é 
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For ALL needs 


There’s a Vaco 
screw driver and 
small tool ready to 
perform almost any 
conceivable type of 
job . . . Famous 
Amberyl shock- 
proof break- 
proof and wood 
handles. 


173 
standard types 
Write for Catalog 


VACO PRODUCTS CO. 


317 E. Ontario St. 
Chicago 11, Ill. 


Canadian Branch Warehouse: 
<i 560 King St. W., Toronto 2, Ont. [¢ 
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COMING 
YOUR WAY 
IN MARCH! 


4 ANOTHER ‘WARTIME SERVICE COLLEGE’ 


Featuring Repair and Care of G-E Electric Ranges and Water Heaters 


Sitting-in at a General Electric Service Training School 
is one of the best investments any appliance service man 
can make. Coming your way in March is another in the 
series of meetings to keep you up-to-the-minute on war- 
time service and repair of G-E appliances. 


RANGES AND WATER HEATERS FEATURED . . . Interesting 
movies, slide films and demonstrations have been ar- 
ranged to fill you chock-full of information about oven 
calibrations and adjustments, plus cooking unit repairs 
and tips on how to handle customer complaints. And 
den’t forget, a complete new manual on G-E range serv- 
icing will be ready for you. 


AND REFRIGERATORS . . . Including introduction of the FEA 
sealed refrigerator unit designed to replace many of the 
older Monitor Top models. 





GENERAL @ ELECTRIC 


FEBRUARY 3, 1944 


1944 PLANS REVEALED... Including General Electric’s ad- 
vertising and service promotion plans for 1944. Just 
because General Electric isn’t manufacturing electrical ap- 
pliances during wartime, don’t think G.E. is allowing the 
public to lose touch! You'll hear what General Electric 
is doing to help dealers maintain their place in the ap- 
pliance limelight. 


AND THE FUTURE... The future possibilities in the electric 
appliance industry will be discussed. Representatives of 
the General Electric Company will be there to talk about 
post-war sales potentials. 


TWO NEW SERVICE MANUALS FOR YOU... One on G-E 
Ranges; the other on G-E Refrigerators with Scotch-Yoke 
machines. The finest and most complete yet compiled. 
Get them at the March schools! 
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Like This Restore a Flourishing 


ATRINS 


et for Your Goods 


@ To the hardware dealer who has kept faith 
‘with his community during the dark days of war, 
V-day will have special significance. Not only will it 
mean the restoration of normal markets and normal 
supplies of merchandise, it will mark the completion 
of a job well done — of faithful service to war 
workers, mechanics and home owners who depend 
on him for such quality tools as were available, and 
for sound advice on moking those tools last longer. 
It will mark the beginning of another, equally im- 
portant job — helping America rebuild by supplying 
fhe hecessary tools — tools like Atkins Saws which 
will again be available in the required quantities 
‘and types. “> 
E. Cc. ATKINS AND COMPANY 


415 South Illinois Street. indianapolis 9, indiana 


You aud péthiud — PARTNERS THROUGH FOUR WARS 
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Yes, it may kill cats! But a lively sense of 
curiosity may also kill many an old-fash- 
ioned way of doing things. 


The driving urge to know—to find out—is 
constantly discarding old, and discovering 
startlingly new manufacturing processes... 
techniques . . . applications. We have in 
mind, of course, welding and how the 
curiosity of production men finds ever-in- 
creasing uses for it and better electrodes 
with which to do the job. 


Scientific curiosity has always been a vital 
factor in the intensive and continued de- 
velopment of McKay Stainless, Alloy, or 
Mild Steel Welding Electrodes... their 
perfection the result of constant research 
in one of the nation’s foremost technical 
institutes. 


Likewise, McKay Commercial Chain for 
every industrial, agricultural, and maritime 
application . .+ and superior MeKay Tire 
Chains, too... receive their full share of 
every modern metallurgical improvement 
and discovery. 


Curiosity as to how McKay products may 
improve your manufacturing processes will 
find us eager to cooperate. 


GENERAL SALES OFFICES: YORK, PA. 


PITTSBURGH, PA. 


WELDING ELECTRODES ... COMMERCIAL CHAINS ... TIRE CHAINS 























GRIFFIN 
HINGES 


Buy Bonds 


GRIFFIN 


Manufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Ciliates St. 
SAN FRANCISCO: 703 Market St. 














How MUCH LONGER 


... Will it be? 


| It seems years and years since most chain orders from 
| our distributors were stamped “SHIP FROM STOCK” 
| as a matter of routine. How much longer it will be be- 


fore this old rubber stamp goes back into action depends 


| entirely upon how much longer Uncle Sam and our 
| Allies will need our production. Right now it is still a 
| full-time round-the-clock job, and while we miss our 


contacts of yesterday, we know it’s the first duty you 


| | would have us do. 


You'll share our pride in the swell job CM Chain is doing 
on land, sea and in the air all over the world because 
this is the same CM Chain in all its types and sizes that 
did such an outstanding peacetime business for you. 


We share your confidence too, that “it won’t be long 
now” so we’re going to get that rubber stamp all inked 
up ready for service as usual right after we all celebrate 
the exit of the axis and give thanks for Victory. 


COLUMBUS:sMCKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., TONAWANDA, N.Y. 
SALES OFFICES: New York, Chicago and Cleveland 
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THE WINNER HAS CHANGED 
HIS APPEARANCE, TOO 


Quality Comes FIRST 
PLUMB 
is FIRST in Quality 








Foremost Advertisers 


KNOW 





There’s no guesswork about it when leading manufacturers invest their money in adver- 
tising. Experience has shown them the sort of advertising that counts. They know the facts 
and figures about every important magazine. And because they know that FARM JOURNAL'S 
circulation and influence are outstanding sales factors with the rural population, FARM 
JOURNAL is first choice to reach the rural customers. Boost your own rural sales by 
cashing in on their investment. Use FARM JOURNAL as your best guide to the products 
it pays to stock and show. 


Rural Americans’ income is bigger by billions _—_ucts advertised in the FARM JOURNAL. Read 
than it ever was before. They’re putting a large by 2,700,000 rural families—many of them in 
share of it into war bonds, and spending a your own territory—it is America’s outstanding 
larger part for things they want and need. Meet __ rural magazine—largest in circulation—strong- 
those rural dollars half way by displaying prod- __ est in creating sales. “i 








These are the products in your line advertised in 


current issues of the FARM JOURNAL. Display them. America’s largest, 





ALCOA ALUMINUM FRIGIDAIRE PINCOR MOTORS : : 
ARMCO STEELS FULL-O-PEP FEEDS PRATT'S POULTRY REGULATOR most 1 nfluential 
BAG BALM DILATORS GENERAL E ELECTRIC PYnEX' WARE 
BILTRITE RUBBER HEELS GLIDDEN PAINTS REPUBLIC STEEL FARM MAGAZINE 
BLACK LEAF 40 GOLDEN FLEECE POT CLEANER R. DAVID ROBERTS 
BOND FLASHLIGHT BATTERIES DR. HESS & CLARK PAN A-MIN ~ PRESCRIPTIONS 

BOSS KEROSENE STOVES DR. HESS POULTRY INHALANT | ROOTONE 
CARBORUNDUM FILES. JACUZZI WATER SYSTEMS R-V-LITE WINDOW MATERIAL 5 FAR) 
CAT’ SPAW RUBBER HEELS&SOLES KALAMAZOO STOVES DR. SALSBURY'S PRODUCTS —— 
CHORE GIRL CLEANER KELVINATOR SAVOSS 

OROX KOW-KARE $0-LO PATCHING CEMENT 

COLEMAN APPLIANCES LARRO FEEDS SPOHN'S COMPOUND 
COOLERATOR MONARCH RANGES STARLINE RANGES 
CORONA OINTMENT F. E. MYERS EQUIPMENT STEVENS GUNS 
CYAN DR. NAYLOR’S PRODUCTS 

DANA'S DEHORNING PASTE NEVERSLIP PULLEYS U. S. STEEL 
DISSTON SAWS NITRAGIN CO. INOCULATIONS WESTERN CARTRIDGES 
UO. THERM HEATERS NORGE WESTINGHOUSE PRODUCTS 

DUTCH BOY WHITE LEAD PARMAK ELECTRIC FENCER WINCHESTER FLASHLIGHT 

EVEREADY FLASHLIGHT PERFECTION OIL HEATERS BATTERIES 

BATTERIES PETERS CARTRIDGES ZENITH RADIOS 











Successful merchandising is based on facts. Write today and have us tell you how 
many FARM JOURNAL subscribers live in your own county. In two out of three 
U. S. counties (practically all but the metropolitan areas) the FARM JOURNAL 
has more readers than LIFE, THE SATURDAY EVENING POST, or COLLIER’S. 


FARM 


GRAHAM PATTERSON, Pxblisher 00) 68 oa I A g Washington Square, PHILADELPHIA 
iad Farvwcers Wife 
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LOOKING BACKWARD is an eye-opener! 
Just sixty years ago there was a vital 
need for a top hat holder. Apparently, 
this one wowed its audience. As the 
maker modestly claimed, it was an orna- 
ment to the seat “rather than otherwise.” 


Of course, today, a gentleman might 


INVEST IN AMERICA'S FUTURE-—-BUY BONDS 


THE AUTOYRE COMPANY, OAKVILLE, CONNECTICUT 
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Seaches, and to be used wherever a thing ol of this kind is a 7 


MANUFACTURERS OF 
BATHROOM AND KITCHEN ACCESSORIES—NOW 100° IN WAR PRODUCTION. 
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the back of the seat § 
holder is ioe 
of any hat, and t “ow e 
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| be brought into eng ot with 
may be provided with a 5 nimaplo } 
and to prevent the clothing trom 
holders are nickel plated and . ni¢e 
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Hold your hats, folks— 

Here’s a whopper! 
It’s a dee-vice, 

Proud and proper 
For a gent to 

Park his topper. 


hang his topper on an Autoyre utility 
hook. But all Autoyre bathroom and 
kitchen accessories are more universal in 
their uses. They serve the whole, great 
American buying public! Top hat quality 
at a volume price—that’s Autoyre’s con- 
tribution of yesterday, and tomorrow. 
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Pine’: % 

fis Out of war’s insatiable demands . . 
out of experience and ability that has 
made rubber history in epoch-making 
inventions and improvements ... out 


of one of the world’s largest plants 





devoted exclusively to the manufacture 
of mechanical rubber goods, will come 


belting, hose and similar products far 


surpassing the world’s finest that have _ 


come so far. 


WORKS: CAMBRIDGE, MASS., U.S. A. 


ee 


P.0.BOX 1071, BOSTON, MASS., U.S.A. 
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\CALLYOURJOBBER 


For These Other 
So-Lo PROFIT-MAKERS 


kk 
STAIR TREADS 
MT, Aa e Waterproof 
e } @ Washable 
“° @Non-Skid 
| eEasy to 
Apply 


9x18 FLAT 
Retails..10c 





9x18 NOSING 
Retails..20c 


9x24 NOSING 
Retails..30¢ 


A BIG 
SELLER! 


kk 
PORCELAIN GLAZE 


WHTENS az: sexs] Whitens chips, | 
QUICK! EASY! 


SA CELAIN 


7 GLAZE 


cracks, dark spots 
on porcelain or 
enameled sur- 
[|| faces. 

Retails...++.10c 











BLUE BOND 
* RUBBER. 
CEMENT 


World’s Largest 
Selling Rubber 
Cement 
Retails. . 
kkk 
RUBBER- 
TO-METAL 
CEMENT 


Attaches rubber to 

Metal metal, glass, wood, 
CEMENT 

"OLDS pg ene anent etc. 
a Retails for..... 10c 


kk 
IMMEDIATE 
DELIVERY 


ANY QUANTITIES 


OF THESE FAST 
SELLERS! 





. 10c 
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Important Announcement 


So-Lo Kitcontains large 
can of So-Lo Plastic, 
tube of So-Lo Blue Bond 
Rubber Cement, and 
Roughener. Retails 
for 29c. 


At last we can announce that we can 
make immediate shipment of large quan- 
tities of famous So-Lo Repair Kits! To- 
day we are nearly caught up with orders. 
We have a huge stockpile on hand, and 
we are rapidly building up our inventory. 
Now we can keep pace with the remark- 





Nationally Advertised! 


SO-LO is a household word in millions 
of homes, factories, offices, repair shops, 
and on millions of farms. One happy 
user tells another. And year after year 
So-Lo has been advertised in the key 
magazines to tell the So-Lo story to 
all America. So-Lo ads make sales fgr 
you. A partial list of the magazines 
currently used follows: 

Better Homes & Gardens 
Pathfinder Grit 
Popular Mechanics 
Parents’ Magazine 
New York News 
Popular Science Monthly 
Farm Journal 
Outdoor Life 
New York Mirror 
Christian Science Monitor 
Field & Stream 
Capper's Farmer 
Successful Farming 
and many others 














‘Loveland, Ohio 





FEATURE FOR PROFITS 


For 15 years So-Lo has been the 
quickest and best way to repair 
anything made of rubber, leather, 
and cloth. The war introduced 
So-Lo to millions of new users, sud- 
denly faced with the need to keep 
in repair their rubber tires, shoes, 
raincoats, boots, and hundreds of, 
otherarticles. Morethan 20,000,000 
packages of So-Lo have been sold. 
For you, So-Lo means certain, 
constant profits—AND NOW YOU 
CAN GET ALL THE SO-LO YOU 
CAN SELL—IMMEDIATELY! 
Act now to stock up with So-Lo! 


Gentlemen: 
Please ship me at once 


Name 
Address 


City 


SERVICE Bae 





able sales So-Lo is enjoying everywhere, 
from coast to coast. Stores will welcome 
the news that they can now depend on 
this accepted, fast-seller to satisfy the 
mounting demands of their customers. 











MILLIONS USE 
So-Lo for 


and all articles 
made of rubber, 
leather, cloth 








So-Lo Works, Dept. G.A.-31, Loveland, Ohio 


So-Lo at $2.32 per dozen. Bill ‘through my jobber. 


dozen 29c 


State 


31 
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eee A LESSON ALL AMERICA IS 
TAKING TO HEAD AND TO HEART 


Today a nation at war is thanking its 
stars-and-stripes that the Flag of Freedom 
and the Flag of Thrift fly together. Mr. 
and Mrs. America have always liked to 
do their own odd jobs around the house. 
Now it’s not only the practical but the 
patriotic thing to do. 


And here are five seasoned soldiers of 
service to help them do it: Double X Floor 
Cleaner; Savabrush; Schalk’s Crack 
Filler; Waxoff; Schalk’s Wood Putty. 


Each a familiar household word! Each a 
natural for ‘‘Home Defense!’’ Each as 





simple to use as ABC! And each nation- 
ally advertised in the bargain! 


It’s a lesson you, too, can take to head 
and to heart and. . . to profit! In the fight- 
ing year ahead put the Big Push behind 
items geared and gaited to America-at- 
war. You will be helping America not only 
to ‘‘make it do’’ but ‘do it yourself.’’ 


As Peter Putter would put it in his best 
blackboard manner: ‘Talk Schalk to your 
jobber and you'll find it adds up to dol- 
lars-and-sense!’’ Schalk Chemical Com- 
pany, Los Angeles, Chicago. 





MORE 








Get The Facts About 


This DURO Line 






























There will be worthwhile business in light machine tools 
during the post-war conversion period and after—even 
though war boom fever subsides. 


Make certain that you get your share of this business— 
and make certain that your light machine tool department 
is built upon a solid lasting foundation. 











In this connection, every industrial dealer should get the 
complete DURO story now! 





During trying war times—DURO has not taken advantage 
of a sellers market to alter its basic policies one iota. While 
we naturally could not give DURO dealers all the deliveries 
they wanted and urgently needed—every DURO dealer 
knows we made a sincere effort to meet a difficult situation 
as fairly as possible. 








More important—DURO is prepared to bring to the indus- 
trial field an enlarged, well-designed’ line with important 
basic innovations. This line will be backed by a complete 
advertising and merchandising program. The DURO organ- 
ization, under strong unified management offers its vast 
experience as exclusive manufacturers of quality tools as 
assurance of the success of this program. 








We will be glad to give you an outline of the new DURO 
program. Just drop us a line—TODAY! 


DURO POOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2673 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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Actual photo of 
LEAKPROOF 
BATTERIES 
picked at random 
from 1939 


manufacture. Let 





Hea FLASHLIGHT BATTERIES ARE 


4 YEARS OLD = end, STILG: FRESH 


rd Remember when you picked up a flash- 
: light, long unused, and found the batteries dead? 
The fact is, most flashlight batteries die just lying 
around. But not Ray-O-Vac LEAKPROOF Bat- 





teries. LEAKPROOF’S patented sealed-in-steel gs, 
Y construction seals the power in—it's there when 
iy 


it's needed! eae 

Men in service know LEAKPROOF’S supe- , 
riority. That's why these will be the flashlight 
batteries they will ask for when they return. 


ig, 


ss 
aah 
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RAY-0-VAC LEAKPROOF BATTERIES ARE 
NOW GOING 100% TO OUR ARMED FORCES 





FLASHLIGHTS - BATTERIES 


BUY WAR cones ES BUY WAR STAMPS 


RAY-O-VAC COMPANY, MADISON 4, WISCONSIN 
OTHER FACTORIES AT CLINTON, MASSACHUSETTS + LANCASTER, OHIO + SIOUX CITY, IOWA 
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THE MILKING MACHINE YOUNG 
AMERICA IS ASKING FOR..! 


Be a “Clean-Easy” dealer! For Clean-Easy 





Milkers have won the enthusiastic approval 






of dairy farmers for more than a quarter of 
a century. the clean, easy features of this 
milker makes it especially popular now, when 
war-time farm labor shortages call upon 
youngsters to do the milking. Portable or track 
models, gas or electric power. For dealer in- 
formation write early! The Ben H. Anderson 
Mfg. Co., Madison 3, Wis., Dept. 227 


LIMITED SUPPLY AVAILABLE 
SOME TERRITORIES OPEN 


ad 












This popular Clean- 
Easy Milker is the 
“Trackster” model 
that mounts on any 
standard dairy barn 
track. ’ 







HELP: AMERICAS FARM PRODUCTION/ 


























BUILDING 
YOUR 
AFTER-WAR 
SPORTING GOODS 








For more than three years this book has 
been building Ta-Pat-Co sales for you. 
Before the war it was offered through ad- 
vertising to readers of national outdoor 
magazines. You have only to see this hand- 
some guide book for woodsmen and glance 
through its contents to know it will be 
treasured by lovers of the outdoors. Sixteen 
of its 32 pages are devoted to color reproductions of sleeping bags and 
other Ta-Pat-Co outdoor equipment. In effect this book is a glorified 
catalog for Ta-Pat-Co sporting goods dealers. It creates desire for 
enjoyment of the great outdoors. Two editions were required to meet 
the demand coming from one season's advertising, and requests for 
copies are still ing in! Th ds of treasured copies of this book are 
working now to build your after-war sales on Ta-Pat-Co. 

A FREE COPY TO YOU! As long as our limited supply lasts, we will send 
a copy of “Outdoors With Ta-Pat-Co" to sporting goods dealers who 
request it. Write for it. 









\\ TAsPAT-CO STAY-A-FLOAT HAS GONE TO WAR 


\ 

Thousands of unfilled orders for STAY-A-FLOAT were 
on hand when our factories went exclusively on 
war work. When peace-time returns this famous 
patented life-save and swim-vest will again make 
water sports safe for young America. 




















TAsPATsCO KAPOK PRODUCTS 


Life Save Vests - Duck Hunters’ Life Save Vests - Stay-a-Float 

Child’s Swimming Belts - Life Save Cushions - Outing Cushions 

Toboggan Cushions - Ring Buoys - Boat Fenders - Camp Cushions 
Camp Mattresses - Parkas - Sleeping Bags - Dog Mats 


| THE AMERICAN PAD & TEXTILE COMPANY 


| 


GREENFIELD *% OHIO s 


In peace and in war, the leading manufacturer 
of Life-Save Equipment and Sleeping Bags 
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HE THINKS HE'S 
GOING TO GET 
A JUMP ON 
POSTWAR RANGE 
BUSINESS 





em 



























SHUCKS, YOU CAN'T 
DO MUCH TILL THE 
WAR'S OVER 
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Yow IS THE TIME SMART RANGE DEALERS ARE 































GETTING STARTED AGAIN 


You can pick a lot of plums out of postwar appliance 
merchandising—if you get ready now. Take advantage at 
once of the gradual but increasing release of consumer 
goods. Use those coupons and get some Glenwoods on your 
display floor. Begin now to build a good foundation for 
your postwar range department. You'll be way out ahead of 
your competitor who thought he had to wait till the last 
gun was fired. 


So send in your order today for the new Glenwood Ranges 
and Heaters. They contain the finest materials available in 
addition to the same master workmanship that has made 
GLENWOOD a famous household name for over two 
generations. 


Compelling Glenwood advertising—in newspapers .and 
on the radio—will bring you Glenwood customers through- 
out the year. So get those orders and certificates off now to 

" GLENWOOD RANGE COMPANY, Taunton, Mass. 








Glenwood continues to make vital parts for 
guns, tanks and ships to speed V-Day. 











GleEMNWOOT arn ees: 
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AFTER 4 YEARS, 
MORE POPULAR THAN EVER 


The IMPROVED 
Magazine Type 
COAL HEATER 





With an Exclusive SECONDARY AIR INTAKE Necessary for Proper | 


Combustion. 
ELIMINATES PUFFING and BLOWING 


The Auxiliary COMBUSTION CHAMBER MIXES 
SECONDARY AIR with the gases forced from 
coal in process of coking. 


Scientific}]Construction 
INCREASES THE 
HEAT OUTPUT 


*EST SHOWS HEAT OUTPUT UP TU 59,55u B.1.Uu. 


Burns gases and products of combustion that are 
ordinarily lost. 


The Latest 
In Magazine 
Type Heaters 


Burns Any Kind of Coal 


Sold only thru 











recognized PATENTS PENDING 
hardware and Lined with Specially De- 
appliance jobbers signed Heat Retaining 
Fire Brick. 


Have your jobber obtain full particu- 
lars if he is not already an EVENHEAT 
Distributor. 


MIDWEST STOVE CO. 


728 Delaware Kansas City, Mo. 































No. 96-N GREYHOUND PRUNING SAW 


A heavy duty, perfected design pruning saw that meets the 
demand of tree surgeons as well as orchard and home 
owners who do their own. Champion teeth, carefully filed 
and set for fast cutting. 








No. B-8 GREYHOUND HAND SAW 


Always a favorite seller to carpenters. You'll want a stock 
of these for the spring trade. Taper ground, easy running, 
bevel filed and set. Consult our catalog $43 for available 
sizes and prices. 


OHLEN-BISHOP MANUFACTURING CO. 
901 Ingleside Avenue + Columbus, Ohio 
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ERS Giue 


fic Times 





HowAbo 
In These 


Can you get merchandise? 





Yes—Can’'t serve new customers but we're taking care 
of our old customers. 


. Is the supply of Rogers Glue limited? 


>Oo PO 


Yes, to a certain extent, for the duration, but we've 
worked out a fair plan of distribution on back orders to 
assure Hardware Trade a steady flow 


What about prices? 


We are not advancing our prices. 





And “Rogers” quality — ? 


. Rogers Glue is by far the strongest on test—no change 
in quality. 





»OoOPRO 





ye Se 





Rogers Carries On With Exclusive Hardware Jobber Policy 






Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 





GLOUCESTER, MASS. 
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HE STILL = We bp 
NEEDS BULLETS! veg 


So We’re Still Making 
SHELL CASES 


The war is not over yet. We are still in there 
pitching. Making shell cases, night and day. 
At the same time we are thinking more and 
more about the day when we can take care 
of the tremendous demand which has been 
built up for kitchen tools, cutlery, and other 
Katzinger products. 


Time for The Sprint! 
Let's Buy Bonds As Never Before 
In the 4th WAR LOAN DRIVE! 


EDWARD KATZINGER COMPANY « CHICAGO 39, ILLINOIS 
A & J KITCHEN TOOLS © &GG BEATERS @ CAN OPENERS @ STA-BRITE TABLEWARE 
EKCO, OVENEX AND PLAIN TINWARE @ GENEVA FORGE CUTLERY @ KATZINGER FLASHLIGHTS 
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HERE’S YOUR FUTURE’S 
HIGH PROMISE FOR 
QUICK SALES AND 

PROFITS!... 






























put their faith in 


CLIMAX 
Wall Paper Cleaner 


“Used in millions of homes’ has been true of 
Climax Wall Paper Cleaner for many years. It 
will be true again this Spring. 

Climax Wall Paper Cleaner has won and it 
holds the confidence of millions of home owners 
—and thousands of distributors and retail 





@ The high unit-sale and quick profits from Milapaco “handy pack 
department” is something worth remembering for future promotion. 


| Leading stores today have already proved it an effective spotlight in 





paper specialties promotion—an “outstanding merchandising idea” dealers — because it has been continuously 
| for quick results and steady repeat sales. Covering popular mer- improved and because it has always offered 
| chandise—famous Milapaco lace paper—colorful “bargain” pack- laboratory controlled quality. 
ages—dramatic, traffic-stopping point-of-sale display, it will ef- Climax has always been the most extensively 
fectively boost your unit sale to much higher dollar volume. advertised wall paper cleaner because its 
| @ That’s a promise we would like to make good TODAY, but | volume of sales permitted large scale adver- 
Milapaco lace paper place mats and doilies in the sales-producing tising and because only a product in which 
“HANDY PACK” are on the restricted list now. When more are consumers have full confidence can make such 
available later, be sure YOU take advantage of this fast-turnover extensive advertising pay. 
a cs The wide- mouthed glass jar in which Climax 


Cleaner is now packed costs more than any 
other container used for wall paper cleaner — 
HANDY PACK | but its added cost is not carried on to your or 
the consumer’s price. 

Order Climax Wall Paper Cleaner from your 
distributor now — and ask for early delivery. 


CLIMAX INDUSTRIES, INC. 
CLEVELAND 2, OHIO 


Milapaco 


Modern, colorful dis- 
play package for your 
; “Handy Pack Depart- 
SS aN ’ ment.’ Contains 100 


aN each of a single de- 


f * ee aaa hy 


sign and size of Mil- 







Pa By we tf apaco lace paper 

BR ; place mats and large 
doilies, and 150 of 
the 5”, 6” and 8” 
doilies. 


Priced — 25¢ to 89c. 



















BUY MORE WAR BONDS NOW .... PLAN FOR 
A Milapaco HANDY PACK DEPARTMENT later. 


fr-amo fF 
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MILWAUKEE LACE PAPER CO. = cowry 










CLEAN ANER 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Estoblished in 1898 


Milapaco 


LACE PAPERS OF CHARACTER 


G 
'MPROVED To REDUCE CRUMBLIN 
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; Investigate the New Developments in 


: MEYERCORD DECALS 








" @ 
Meyercord research has developed Decalcomania name- 
plates resistant to acid, petroleum products, alkalis, alcohol, Send for a Free 
abrasion, moisture and temperature extremes. They pro- Decal Check-Chart 
vide highly legible product identification, operating in- The check-chart tells how to se- 
structions, wiring diagrams, etc., with substantial savings lect and apply the right Decal 
in metal, time, labor, weight and cost. Meyercord Decal nameplate for 16 different sur- 
nameplates are vibration-proof, eliminate sharp edges and et In file folder form to hold 
. . ° ‘ subsequent data sheets, it also 
require no screws or rivets for application. They are durable, lists 25 Meyercord Decal war- 
washable and can be produced in any size, colors or design. time uses on 34 different types 
Easy-to-use solvent or water methods of adhesion permit of combat equipment. Address 
fast, lasting application to any known commercial surface. Deperiment 11-2. Ps, 
Investigate Meyercord Decals for war use...or postwar plans. 








Gack the rottack- Guy War Gonds 


THE MEYERCORD CO. 


World's Leading Decalcomania Manufacturer 


9323 @Wenwe wee Ee STREET ° CHICAGO 44, ILLINOIS 
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the best water paint on the market 


DEVOE has again given us the tops 
a7 
over competition — Says Francis X. Courtney. 


of the Courtney Hardware Company, Dorchester, Mass. 


Mr. Courtney knows Dehydray is the best, for he and 
all his sales personnel have used Dehydray and talk with 
enthusiasm and confidence to their customers about its 
merits. No wonder they have “‘rolled up a nice total on 
this product,” for Dehydray performs the promise every 
time, as they well know . . . exceeds expectations of 
every user. 

You, too, can put Dehydray to work for you... 
topping competition . . . rolling up profits . . . making 
satisfied customers (and enthusiastic salesmen, too). 
Most advanced type of modern water paints . . . com- 
pletely dehydrated . . . coming in inexpensive cartons 
. . . Dehydray saves money for your customers. . . 
makes more money for you. We're backing up De- 
hydray with advertising in American Home, Better 
Homes & Gardens, and Successful Farming, and in 


leading newspapers throughout the country. 
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Selling tips on DEHYDRAY: 


@ Easy to mix with water from your own tap. 

@ Easy to apply — with brush or roller. 

@ Covers any interior wall surface — even wallpaper. 
@ Only one coat needed. 

@ Dries in one hour — no painty smell. 

@ 12 exquisite colors. 

@ Retails for only $1.55 per gallon. 


Made from non-critical materials, you are assured of 
a steady supply of Dehydray. Order today — for 
““Dehydray is here to stay”: . . as Mr. Courtney says 
. ++ "tO give you tops over competition.” 


DEVOE PAINT 


The 190th Year of the Oldest Paint Maker in America 
FIRST AVENUE AT 44th STREET, NEW YORK 17,N. Y. 
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IS A CONTINUED STORY 

























Mp 
Pind BEFORE THE WAR... when 
—S- customers asked for Cyclone “Red 
a Tag” Hardware Products, they were 


pretty tough about it if you couldn’t 
supply them. They wanted the best— 
and experience, plus years of advertis- 
ing, had taught them that meant 
“Cyclone.” 


NOW ... they don’t like it much better when you have to asx 
them to wait for “Red Tag” Hardware Products. But at least they 
know there’s a good reason why. They realize these products are 
doing a big job for our armed forces, and that war needs come first. 


... WHEN PEACE COMES your cus- 


tomers will be mighty glad to get the Cyclone 
“Red Tag” Products you’ll have in plenty— 
Hardware Cloth, Screen Cloth, Burner Baskets 
and Lawn Fence. And you'll be glad to again 
have these quality products to sell. Especially 
since our engineers and research men are busy 
right now finding new ways to make them even 
better than before. They’re going to be sure the 
famous “Red Tag” emblem will continue to keep 
old friends and make new ones for your store. 













SCREEN CLOTH 


of CYCLONE FENCE DIVISION 


fo 

, 7 (AMERICAN STEEL & WIRE COMPANY) 

ys Waukegan, Illinois - Branches in principal cities 
United States Steel Export Company, New York 





& STEEL NEEDS MORE SCRAP NOW .... SEND IT IN! * BURNER, BASE ETS a ve 
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Nevling ROCK SALT 


To keep walks and driveways 
clear of dangerous ice 


BRINGS YOU PLUS BUSINESS! 


Order Now—Plenty of Sales Opportunities! 
Be sure to have your stocks on hand before the next 
snow flies. Be ready to sell, not only to householders, 


_ but also to apartment houses, hospitals and other in- 


stitutions, other retailers, garages and gas stations, 
municipal and county governments. Take advantage 
of these opportunities to build your sales and profits 
now! 


Here’s a Real Profit-maker in a Year of Scarce 
Items. Your customers will be glad to know that 
Sterling “Auger-Action” Rock Salt provides an anti- 
slip surface, then its ‘“auger-action” bores through the 
ice and forms a brine which undercuts the ice and 
makes removal easy. No 
chopping, no pick-work! 
Prevents accidents. Saves 
time and labor when 
both are scarce. Be ready 
to promote Sterling Rock 
Salt at the first freeze. 
Don’t lose a minute’s 
profit! 


secooveastes 
SCRANTON, PA. 





10 LB. BAG—packed 6 to a 
case, with advertising display WET WEIGHT 19 LBS. 
material featuring ice removal. D> 

Also packed in 100 Ib. bags. 





Order from Your Wholesaler today 


INTERNATIONAL SALT COMPANY, INC. 


SCRANTON, PA. 








i PISTOL PACKIN’ te 


THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
woods. 


If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 144" by sixteenths; with 
machine shanks, from 15%" to 3” 
by eighths. 


Jhe PROGRESSIVE MFG CO 


coo Sue Cer he ee ee c-+ 1.0 a 








“OUCK BILL" 


is giving lessons in 
the Victory Polka 


* DUCK BILL NO-TONE 
BALL COCK ELIMINATES 
OBJECTIONABLE NOISE 

















ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Complete Line of 


“Dlhamd. MAG 2rasA Goods Si 2 1890” 
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belongs in 
your picture’ 
of post-war 
prosperity 


iS 


PY) 
y 
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The flood gates of normal business will be 
opened some day—perhaps soon. Now is the 
time to plan for your post-war prosperity—to 
investigate the advantages to you in con- 
centrating on the entire WISS assortment of 
cutting tools. 


For when consumer-production again is in 








MANUFACTURERS OF: 
Dressmaking and Household Shears 
and Scissors « Pinking Shears « Mani- 
cure and Pedicure Scissors « Grass, 
Hedge, Pruning and Lopping Shears 

Industrial Shears and Scissors 





full swing, 96-year old WISS QUALITY will 
have behind it a dynamic sales and merchan- 
dising policy that follows through—with 
boosted profits for you. 


If we can assist you in any way with your 
post-war plans, we welcome the opportunity 
to do so. 


@ 


CUTTERS 


ee eee 


om 


SE PRR ERIE PRS SP ate Bice ES eR, 
1848 NEWARK, N. J., U.S.A. 
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ESTIMATED 


The 
ACCEPTANCE 
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SAW BLADES 





Plus Satisfaction 






| 

| 

| 

| 

| 

OUR customers get greater 

. value in Midland Harness 

Hardware and_ chains — extra 
quality in design, materials, 

| strength, and workmanship that 
results from more than 30 years 
experience. At the same time, you 
have the simplified stock-keeping, 













lower investment, and greater No. 225 
profit of handling a complete line SWIVEL 
Even with increased production of Quality Trojan Sen | of harness hardware and chains, EYE SNAP 
Blades and Frames, we cannot eliminate back orders. | under one trademark. 
The same high standard of quality, that is the basis of | Specify MIDLAND from your jobber. 
this gratifying demand, will always be a part of Trojan | 
Products. Trojan Blades have filed and set teeth (not | 
stamped). They are made of high carbon content wire, perceespey 


oil hardened and tempered to stand maximum abuse. | 
Specify Trojan Blades and Frames in all your Postwar 
specifications and you will practice True Economy. 


ACKERMANN, STEFFAN & CO. 


4534 Paimer St. © Chicago 39, lil. 


NEW YORK: 200 Church Street. THE MIDLAND COMPANY 


SAN FRANCISCO: Houston & Merton, 1270 Bush Street. MANUFACTURERS “ INCORPORATED 1911 
MONTREAL: W. Claire Shaw, 407 McGill Street. SOUTH MILWAUKEE - WISCONSIN 


REPAIR LINK 











WITH A PROVEN 
INSECTICIDE... 









a tol 


FURNACE TOOLS 





Kryocide (STRAIGHT) 1 Ib. 


This famous insecticide—widely used for effec- 
tive F e- ayr-wage of commercial crops — is now 
available for retail sale to Victory Gardeners. 





0—— +4, 


CLINKER TONGS SLICE BARS 
ASH HOES CLINKER HOOKS 
CLINKER RAKES BACK-UP WRENCHES 





The home garden market is immense—will be 

bigger than ever this year. Don’t miss the 

a of this fast-selling necessity. { 
ryocide proves unusually popular for its 

ease of use—its good coverage — its lasting 

qualities—and the remarkable job it does 

Kryocide D-50 in controlling destructive chewing insects. 


(READY-mixeD) Be prepared to cash in on the 





Good Quality, Practical Design, and Convenient 





Use Has Made The FIRE-FIXER Line The 1 Ib. ee ee ae ae 
“LEADER” in Furnace Tools. your jobber—or write to Dept. HA. 
ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: PENNSYLVANIA SALT { 
MAN UF TURING C PANY 


FARRELL-CHEEK STEEL CO. ““Oiio 





1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 
New York » Chicago « St. Lovis « Pittsburgh « Minneapolis « Wyandotte « Tacoma 
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MILLERS FALL 

















be even bigger. There will be 









Falls Tools have a thousan hey é nd f Falls Tools to build more and 
meet the need for tools to by 4 ps better homes’ ¥e-conversion of factories — 
other weapons... tools fof mgm at hom d ‘tools for the DW increasingly mechanized 


ssal task of world-wide 















precision. Almost anywhere that there’s a wartime job, 
Millers Falls Tools are on the job. é 








its 
ing 





Electric Drills 






i 






Micrometers 





T V4 ; Hack Saw Frames 
bo tg Bench Grinders ; Be tA cast 
me MILLERS FALLS COMPANY + GREENFIELD, MASS., U.S. Ad 
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'Easy to read and easy to understand in the only 


Everything You Should Know About 
BUILDERS HARDWARE 


up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 








“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” 


PREPARE YOURSELF TO— 


@ Go after those big contract priority orders being placed 
every day for war-time requirements. 


@ Obtain V-Day delivery orders for jobs now on the dratft- 
ing boards of architects and builders. 


@ Have the knowledge necessary to get a big share of the 
expected volume in builders’ hardware following the War. , 


@ Become a real specialist. Good builders’ hardware men 
are scarce now and will be even scarcer when peace 


returns. 








Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 


220 pages—page size 8'/2 x Il inches— 
cloth bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 1l'/2 inches, 
Glossary of more than 300 Technical Build- 
ers’ Hardware Terms, Cross Reference In- 
dex, etc. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- 
ware Display Rooms 

Glossary of more than 300 Technical Build- 
ers’ Hardware terms—Cross Reference 
Index 











WAS $3.—NOW ONLY $2. 
Order Your Copy Now! 


If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community from the average home to schools. 
hotels, office buildings, churches, apartments, etc. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 
other departments. This book will bring you all you need to know 
about this profitable, basic hardware line. 


The experienced Builders’ Hardware Engineer will want this 
book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 
course in this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by reading 
and studying it. 





MAIL THIS COUPON TODAY! 


Hardware Age, 100 East 42nd St., New York 17, N. Y. 


Please send me . copies of “Taking the Mystery Out of Builders’ Hardware” by Adon H. 
Brownell. I will pay the postman $2 each, plus a few cents postage. (Canada and Foreign Countries 


$2.50) 
ce FSe RLS AIDA 6 dein con tee 


i Ae a es a DE: Sanu naa pie catia pean ewalees State 








[-] Check here if you enclose payment, in which case we pay postage. 
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Fast Turnover 


Assured Profit 
Prompt Shipment 








Assortment 497-A 


(In Gold, Red and Black) 


Really Sells! 


See its record 


1939 - - - 100% 

1940 - - - 128% 

19441 - - - 146% 

1942 - - - 321¢ 

1943 - - - 489% 
é& 


You can suit anyone 
33 Stones 4 Types 6 Shapes 
All in one fibre carton, weight 24 lbs. 
Resale $7.65 Cost $4.97* 

* West of Denver $5.20. 


BEHR - MANNING - TROY, N.Y. 


(DIVISION OF NORTON COMPANY ) 
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HOUSEWARES — TOYS — APPLIANCES 


TOMORROW'S 
HEADLINERS 


Will be 
TOP LINERs 


Live Distributors—Write Dept. H-5 


YESTERDAY—Economaster Heat- 
ers—Top Line Fans and Appliances. 


TODAY—Happy Valley Baby Fuy- 
niture, Cinderella Step Stools, Moto- 
Home Utility Cabinets, Top Line 
Wooden Toys, Guns, Carts, Swings, 
and the Top Line Home Dehydrator. 


TOMORROW—all these—a 
NEW HOME APPLIANCES. 
TOO! 


Pa SG, | 


Top Line Appliances tomorrow! 





ECONOMASTER IS THE TOP LINE HEATER 
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WITH THESE 2 NATIONALLY 
KNOWN BRANDS MEETING 
EVERY DEMAND FOR... 
QUALITY... CONSTRUCTION 

... PRICE 





A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVE 
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No. 8 No. 25 No. 30 No. 35 No. 40 No. 45 No. 50 No. 60 No. 65 
SPECIFICATIONS 
; “T 7 : Approx. Tensile Strength For Single Sash Approx. Weight 
Steel Bronze Weighing Not Over| per 500 ft. Reel 
Number Metal Gauge in Lbs. in Lbs. Pounds in Lbs. 
8 .035 350 300 50 20 
25 .042 425 375 50 25 
30 .028 375 350 60 24 
35 .035 500 425 100 30 
40 .042 600 550 150 35 
45 .050 750 675 175 46 
50 .060 900 800 200 57 
60 .062 925 900 74 
65 .072 1200 1275 96 
* e 


*% The fuel shortage encourages home owners to American Sash Chain is distinguished by the uni- 
repair their sash and doors—to stop heat loss and _— formity of its blanks which makes this chain run 
control ventilation. That explains the present de- smoothly and quietly. It is strong, good chain, fin- 
ee ae Chain wholesalers are now ished bright, coppered, electro-galvanized (S.R.P.), 
able to fill moderate orders for American Sash Chain °t-galvanized, Hercules and Acco. 

And don’t forget to order American Sash Chain 


and Sash Chain Fixtures. Please forward highest 
priority ratings obtainable with your order. fixtures. Correctly engineered and correctly made. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 







& ESSENTIAL PRODUCTS... . TRU-LAY Aircraft, Automotive, and Industric! Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 


TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
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READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Tool Stores 
Operated by 


War Industries:— 


Several months ago I visit- 
ed a major airplane factory 
on the Pacific Coast. It was 
an interesting experience. | 
saw a certain type of impor- 
tant aircraft completely assem- 
bled and noted in the adjoin- 
ing open field the finished 
products complete in every 
detail, including the insignia 
of the several United Nation 
countries which were to receive 
these completed planes. 

I asked my guide if I might 
visit the tool store about which 
I had heard so many com- 
plaints from both wholesalers 
and retailers in the surround- 
ing country. I saw it and it 
gave me quite a shock. The 
head storekeeper readily told 
me that the normal daily in- 
ventory ran from $25,000 to 
$35,000, that daily sales, all 
at cost, ran from $700 to $900 
and that this tool store was 
open seven days a week for 
almost 24 hours a day. 

In other words, this aircraft 
factory’s tool store sold at re- 
tail more than $250,000 in 
tools alone in a year—but at 
no profit except to the manu- 
facturers who supplied the 
tools. And practically every 
well known tool line was there 
in stock. 

You do not have to be much 
of a mathematician to realize 
that this one airplane factory 
tool store sells annually in 
tools alone more than the tool 
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sales of any existing retail 
hardware store in the entire 
country and probably has 
more tool sales (for the type 
of tools sold) than are enjoyed 
normally by many wholesalers 
—and all of this business is 
at buying cost. The operating 
costs of the store, the costs of 
buying and handling the mer- 
chandise are all considered a 
proper part of this company’s 
overhead. 

Remember that this is only 
one example. Multiply this 
record by the number of semi- 
government - sponsored, war 
equipment factories, many of 
which have similar tool stores, 
and you quickly realize that 
a tremendous volume of tool 
business has been handled at 
no profit to wholesale or retail 
distributors. 


How About the 
Local Hardware 
Distributors? :— 


After visiting the tool store 
I went to the public rela- 
tions department and asked 

















why some, at least, of this 
tool business was not placed 
through the nearest wholesale 
or retail hardware distribu- 
tors. I was told that in the 
beginning such a procedure 
had been attempted but that 
satisfactory service service 
could not be obtained that way 
because deliveries were poor 
and that the needed quantities, 
despite excellent priorities, 
could not be obtained in rea- 
sonable time. As evidence of 
these difficulties, I had the 
opportunity of talking with 
members of the purchasing 
department who dug into files 
and substantiated, to some ex- 
tent, the report of the public: 
relations department. 

Later I talked with several 
nearby wholesalers and retail- 
ers and told them of my visit 
to this airplane plant. I quick- 
ly learned that many of these 
distributors were enjoying a 
great deal of regular business 
from this particular plant, but 
that they had definitely lost out 
on the tool business because 
they could not get tool deliv- 
eries fast enough nor in suf- 
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ficient quantities to fill require- 
ments. 

Such a problem is not easily 
understood, for it would seem 
easier instead of more difficult 
for tool factories to supply 
these tools to and through their 
established normal channels 
when good priorities were 
made available. But the rec- 
ord is to the contrary and the 
“war baby” tool stores of this, 
and many other war indus- 
tries, have obtained tools 
promptly and when nearby 
regular distributors could not 
obtain them. 


Are Such Tool 
Sales Restricted 
To Workers? :— 


If the tools sold through 
such non-profit operations are 
strictly confined to the work- 
ing needs of actual employees 
in war factories for working 
at war work, it might be 
argued that making planes, 
etc., and winning the war tran- 
scends all other considerations. 
However, as far as we can 
learn, an employee badge is 
the only credential required 
to buy these tools at cost and 
no record. is kept that might 
prevent the same person from 
duplicating his purchases. And 
I speak not only for the plant 
I visited but also for many 
other war industries where 
tool stores are maintained. 

A short time ago, a Long 
Island hardware dealer told a 
similar story and mentioned 
several specific sales of socket 
wrench sets at $4.75 to air- 
plane factory employees when 
his own cost was higher and his 
normal selling price was $6.75 
for the identical merchandise. 
This dealer does not complain 
particularly about the sales 
for actual war production use, 
but he is bitter in the realiza- 
tion that many employees of 
this nearby war plant are buy- 
ing these socket wrench sets 
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for friends and neighbors. In 
fact, local townsfolk get his 
price and then jeer at him say- 
ing, in affect “I have a friend 
at the airplane plant who can 
get me the same thing for half 
of your, price.” This dealer 
is particularly worried about 
his long pull reputation in his 
community where, after many 
years of hard work, good ser- 
vice, fair prices, etc., he is 
penalized by a form of com- 
petition that does not help win 
the war but definitely hurts his 
business. And you can also 
multiply this situation many 
times. He is determined to 
handle some other brand of 
socket wrenches in the post- 
war period because he con- 
siders that he has been unfair- 
ly treated by the producer of 
the line involved. And again 
you can multiply the problem 
many times, judging from 
some of the correspondence 
that has come to our attention. 


How About 
Inventories When 
The War Is Over? :— 


An additional annoying fac- 
tor in this situation is the dis- 
tributing trade’s worry about 
the post-war disposition of tool 
stock inventory held by war 
industries. If ‘some of the 
examples we have seen and 
heard about are at all typical, 
many war plants will have sub- 
stantial stocks of unsold tools 
which can easily add further 
confusion and difficulty to 
the probable post-war surplus 
goods problem. 

Tools are a basic hardware 
store line and the hardware 
distributing channel is the 
main, normal outlet for tools. 
What has happened in connec- 
tion with war industries may 
be water over the dam and 
perhaps has some urgent justi- 
fication which is not apparent 
on the surface. But certainly, 
from here on the urgent need 





for many tools in a great hurry 
is not what it was and so the 
tool manufacturing industry 
could, from now on, protect 
the interests of established 
trade channels and help divert 
future war plant tool sales 
through such distributors. If 
it does, some of the war-time 
annoyances will not seem so 
acute to hardware men in the 
post-war era. 


Don’t Waste 
Paper! :— 


Paper is a vital material 
and is needed for winning the 
war. Precious blood plasma, 
food for the armed services, 
emergency field rations for 
soldiers, equipment of all 
kinds, medicines, etc., all de- 
pend upon paper products as 
containers that assure safe, 
prompt and efficient delivery. 
Don’t waste paper! More than 
50 per cent of all paper con- 
sumed in the United States is 
used for various kinds of con- 
tainers and another 25 per cent 
is used for writing paper, 
wrapping paper, paper towels, 
etc. The remaining 25 per 
cent is used for publishing, 
printing and other uses. This 
means that conservation and 
salvage of three-fourths of all 
of the paper used in this coun- 
try can be greatly aided by the 
active help of those hardware 
dealers and other merchants 
who economize in the use, re- 
use and added re-use of con- 
tainers, wrapping, paper, etc. 
Economizing in the wrapping 
of packages, urging customers 
to aid in such conservation 
and the persuading of other 
merchants to cooperate are de- 
cidedly important contribu- 
tions to the current campaign 
to reduce paper consumption. 
Every hardware dealer can 
render an important and vital 
service in this war effort. The 
need of conservation and sal- 
vage of paper is critical. 


DON’T WASTE PAPER! 
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“Every hardware merchant 


should examine this record, Bill! 


i invines three typical Lockwood Franchise 
success stories have helped put me on 
the right road to future profits. I’d like to have 
every ambitious hardware man know these facts. 
They should point the way to better business 
and better service to customers for the whole 
trade, when peace brings the inevitable big de- 
mand for builders’ hardware.”’ 


Ww Ww w 
Only the right combination of product and sales 
methods could produce the results for the dealers 
that Jim Rogers refers to. These three (of many) 
actual cases are Lockwood Franchise dealers who 
won sales, profits and growth through combining 







USE 


HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS 
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a famous quality line of builders’ hardware with 
balanced stocks, efficient storage and display 
methods, simplified record systems and alert 
sales follow-ups. 

The detailed story of these three Lockwood 
Franchise Merchants — and their sales-and- 
profits achievements — is indeed worthy of your 
closest scrutiny. May we send it to you complete 
with figures and facts? 

The growing number of successful Lockwood 
dealers gives unmistakable proof that builders’ 
hardware is the foundation of a good hardware 
business — and that the Lockwood Franchise 
is your guarantee of maximum’ sales and profits 


from this important department. i 


AN AFTER-HOURS INVESTMENT 


The practical, patriotic hardware merchant or man- 
ufacturer is giving everything to the job of aiding 
the Victory drive. Your home front supply job, and 
our all-out war production assignments are keeping 
us both busy during working hours. But, planning 
for the future is important, too — and a Lockwood 
representative will gladly sit down with you after 
business, and tell you the complete, interesting story 


of the Lockwood Franchise. Just drop us a line. 
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The Independent Hardware 


Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


, as we look 


ahead in an attempt to visualize 
the place of the independent re- 
tail hardware merchant in the 
post-war world of distribution, 
we must of necessity take cog- 
nizance of the past, his liabilities 
and assets, and do our utmost to 
reorganize or remodel our entire 
industry into a pattern with suffi- 
cient “points of superiority” to 
enable us to regain whatever we 
may have lost. 


Segments of the Industry 


Independent hardware dealers 
are not sufficient unto themselves, 
but are important segments of a 
larger, more important division of 
distribution—the hardware __in- 
dustry. This must be recognized 
if they are to prosper and be able 
te resist strongly any further in- 
roads into our industry. They 
must give up their independence 
as individual merchants and seek 
a closer alliance with their nat- 
ural fundamental source of sup- 
ply—the wholesaler, and in so 
doing demand of him in return 
equal loyalty and sincere interest 
in their collective future. 

The challenge to the hardware 


“They shall beat their swords into ploughshares, 


By E. C. RAEDEL, JR 
Retail Manager, 
The Canton Hardware Co 
Canton, Ohio 


trade today and tomorrow is 
mass distribution which demands 
a change from just store keeping 
to mass distribution for bigger 
and better sales. Mass distribu- 
tion does not necessarily mean 
distribution through large units 
or the concentration of owner- 
ship in a few hands. It does mean 
alert, progressive organization, 
tuned to the demands of the cus- 
tomers, quick to sense style and 
quality changes, and directed by 
an equally alert scientific man- 
agement devoted entirely to sell- 
ing or distribution of merchan- 
dise in mass. 

It has been the lack of this atti- 
tude in us as individuals and the 
strength of it in the chains that 
have made these chains grow to 
be of such importance to the very 
manufacturers who in the past we 
have classed as one with us, and 
very simply, because these chains 
afforded outlets of maximum sales 
at minimum costs. In order that 
we may stand our ground in the 
post-war market with its surge of 
new and old items, we must place 
ourselves, as a group, in a posi- 
tion to offer the manufacturer an 
equally quick and efficient means 
to the ultimate buyer—for the 
race will be on and the one to 
break the tape first will reap the 
largest sales. We must be keyed 
to one thing and one thing only 
—the ultimate consumer. 


We Must Organize 


To do this, we must cut our 
Burma Road of distribution and 
organize our industry into volun- 
tary chains or leagues of inde- 


pendent dealers with the whole- 
saler as our focal point. We must 
embody therein the advantages of 
the present large units or chains, 
namely, greater buying power, 
closer direct contact with the ul- 
timate consumer, greater possi- 
bilities of applying and profiting 
from the results of scientific man- 
agement, lowered costs of distri- 
bution and yet retain our salient 
advantages of personalized ser- 
vice, individuality, and of per- 
sonal contact with our customers. 


Change Is Inevitable 


Our high costs of distribution, 
laxity in display and advertising, 
lack of scientific knowledge of 
how to develop our departments 
to their fullest extent and our lack 
of appreciation of the value of 
feminine traffic, must be altered 
in order to make mass distribution 
through the hardware store pos- 
sible. This is not only possible, 
but it is inevitable if we are to 
maintain our identity. 

The hardware wholesaler must 
likewise change his attitude, from 
that of merely selling merchan- 
dise to anyone and any place 
where his salesmen can gain en- 
trance, to one of distribution 
through the very nucleus of his 
business—the independent hard- 
ware dealer. Gone is the day 
when the wholesaler can feel se- 
cure in the belief that only 
through him can retailers get 
fast deliveries and that he can 
do it much faster than the man- 
ufacturer himself. The manufac- 
turer is today looking to the 
post-war world with its great po- 
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E. C. RAEDEL, JR. 


tential volume of business, and he 
realizes that he must get his mer- 
chandise to the consumer fast. He 
is beginning to say, as a result of 
the experience of many direct 
sellers in the past, that the per- 
centage habitually given to the 
wholesaler can be used to finance 
warehouses and branches; that 
the increase in the speed of rail- 
roads, and maybe even air freight, 
in the post-war world will cut 
down appreciably the cost of pres- 
ent warehousing, giving the re- 
tailer excellent service at the same 
time. 


Effects of Direct Selling 


Another most interesting angle 
is what effect direct selling actu- 
ally has on style and design. The 
emphasis on style is a natural 
concomitant of direct selling. On 
the other hand, our critics main- 
tain that the wholesaler is pre- 
dominantly interested only in vol- 
ume and must stress price rather 
than quality if his dealers are to 
be placed in a price position to 
compete with the chains. The 
hardware wholesaler also has 
been accused of being interested 
only in volume because he carries 
so many lines without being a 
specialist in any. Volume on his 
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Dealer in the Post-War Era 


The hardware dealer must be keyed to one 
thing and one thing only—the ultimate con- 
sumer. To do this the industry should be organ- 
ized into voluntary chains or leagues of inde- 
pendent dealers with the wholesaler as the 
focal point. These must embody greater buying 
power, closer direct- contact with consumers, 
more scientific management and lowered costs 
of distribution. They must, however, retain the 
dealer’s salient advantages of personalized 
service, individuality and of personal contact 
with his customers. 


entire line is all that is stressed. 

Wholesalers’ stocks are not 
properly controlled. _—‘ Trends, 
styles and quality are ignored— 
to them the all important business 
is selling as much as possible. In 
buying too many _ wholesalers 
search only for low prices and 
demand nothing of the manufac- 
turer to aid buyers in distributing 
the products they have purchased. 
Their interest seems to lie entirely 
in buying and in order taking and 
not in the all important business 


. of distribution of merchandise 


through their dealers to the ulti- 
mate consumer. Merchandise is 
sold to the dealer but then the 
wholesaler’s interest stops and 
the dealer is left floundering in 
the dark instead of being educated 
on how to “mass distribute” these 
purchases. 


In this connection, nothing irks 
me more than to have factory rep- 
resentatives show me one line of 
merchandise dressed up only so 
it will pass for the hardware 
trade and then on inquiry find 
that they have another kine 
dressed up to sell in mass for the 
department stores, with the proper 
eye-catching displays attached. In 
a good many instances, even dem- 
onstrators are made available. 1 


and their spears into pruning hooks.”..... 


have often asked these men if 
they consider the hardware dealer 
already decadent and out of the 
picture in the field of distribu- 
tion. Invariably, I get the reply 
that the hardware dealer is too 
slow to realize the merchandising 
vossibilities of their products— 
that he either doesn’t want to use 
or never gets the display mate- 
rials that they know are necessary 
to the proper distribution of their 
products. They give all their sales 
points and distribution ideas to 
the wholesaler’s buyers and some- 
times to their salesmen in sales 
meetings, but that is as far as it 
seems to permeate—and, invari- 
ably, comes the answer the de- 
partment stores and chains de- 
mand that they follow the mer- 
chandise right into the hands of 
the ultimate consumer. 


Not Demanding Enough 


I believe therein lies the an- 
swer. We independents just are 
not demanding enough. We are 
not sufficiently organized to make 
our wants felt. The manufacturer 
needs mass distribution and he 
will supply all the aids necessary. 
He will dress up his merchandise 
to meet all style and quality de- 
mands of the ultimate consumer 
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if we will only demand it. Our 
customers are the same as those 
of the department store and chain 
store only we don’t transmit their 
demands through our wholesaler 
to the manufacturer. 

The independent stores as a 
league must demand that the 
wholesaler buy not just to sell 
them but rather that he see mer- 
chandise from the point of view 
of the ultimate customer. No, we 
don’t ask price alone, as it is not 
the entire solution. We need se- 
lection and help in distribution. 


ware store was the sports center 
of its locality. The fisherman, the 
ball player and the hunter just 
naturally looked to the hardware 
store as their source of supply 
and it carried a sufficient variety 
of standard items to answer their 
demands. Then in the early °20’s 
the styles began to change. The 
fisherman progressed from a cane 
pole fisherman to a bait and fly 
caster. New baits appeared as the 
fisherman sought out new places 
in which to fish and it became 
more popular even for the vaca- 





Join the Hardware Age Post-War Forum! 


Although the war will not end tomorrow, when peace finally comes 
our country will enter a period of unparalleled prosperity and ex- 
pansion. Every branch of industry will feel the full force of this ex- 
pansion and all of them will experience an added keenness of com- 
petition. There also will be many new phases of distribution. All branches 
of the hardware industry should be preparing for the day of peace 
and should be making plans for the post-war period now! 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 





We don’t need cheap merchan- 
dise or loss leaders. We don’t 
copied verbatim 
from the chain stores or extrava- 
gant advertising claims, but rather 
we need branded quality mer- 


need methods 


chandise of national acceptance 
and a broadening of lines of dis- 
tribution brought under the di- 
rection of specialists in their re- 
spective fields. We don’t 
salesmen calling on us and taking 


need 


up our time asking for orders but 
what we need are-trained special- 
ists from our wholesalers who will 
know the distribution possibilities 
and the ways and means to obtain 
that distribution. If the whole- 
saler will be loyal to us and stick 
by us and train us, and we in turn 
will give up our empty indepen- 
dence and return that loyalty to 
our wholesaler, it will not be 
necessary for him to seek volume 
through selling every open door, 
drug store, grocery store, and cor- 
ner store in which he can gain 
entrance. 

In order that we might be more 
specific, let us analyze a few of 
our departments. There was the 
day when the independent hard- 
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tion fisherman to seek out places 
where there were larger and 
gamer fish. New comforts for the 
fisherman such as boat seats, life 
preservers and bait canteens were 
demanded. Even the fisherman’s 
apparel changed in style and, in- 
stead of the oldest pair of pants 
being worn, new lightweight ap- 
parel was requested. Women 
joined their husbands on these 
trips and with them came new 
tastes and styles. 


Adjustment Difficult 


The average hardware dealer 
was unable ordinarily, as an in- 
dependent merchant with virtually 
thousands of items to stock and 
display, to adjust himself readily 
to these changes. He found that 
the average salesman on his floor 
was no longer able to render the 
service that his customers desired 
and gradually his sports depart- 
ment deteriorated. The wholesaler 
in turn, realizing that the average 
hardware store was losing the 
sportsman traffic, looked to new 
outlets for his stable sporting 
goods items and found them in 





the corner cigar store and the 
better auto accessory outlets. He 
likewise did not change his meth- 
ods of buying sporting goods a 
great deal, being satisfied to 
maintain his volume. As a result 
of this, the manufacturers, wish- 
ing to reach the ultimate con- 
sumer in a faster and more direct 
manner, continued to sell the 
wholesaler the stable items but 
went directly to the better outlets 
and chains with their new items 
and styles. 


Interest Essential 


This loss to the hardware dealer 
would never have taken place if 
the wholesaler had remained in- 
terested in his dealers and, in- 
stead of taking the line of least 
resistance in order to maintain 
his volume, had sensed why the 
hardware dealer was losing this 
profitable department and had 
hired a sporting goods merchan- 
diser to educate the dealer in the 
ways and means of modernizing 
his sports department. The whole- 
saler would have likewise profited 
probably more than he has, be- 
cause this dealer after being edu- 
cated would have demanded more 
of him and his buyers and would 
have been more on the alert for 
the new items and styles. Going 
one step further, the manufac- 
turer who was already calling 
upon the wholesaler would have 
been satisfied with the speed with 
which his items reached the ulti- 
mate consumer and would not 
have followed the wholesaler. into 
new fields. 

There too was the day when 
the hardware dealer sold prac- 
tically all the housewares in his 
community. The stock was com- 
plete and sufficiently varied to sat- 
isfy the limited demands of his 
community. Then the home be- 
came more important — ladies’ 
magazines increased their sub- 
scriptions, feature writers made 
women dissatisfied with their kit- 
chens lacking in labor-saving de- 
vices and suggested easy, quick 
means of preparng dainty dishes. 
It was no longer sufficient for the 
wife to just cook a meal of meat 
and potatoes, she must consider 
the appetizing appearance of the 
dishes she prepared—the balanc- 

(Continued on page 114) 
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WPB Plans Limited Civilian 
Production in Three Areas 


Expected to be put into operation this month, 

plan would apply to WPB regions having head- 

quarters in Philadelphia, Cleveland and Kansas 

City. “L” orders to be relaxed to permit small 

manufacturers and those without war orders to 

make use of excess materials for manufacture 
of consumers’ goods. 


¢ 
HE wraps are off on 


WPB plans for midwar conversion 
to civilian production. Due to pres- 
sure from the Army, relaxation and 
revocation of material orders, as 
originally planned by WPB, will be 
superseded by a plan which involves 
lifting of production order to permit 
the use of excess raw materials in 
certain labor areas. 

When it became inevitable that 
steel would be in ample supply this 
year WPB, last fall, began to pre- 
pare for revocation of the prohibi- 
tive steel order, M-126. According- 
ly the order was circulated through 
the various WPB divisions, where 
recommendations as to the deletion 
of items were made. 

At a meeting held the week of 
Jan. 9, at which Army officials were 
present, WPB decided to abandon 
the revocation of M-126, and would 
not entertain thoughts of substantial 
revision of the order. 

On Jan. 12 a policy statement is- 
sued in the name of J. A. Krug. 
WPB program vice-chairman, an- 
nounced that WPB had turned down 
the recommendation of its Steel Di- 
vision to relax or abrogate the steel 
conservation order. The action was 
taken not because of a shortage of 
steel but because of the possible in- 
direct effect on other items. Coal. 
petroleum, lumber for crating, 
paper, paint and transportation are 
all short of war essential civilian 
requirements and an extended pro- 
duction of steel civilian goods would 
absorb additional quantities of these 
materials. 

It is quite evident from the hap- 
penings in WPB the past several 
weeks that the agency is going to 
handle the reconversion job. A re- 
cent statement by WPB Chairman 
Donald Nelson indicates that Ber- 
nard Baruch has selected WPB as 
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the reconversion agency. Mr. Nelson 
said: 

“1 would rather be two months 
late in reconversion, than five min- 
utes late in military production. Not 
that I expect WPB to be late in re- 
conversion. On the contrary, our 
plans are being crystallized right 
now, and we will be ready to act at 
the moment when the time is ripe 
for action. But when we do relax 
existing restrictions, it will not be at 
the expense of military output, but 
in furtherance of the overall war ef- 
fort, military and civilian.” 

The WPB plan at present and ex- 
pected to be put into operation by 
Mr. Nelson in early February, is to 
permit limited civilian production in 
three WPB regions, those with head- 
quarters in Philadelphia, Kansas 
City, and Cleveland. 


“L” Orders to Be Relaxed 


Excess materials will be permitted 
in the manufacture of consumers’ 
goods, which can be quickly and 
easily made and “L” orders will be 
relaxed where necessary to permit 
the use of these excess materials. 
This would fall clearly in line with 
the Army’s policy. A high official 
in the Army Service Forces recently 
told Harpware AGE that the Army 
realized that the bonds on civilian 
production would have to be relaxed 
as materials became available, but 
that the Army would oppose the re- 
vocation of conservation order, “M” 
orders. However, the Army would 
countenance lifting of “L” orders in 
individual cases, as WPB now plans 
to do. 

Although the production possibil- 
ities of this plan are limited to small 
manufacturers and those without 
war orders the amounts of excess 
materials involved are considerable. 
The WPB Steel Division estimates 


that between 3,500,000 and 4,000,000 
tons of excess steel are now avail- 
able. Division officials say that cold 
finished strip in all gages and 
widths and small bars, used by hard- 
ware manufacturers, are rather 
plentiful. WPB Redistribution ofh- 
cials say that approximately 40,000.- 
000 Ib. of excess aluminum and 5000 
short tons of copper are available. 
The excess aluminum is widely scat- 
tered and will be most beneficent 
to small users, while the copper sup- 
ply varies from day to day due to 
inconsistent Army orders. 

A top OCR official told Harp- 
WARE AGE that when this plan had 
actually been put into operation it 
would probably use 1 per cent of our 
raw material supply and one shift 
a week in permitted labor areas. 

Emphasis on goods reported in 
recent consumer surveys will be evi- 
dent at the outset of the program, 
although production would not be 
limited to specific types of goods. 

Manufacture in critical labor 
areas (Group 1) within the three 
WPB regions would be limited to 
plans employing less than 10 peo- 
ple: in Group 2 areas to firms em- 
ploying less than 25 workers and to 
industries employing less than 50 
persons in areas of more plentiful 
labor supply. 

Small manufacturers whose war 
contracts have been terminated or 
who have &truggled through without 
war orders would benefit most and 
would be able to procure these ex- 
cess materials without priority. 

This plan is experimental and it 
successful. will be extended on a 
larger scale when the European in- 
vasion is an assured success. 

States in the WPB regions in- 
cluded in the plan and embracing a 
wide variety of manufacturing 
plants are Eastern Pennsylvania, 
Delaware, Maryland, Virginia and 
the District of Columbia. in the 
Philadelphia region; Ohio, West 
Virginia, Kentucky, Western Penn- 
sylvania and the Western tip of 
Maryland, in the Cleveland region; 
and Nebraska, Kansas, Missouri, 
most of Arkansas, and the Eastern 
part of Iowa, in the Kansas City 


region. 








Proposed Bill Provides System for 
Orderly Disposal of Surplus Goods 


Belief that HR 3873 with minor alterations would 
generally conform to program of the American 
Retail Federation expressed by President David R. 
Craig. Measure, endorsed by machine tool industry 
and National Ass’n of Master Plumbers, expected 
to be reported to the House by middle of month. 


A... ON on the 


House Small Business Commit- 
tee’s bill, HR 3873, which sets up 
a policy for the disposition of 
Government surplus materials, has 
been swift. It is expected that the 
bill will be reported to the House 
before Feb. 15. 

The bill was discussed by rep- 
resentatives of the machine tool 
and plumbing industries before 
the Small Business Committee on 
Jan. 12 and 13 and was given 
unanimous backing by the wit- 
nesses. 

HR 3873 was brought before 
the House Banking and Currency 
Committee on Jan. 17 and hear- 
ings continued throughout the 
week. The Committee will hold 
several more hearings before the 
bill is reported. 


Machine Tool Approval 


In the first hearing the bill was 
endorsed by the machine tool in- 
dustry. This group suggested that 
the newest and most usable of the 
surplus machinery be retained in 
the United States to facilitate re- 
conversion and favored a slow dis- 
position with accurate descriptions 
of all materials. The Committee 
was responsive to these sugges- 
tions and it appeared likely that 
they might find their way into a 
revised version of the bill. 

Views expressed before the Pat- 
man Committee also indicated that 
an estimated $2,500,000,000 worth 
of surplus machine tools would be 
distributed in an orderly manner 
in the post-war world. rather than 
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be dumped on the market hap- 
hazardly. It was also evident that 
the newest tools and those most 
suitable for maintaining high- 
level production in a peace-time 
economy would remain in the 
United States. 


Would Amend RFC Act 


The bill would amend the RFC 
act so as to include a surplus prop- 
erty section and would establish 
a Surplus Property Board. The 
chairman of the board. would be 
the chairman of the Board of Di- 
rectors of the Défense Supplies 
Corp. and its membership includes 
the Secretaries of War, Navy and 
Treasury, as well as three indi- 
viduals to be appointed by the 
President, with the consent of the 
Senate. The three individuals so 
appointed shall be businessmen 
who have had at least five years’ 
experience in the business of the 
retail sale and distribution of mer- 
chandise. 

This board would be charged 
with determining and prescribing 
the methods to be used by the 
various government agencies in 
making and maintaining inven- 
tories of property and shall de- 
termine what property held by 
these agencies should be sold or 
leased and shall advise RFC of all 


such determinations. 


Under the section headed 
“Duties of Governmental Agen- 
cies” the bill provides for the 
maintenance of uniform and ac- 
curate inventories of property by 
the agencies and requests coopera- 
mination of surpluses as well as 
tion of the agencies in the deter- 
the sale of such property. 

Property which is classed as 
surplus will be sold or released 
by RFC. An important feature of 
the bill is the section which pro- 
vides for the setting up, by RFC, 
of advisory committees for each 
class of available surplus property. 
The members of these committees 
are to be selected from persons 
who are familiar with the han- 
dling and marketing of such prop- 
erty. RFC when disposing of 
property is required, under the 
bill, to consult with the appro- 
priate committee or committees 
on questions of price, time, meth- 
od and manner of sale. 


Provisions of Bill 


The bill, introduced by Chair- 
man Patman on Dec. 18, charges 
RFC with the following responsi- 
bilities in the disposition of sur- 
pluses: 

1. Distribution of such property 
shall be made through established 
trade channels. 

2. Acquisition of large quanti- 
ties of such property for specula- 
tive purposes should not be per- 
mitted. 

3. Surplus property should be 
sold or leased at prices low 
(Continued on page 115) 
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Milwaukee firm features china, 
glassware and pottery in a way 
that appeals to war-time purses 


At the top is shown a table of pottery bridge gifts, in the center an 
attractive gift arrangement, at the bottom a sidewall display of gifts. 


FEBRUARY 


3, 


Playing Up the Gift Angle 
Doubles Kornelly’s Sales 
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ON AVAILABLE GOODS 


'S the buying 


power of the average person rises, 
due to boom war times, there is 
a tendency to spend more money 
on gift items for friends and rela- 
tives. Especially is this true of 
housewives who constitute over 85 
per cent of the customers who en- 
ter a hardware store. 

Working on this theory the J. J. 
Kornelly Hardware Co., Milwau- 
kee, Wis., has devoted a large part 
of the front of its store to an at- 
tractive showing of china, glass- 
ware and pottery and tacked on 
the “gift” idea wherever possible 
to suggest to women shoppers that 
all these, items, including com- 
plete sets of china, make excel- 
lent gifts. 

This has been a good merchan- 
dising approach, because it has 
practically doubled* the business 
of this line during war time, with 
more and more satisfied custom- 
ers recommending the department 
to their friends. 

One table of a certain line of 
pottery with a special coloring 
effect was given an excellent show- 
ing up front. A sign, made up in 
the form of the ace of spades, had 
this lettering painted on it, “Prac- 
tical Inexpensive Bridge Prize 
Suggestions.” The tieup was very. 
effective and well planned. The 
prices ranged from 39 cents per 
piece. and up. Only the one line 


(Continued on page 99) 
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How About a Peace 


A suggested solution to some of the 
problems which will be encountered 
after the war. America will need to 
plan for the future and every city 
and district will have to do like- 
wise. The entire program should be 
supervised by a Peace Consumption 
Board which would review and inte- 
grate all phases of these problems. 


3 Donald Nel- 


son first said that the heart- 
breaking United Nations phrase 
of “too little and too late” would 
be replaced by “too much and 
too soon,” it seemed like an un- 
wise boast, but that condition is 
already beginning. Despite the 
fact that American industry is 
producing goods of high and al- 
most immediate obsolescence, it 
is proving itself competent to 
keep them flowing, moving, sail- 
ing, flying, shooting, while it 
provides the people at home with 
all of what they need and most 
of what they want. 

On this score pride is justified, 
complacency is not. 

This very “miracle of produc- 
tion” is just what can create the 
worst problem with which Ameri- 
can industry and society has ever 
confronted, once this war is over. 


Insufficiency the Cause 


The great crises of the Twen- 
tieth Century which have been 
marked by periodic and _ ever- 
larger waves of depression, and 
prolonged and halting recoveries, 
and have been a basic cause of 
revolution and war, have none of 
them been crises of the elements 
of production. At no time have 
industries been bankrupted and 
men unemployed and _ destitute 


because of a shortage of raw-ma- 
terials. capital or laborers, the 
elements of production. Exactly 
the opposite is true. All depres- 
sions, in highly developed indus- 
trial societies, are the result of 
a glut of these things. Modern 
depressions never occur on the 
producing side of the scale but 
on the consuming side. They are 
crises of the market: It must be 
clear to any unconfused mind, 
that they are therefore not caused 
by high wages, or high prices 
paid to farmers whose prices in 
the case of most working farmers 
are merely wages paid to them- 
selves for their own work—but 
that the overall cause is predom- 
inantly an insufficient market. So- 
called crises of “over-production” 
occur only when production and 
consumption get out of balance. 


Poverty Kills Demand 


The private enterprise system 
seeks to attain balance by reduc- 
ing the number of producers. 
This is done by laying off men, 
reducing wages, shortening the 
work week and otherwise “cutting 
the suit to meet the cloth.” This 
does not balance the scales, be- 
cause men who weigh in one side 
of the scales as producers, weigh 
in on the other as consumers, or 
the market. When destitute or 
made indigent by unemployment, 
they are lost as customers. Since 
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Consumption Board? 


70 per cent of the national income 
in the United States is normally 
paid out in wages and salaries, 70 
per cent of the purchasing power 
of the country is also in the hands 
of workers of one sort or an- 
other. If this income is reduced 
by any percentage, the domestic 
market is reduced 
ately. 


proportion- 


The Best Market 


Obviously the largest and rich- 
est market is in the wealthiest 
country or countries, and since 
production is the only source of 
wealth and we the wealthiest coun- 
try, we are any seller's best mar- 
ket. The most profitable export 
trade is never carried on with 
poor countries but with rich ones. 
Thus, though foreign trade never 
accounted for more than 7 to 10 
per cent of American sales, 75 per 
cent of that was conducted with 
the world’s next richest empire, 
Great Britain. It is ridiculous to 
talk about raising the standards 
of living of the Chinese coolie, in 
order that he should be able to 
buy our goods, if we neglect to 
raise the standard of living of 
the Georgia cracker, in order that 
he should buy his own country’s 
goods. 







By DOROTHY THOMPSON 


Columnist and Commentator 





“When people are destitute or made indigent 
by unemployment, they are lost as customers.” 


This war has demonstrated that 
the American people have never 
bought the fullest possible produc- 
tion of American industries, ex- 
cept, when, as now, they buy an 
immense percentage of it collec- 
tively. War solves the problem 
by providing a convenient col- 
lective incinerator for about 60 
per cent of what American fac- 
tories and fields can produce, pro- 
vided they have a market for it. 
The market is still the American 
people, who are borrowing the 
money (from themselves and their 
posterity) to pay for the goods, 








men. 





DOROTHY THOMPSON 


The author of this article, Dorothy Thompson, has 
won international fame as a journalist, author, lec- 
turer and radio commentator. She is one American 
whose views on economic subjects may not be shared 
by all but cannot be well ignored by thinking business 


Eleven years of residence in foreign lands lend 
weight to her observations on post-war markets, here 
and abroad. Her experiences range from reporting 
the Irish rebellion to covering the first Karlist putsch 
in Vienna and give her an international viewpoint, 
plus a first-hand knowledge of the tragedies of eco- 
nomic mismanagement. 

Miss Thompson’s articles appear in 150 newspapers 
in the United States and Canada while her broad- 
casting on national networks includes both sponsored 
and sustaining programs. 
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which war then destroys with 
great rapidity. We will have vic- 
tory, but no offsetting economic 
assets to show for our money or 
production for war. An_ eco- 
nomic asset is anything that can 
be used for the satisfaction of 
human needs and desires, but 
there is nothing you can do with 
guns and ammunition if you have 
no more enemies. 

An incinerator is a convenient 
outlet, but is a most unsatisfac- 
tory way of meeting the main is- 
sue. The problem is how to cre- 
ate the means by which the 
American people can enjoy the 
goods they are able to produce, 
and thus provide American in- 
dustries with their only certain 
peacetime market. + 


Changed Attitude Needed 


Necessary to a solution of this 
problem is a changed attitude of 
mind. We are still governed by 
habits of thought that are hang- 
overs from a by-gone age when 
the problems of production were 
not solved, and when contentment 
with poverty might reasonably be 
considered a virtue, since poverty 
for millions was something ines- 
capable that had to be endured. 
It is no longer inescapable, nor 
need it be endured and millions 
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know it. And it is no longer an 
economic virtue either, but an eco- 
nomic sin. 

The economic argument for the 
“profit system” is that we need 
profits to increase and improve 
the apparatus of production. 
Profits are the source of invest- 
ments. However, if our produc- 
tion capacity surpasses every con- 
sumption opportunity, the most 
die-hard standpatters will be un- 





pen without the most serious 
social disturbances. Too many 
people went through the last de- 
pression. The memory of it is a 
horror. This country lost in that 
depression—between 1929 and 
1939—250 billion dollars of in- 
come, or 90 billions more than 
the entire national debt, includ- 
ing the cost of the war to date. 
This is the loss, if you calculate 
1929, the last pre-war year of 





“In the deep South. American citizens are living in hovels the 
like of which are not to be seen this side of the Balkans.” 


able to find a reasonably full ar- 
gument for a Jaissez-faire attitude 
toward the “profit system.” It is 
only by extending, accelerating 
and creating new types of con- 
sumption that the profit system 
can be reconciled with sound eco- 
nomics. 

When 10,000,000 uniformed 
men come back home looking for 
work, we are going to have a gi- 
gantic going production concern, 
capable, after conversion to peace- 
time operation, of fulfilling every 
present desire of the American 
people, and creating new prod- 
ucts and new desires that they 
have never yet dreamed of. This 
plant has been expanded and kept 
going during the war because its 
products were collectively ab- 
sorbed for a national purpose. 
And unless new national objec- 
tives are created, the plant is go- 
ing to contract, many workers be 
unemployed, the market wither 
and many enterprises go bust be- 
cause wealth has again created 
poverty. 


I don’t think that this will hap- 
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approximately full employment, as 
100. Of course, we lost much 
more, because in 10 years the 
productive system had become 
vastly more efficient—so efficient 
that in 1943 it produced goods 
to the value of an income of 143 
billions, considerably more than 
in three full years’ of depression. 
In 10 years, we lost three times 
the entire income of the boom 
vear of 1929. 


Don’t Count on Exports 


The way to find a new market 
is not to count on exports to 
China or Australia or Latin 
America. A more enterprising 
spirit than we have had in the 
past can create opportunities in 
many foreign places, to be sure. 
But we must always bear in mind 
that the total export trade of the 
world prior to the war amounted 
to only 35 billions annually, less 
than the increase of our produc- 
tion in the past year, and we 
aren’t going to have a monopoly 
of it by a long shot. Furthermore, 





unless we want to take goods in 
equal exchange for goods, we are 
going to be giving part of our 
products away, free for nothing— 
exactly as we did after the last 
war. If we are giving anything 
away, it would be much more 
sensible to give it to ourselves. 

The way to find a new market 
I believe is to create a new mar- 
ket, right here in the United 
States. The market created by 
the war—the market that most 
recently has made us rich—is col- 
lective consumption and that’s the 
way to create a “plus” market in 
peace. 


A Fallacious Belief 


It is patently foolish to say 
that whereas it is wise and legiti- 
mate for a society to keep its fac- 
tories going, and all its workers, 
industrial entrepreneurs, mana- 
gers, farmers and professionals 
employed at high incomes in or- 
der to manufacture instruments 
of destruction collectively con- 
sumed for war, it is illegitimate 
and unwise to keep them produc- 
tive in order to manufacture posi- 
tive assets for collective enjoy- 
ment in peace. 

If the people of this country 
can make themselves rich by 
manufacturing and selling to 
themselves barracks, they can for 
instance make themselves richer 
by manufacturing and selling to 
themselves houses. Wouldn’t it 
be wise to make slums obsolescent 
and supplant wretched, ugly and 
unhygienic houses by modern and 
beautiful ones, even if the process 
of doing it amounts to a tax on 
property long since amortized 
with the original investment re- 
paid several times over. 

If it is said that people can’t 
afford new houses, it must firmly 
be contradicted that they can af- 
ford them if they are paid to pro- 
duce them efficiently without any 
excessive profiteering. If they are 
not paid to produce anything they 
obviously can’t buy anything. 

The young American, fed 
through movies and advertise- 
ments a highly idealized picture of 
American life must occasionally 
compare it with the reality before 
his eyes. The entrances to our 

(Continued on page 890) 
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Helping People Make Their Own 
Repairs Builds New Business 


The McLane Hardware Company does 
a big business in items that aid 
in relieving the labor shortage. 
Sells 35 water systems in a year 





Mrs. McLane sells some glass cloth to a customer who is 
prepared to install it himself when he gets back home. 


ii! house- 


wives and homeowners in Hot 
Springs, Ark., who find that they 
can neither buy new merchandise 
nor hire experienced help to make 
repairs know where to go for help 
—the McLane Hardware Com- 
pany. In four years this firm has 
built profitable volume by cater- 
ing especially to people who must 
do their own construction or re- 
pair work. 

Consider the harness and sad- 
dlery department. Never before in 
this generation has there been a 
brisker demand for supplies for 
horses—so brisk, in fact, that 
farmers cannot always buy new 
supplies, and must, therefore, re- 
pair what they have. To supply 
this need, the McLane Hardware 
Company stocks sides of leather 
which farmers buy for a multi- 
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tude of needs, including shoe re- 
pairs. Some of them buy the 
leather to make complete new har- 
nesses. Because a little leather 
goes a long way, no trouble has 
been found so far in keeping an 
adequate stock on hand. Help is 
also available in the making of 
harness repairs. 

The building materials depart- 
ment, which occupies the second 
floor of the firm’s attractive new 
store, flourishes beyond all the 
hopes of Bert McLane. Now that 
repairs and maintenance are prac- 
tically all the building that can 
be done, the man who “makes his 
own” buys his materials from Mc- 
Lane. If he has to roof the garage 
or even the house himself, he 
knows that McLane will tell him 
how to get the job done well. 
Farmers who endured shabby or 
leaky roofs for years are now suc- 
cumbing to urging to “buy thet 
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roof now and put it on yourself 
while you have the money.” 
Brick composition siding is an- 
other item that farmers want now 
because they have the money and 
because McLane has told them 
that they can put it on them- 
selves. Many an unpainted Ar- 
kansas farmhouse is being mod- 
ernized with this material, which 
McLane tells customers is such an 
excellent aid in the conservation 
of fuel. Although stocks are kept 
on the second floor, samples are 
well displayed on the sales floor, 
where the prospect can pick them 
up and examine them. Farmers 





Sides of leather help the farmer 
repair old harness or make a new 


set. There’s plenty of this type 
of work done around Hot Springs. 
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always like to handle what they 
buy, especially if they are going to 
use the material to do the work 
themselves. 

Many flocks of chickens that 
formerly roosted in trees on local 
farms are now housed in shelters 
made from materials bought at 
McLane’s. Glass cloth sells in 
large quantities, not only for 
chicken houses, but for hot beds 
and screened porches that are 
converted into sleeping and _all- 
year living quarters. 





“Buy that roof now 
and put it on your- 
self while you have 
the money, “ is Bert 
McLane’s advice to 
many of his custom- 
ers. And plenty of 
them are taking it 
and are putting on 
roofs themselves. 


With a wife and daughter help- 
ing him in the store, Bert McLane 
derives real profits from catering 
to women customers who are 
finding it necessary to become 
“handy men.” Many times a day, 
women in slacks and overalls 
come into the store for merchan- 
dise they are using for their own 
building and maintenance about 
farm and city homes. Much of the 
excellent roofing volume comes 
from women customers. Women 
will not endure shabby or inefh- 








cient surroundings as long as wiil 
men. Now that many farms are 
run by women, while the men are 
in the armed service, unusual op- 
portunities are presented, thinks 
McLane, to sell materials for re- 
pairs and modernization purposes. 

Women want water systems and 
last year the McLane Hardware 
Co. sold 35 complete systems. 
Many more could have been sold 
had they been available. And 
when a farmer once puts in run- 
ning water, better maintenance 
is carried out in the farm home. 
More paint will be bought, as well 
as other merchandise that adds 
to home comfort. Most of the 
customers who are on the waiting 
list for water systems are farm 
women, 

Mr. McLane says that if a 
hardware store is to prosper, it 
must supply the needs of a wide 
variety of customers, especially 
during these times of labor short- 
ages. He does not attempt to stock 
such items as belts and ginners’ 
supplies, but he has established 
excellent connections to aid him 
in serving gin and lumber cus- 
tomers who may be confronted 
with an emergency. 

Bert McLane knows what he is 
talking about. When he estab- 
lished his new business early in 
1940, he had had 18 years of ex- 
perience in the hardware _busi- 
ness. 


Milk Pails Aid Traffic in Dairy Area 


HE Verona Hardware Co., 

Verona, Wis., carries a large 
stock of milk pails for its farm 
trade, as well as stock remedies. 
Both these lines are displayed in one 
area along with plenty of dairy 
brushes, and thus the farmer who 
buys a milk pail often buys stock 
remedies and a dairy brush or two 
as well, 

This store does a large farm busi- 
ness and always took care in the past 
to have a large milk pail stock. It 
also carries some large cans which 
are used by creameries for trans- 
porting cream. Some of these big 
cans sell for $13.95. With increased 
production this year on milk and 
with bigger herds of dairy cows, 
farmers want more and better milk 
pails. A sizable stock of these items 
will attract many farmers, this store 
management has found. 


6 





Milk pails are displayed below the table where they 
are sure to catch the eyes of local dairy farmers. 
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Are you looking ahead? 


RUE ENOUGH, sporting arms and ammuni- 

tion —and many other lines — haven’t 
been available as they used to be. But for- 
tunately, every day that passes means that 
we are all one day nearer the time when 
they’ll be available again. 


That’s why it’s such a good idea to keep 
looking ahead. Here, for instance, are things 
that forward-looking dealers are doing now: 


1. Keeping up contacts with peacetime cus- 
tomers. Remember, war-curtailed mer- 
chandise will be available again some day. 
And it’s easier to keep an old customer 
than to get a new one. 


2. Making blueprints (even if only in their 
minds’ eyes) for space to be given once 
more to arms and ammunition, home appli- 
ances, and other profitable items that can 
be stocked again some day. 
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“The Boss fainted when that guy actually asked for a job!” 


3. Planning advertising promotion for the 
day when war-scarce items will be in stock 
again. Many dealers, and of course many 
manufacturers, have already prepared 
“come-and-get-it” advertising which can 
be released at a moment’s notice. Among 
the future promotional pieces you might 
plan now are newspaper advertisements, 
direct mail pieces and give-away leaflets. 


Remember, “post-war planning” is some- 
thing that everybody in business can and 
should do— right now! For it’s post-war 
planning today that leads to post-war profits 
tomorrow! Yes, and remember that it’s 
everybody’s responsibility to do everything 
he can to speed the day of Victory and help 
bring the world back into the peacetime 
swing of things. Remington Arms Company, 
Inc., Bridgeport, Conn. 
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Weather Forecast: Snow, fol- 
lowed by youngsters with sleds. 
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Did you know that the Reming- 
ton Model 31 shotgun is used by 
the Army for aerial gunnery 
training? The fellows call it 
“the gun with the ball-bearing 
action.” 
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How the Remington Retail Mer- 
chandisers’ Club Bulletins get 
around! We recently received 
thanks for one delivered to a 
soldier in Africa! 













































They Repair and Service More Than 
695 Lawn Mowers in a Year 


Wolff, Kubly & Hirsig equipped 
to handle both hand and power 
types. This service leads to 
added sales of related items 





The firm employs an expert mechanic for this repair work and urges 
customers to send in their mowers for repairs early in the autumn. 


Me: than 695 


hand and power lawn mowers 
were repaired and sharpened in 
the service shop of Wolff, Kubly 
& Hirsig Co., Madison, Wis., dur- 
ing the past year. This year, with 
the scarcity of new mowers, the 
store expects to handle a still 
greater volume as more people 
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realize the importance of keeping 
mowers in first class condition. 
The firm is well equipped to 
handle this large volume of busi- 
ness. It has a special lawn mower 
repair department in its warehouse 
building, a block from the main 
downtown store. All of the neces- 
sary equipment to do first class 
work on almost any type of mower 
is installed there. The shop is 


under the direction of a fine me- 
chanic who has had many years 
of experience and who can handle 
any sort of a repair job. 

Peak months in the hand and 
power lawn mowers sharpening 
and repair business are from Feb- 
ruary to September. Customers 
are urged to send their mowers to 
the shop for attention during the 
late winter months. This makes it 
possible for the firm to have cus- 
tomers’ mowers ready when the 
grass cutting season arrives. 

The shop specializes in servic- 
ing large power mowers. These 
mowers have to do a lot of heavy 
work. They must have periodic 
attention if they are to do good 
work all the time and if the equip- 
ment is to be maintained in first 
class condition. The motors, gears, 
and other mechanical features 

often require extensive overhaul- 
ing and they must be sharpened. 
This calls for specialized skill and 
this company is able to supply it. 
Charges for service work on mow- 
ers of this type are much higher 
than for the ordinary hand mower. 


Wide Area Covered 


Repair business is obtained 
from a wide trading area outside 
Madison. The shop is well known 
and its services are promoted reg- 
ularly through ads in the local 
newspapers. Golf couyses and in- 
stitutions use the shop to keep 
their equipment in good condi- 
tion. Owners of large estates who 
have power mowers also arrange 
with the shop to take care of all 
their service work. 

Contacts made through servic- 
ing lawn mowers leads to consider- 
able business on related items. 
These service customers are also 
big buyers of seeds, fertilizers, 
and other lawn and garden items 
and they prefer to secure all their 
needs at one place. 
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The Hardware Business 


. 
: 7 
2 —a Profession 
z 
* ° 
ry ” 5 HE production and distribution of hardware is a profession requir- 
- 4 ing for its successful operation, talents of the same caliber and 
application to the same degree demanded by medicine or law. It responds 
ind § and remunerates in direct ratio to applied ability. 
ns of 
>bD- rE 
“a 8 2 To produce, transport, finance, store, and service the many lines, and 
4 8 ‘ the almost innumerable items and sizes within those lines, requires 
wt 4. knowledge, skill, experience and application of the highest type if a 
it uo profit is to be earned and saved. 
< 
s i 
1e s Successful producers and distributors agree that cost of operation 
‘ is very materially influenced by the number of stockkeeping units re- 
.. ° quired to give satisfactory service. Many items are required on which 
« a F the sales volume is not enough to pay the cost. They are like a hole in 
a‘ - 4 a pocket; if the hole gets big enough, all in the pocket is lost. 
c o* 
d e The problem of stockkeeping units is, therefore, a major factor in 


both production and distribution. The correct solution to this, perhaps 
all important problem, will result in greater savings than at first seem 
apparent to even the most enthusiastic. 


So that there can be no misunderstanding, it is well to say here, that 
it is just as essential that all demanded patterns, grades, and sizes be 
available as it is that all unnecessary be eliminated. Marshall Field once 
said, ‘““To operate a successful store, one must have the desired item in 
the pattern, size, and grade the customer wants to buy.” 





*® AXES 


*% HEDGE AND PRUNING SHEARS 


This is the requirement that makes the successful hardware business 
a profession. To determine the consumer’s desires; to keep pace with the 
constant changes in his wants and needs, and to supply them in profitable 
volume, requires a knowledge of merchandise and skill in operation of 
the most intelligent and aggressive type. 


* HATCHETS 





TRUE TEMPER believes that the producer is best equipped, if he 
will make the effort to do it, to determine the most desirable patterns, 
grades and sizes; that he is better able to judge the units which can be 
eliminated as non-essential to complete service. 


* HAMMERS 





TRUE TEMPER has made the selections, in the eight major lines 
they produce. Since there is no duplication in patterns or grades, we 
were able to select not only the best design but the one best finish for 
each grade. That is why TRUE TEMPER Products are tops in each price 
range. The American Fork & Hoe Company, Makers of True Temper 
Products, Cleveland, Ohio. 


TRUE TEMPER & &/¢ 2 Line 
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TRUE TEMPER THE KNOWN VALUE EIGHT STAR LINE 




















Know Your Endorser! 


U. S. Secret Service launches 
a campaign retailers 
to supplement the “Know Your 
Money” drive which has been 
waged 


to aid 


successfully for five 


years against counterfeiters 


S T AGGERING losses suffered 
annually by the nation’s retail- 


ers through check forgeries can be 
cut down substantially, and perhaps 
eliminated entirely, by the exercise 
of a few simple safeguards, accord- 
ing to the U. S. Secret Service, a 
division of the Treasury 
ment. 


Depart- 


With the volume of government 
checks issued for dependency pay- 
ments to families of men in the 
armed services and for Social Se- 
curity benefits due to rise rapidly, 
the Secret Service has launched a 
“Know Your Endorser” campaign 





All checks should be endorsed in your presence. And if the check 
already bears an endorsement, ask the bearer to endorse it again. 


to supplement the highly successful 
“Know Your Money” drive waged 
against counterfeit 
the past five years. 

The feeling generally prevalent is 
that a Treasury check bearing the 
name of the United States Govern- 


money during 


ment as its maker is as good as 
cash. This, of course, is true only 
while the check remains in the 
hands of the rightful payee or one 
who legally is entitled to its nego- 
tiation. Any check, including a gov- 
ernment check, that bears a forged 
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Check Your Poultry 
Supply Needs — 
with 


ANDERSON 











ANDERSON BOX COMPANY, Indianapolis, Ind. 


HARDWARE ACE 
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endorsement is worthless. The prob- 
lem of protecting these checks is a 
tremendous one. This problem, 
however, is dwarfed by the stagger- 
ing one facing the missuse of com- 
mercial checks. 


The U. S. Secret Service feels that. 


the lessons and benefits gained in 
the educational drive against coun- 
terfeiting can well be applied to the 
problem of forgery in relation to 
government and commercial checks. 
Education in this field is particular- 
ly important at the present time in 
view of the large number of checks 
going to the dependents of the mem- 
bers of the armed forces. Loss 
through theft and forgery of these 
checks undermine the morale of the 
dependents at home and their kin 
in the armed forces who are worry- 
ing about the wellbeing of those left 
behind. 

When a check is stolen, forged 
and cashed, the ultimate loss is not 
borne by the recipient but by the 
person who accepted the forged 
check. After such loss, the recipi- 
ent, the dependent of a sailor or a 
soldier, files a claim. Investigations 
of these claims are prolonged affairs 
and often many months elapse be- 
fore a duplicate check can be 
issued. 

The burden of the loss is borne 
usually by the storekeeper who 
cashed the check. The law directs 


that a forged check shall be charged’ 


back to the person who accepted 
it and he, unless he can locate the 
forger and recover his money, is 
the ultimate victim. The normal 
place to cash these government 
checks are the stores of America. 
The forger knows this full well and 
the great majority of government 
checks bearing forged endorse- 
ments are cashed in stores. There 
is no one type retail outlet that has 
been victimized to the exclusion of 
the others. All are vulnerable. 

Here follow a few simple rules 
whose widespread and _ consistent 
publication will accomplish the 
campaign objectives: 

1—Demand proper identification. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 100 
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Remember that lodge cards, Social 
Security cards, auto licenses, letters 
and the like also can be forged or 
stolen. A forger’s credentials are 
often forgeries themselves. Proper 
identification can best be deter- 
mined by asking yourself this ques- 
tion: “If this check is returned, can 
I find the person who gave it to 
me?” 

2—Always demand that the per- 
son cashing the check endorse it 
in your presence. Even though the 
check has been endorsed, insist that 
he endorse it again. 

3—Do not cash checks that show 









in liberal quantities. 
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Univ Wafers 
3 in. double-type . . . fits most 
floor-type brooders . . triple 





tested . . . corrosive-proofed . . . 
high quality throughout. Retails 





cartons.) 


easy to clean. 
each, complete 
cartons.) 





Screw-on plastic base . . . 
sanitary ... 
freezing . . . 

. acid-proof. .. 
bubbling water attracts 
. can be inverted without 
spilling a drop. 
each, complete with base. 


1 Gal. Duraglas Fount 


Screw-on plastic base... . 
starting chicks . . . 
sanitary . . - 
won’t burst when frozen. . .- 
Retalis at 60¢ 
with base. 


6-P Glass Pan Fou 
Base for Mason Jar 


Sturdy . . 
flame- polished 


cartons.) 


will not burst from 
practically unbreakable 


per 


any alteration of their face. Altered 
checks are usually forged checks, so 


‘beware of them. 


4—If you are an employer and 
more than one employee of yours is 
empowered to cash checks, be sure 
that they each imitial accepted 
check so that you can identify the 
person who cashed it. 

5—You can safeguard your mer- 
chandise, your cash, and your prof- 
its from check forgers by following 
these simple rules every time you 
cash a check. Make these practices 
routine. Remember you lose if you 
cash a forged check. 


On All These 


QUALITY BROWER ITEMS 


Get Set for Spring... Order Now! 


These items have many plus value features because they 
are made to rigid BROWER specifications. 
structed of durable, non-critical materials, they’re available 
So order a full supply now... 
they’re priced to sell, and made to please! Fully guaranteed. 


Order Direct from This Ad 


2¥%2 Gal. Duraglas Fount 


Being con- 


smooth, 
visible water 
Retails at $1.85 


(% doz. 


ideal for 
visible 
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Chick Feeders 


Sturdy, non-tip construction . 
. large enpes 








mi diker ; 


Chinaware sets and glassware are featured prominently where farmers’ 
wives can inspect them. Earthern mixing bowls are shown below the table. 





Chinaware and Glassware Traffic 


Builders in Farm Districts 


& ATERING _ largely 


to the rural trade, the Koerner & 
Pingel Hardware Co., Watertown, 
Wis., has built up a splendid war- 
time business on china, glassware, 
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pottery and allied items. For the 
past few years, farmers as a rule 
have had a lot more money than 
for many a decade, says Ted 
Koerner, and farm women are 
spending some of this money to 
“pretty up” the farm kitchen and 
dining room. . 

While the farmer may not buy 
as fancy a set of dishes as his city 
cousin, he will buy larger sets and 
he will also buy more accessory 


items in glassware, pottery and 
the like, because his family is 
much larger than the city family, 
and he often has one or two hired 
men as boarders besides. All this 
requires a lot of dishes and pans. 

This store finds that the farmer 
rarely likes to pay more than $25 
for a 53-piece set, with $15 a 
popular price for a set of fewer 
pieces. However, the farmer will 
often buy a set of china every 


Koerner & Pingel Hardware Co., 
also finds that replacements 
: are very heavy on these lines 
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WITH NEW FRESHNESS 
AND BEAUTY 


Ibeas are budding at Gerity...for new freshness 

and beauty in the styling of tomorrow’s Chrome 

Accessories for Bathrooms and Kitchens. CHROME BATH 
You'll see Gerity Chrome towel bars, soap 

dishes, tumbler holders, cabinets and similar items 

designed to blend with smart postwar schemesof _ will not crack, peel, check, break off, or tarnish. 

decoration... combining the mirror-luster of You'll see Leadership all the way...in Design, 

this better Chrome with lifetime durability. Manufacturing, Promotion, Performance! 
You'll see “beauty that does not fade”...that | Gerity-Adrian Mfg. Corporation, Adrian, Mich. 


TOMORROW’S DREAM: HOME WILL HAVE GERITY CHROME 
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year or 18 months, showing that 
these sets get much hard wear 
and handling in the farm kitchen. 

The farm wife, this store finds, 
will often buy a $20 or $25 set of 
dishes for her Sunday or “com- 
pany” servings, put it in the china 
closet for the rest of the week, and 
then use a cheaper and heavier 
set of kitchen china for the work- 
aday week. 

The farm family, too, buys 
many refreshment glasses. These 
usually have to be sturdy. Milk, 
buttermilk, lemonade, and wine 
are consumed by many farm 
families in large quantities. 

Rounding out the china depart- 
ment at this hardware store is a 
large and popular pottery section. 
The farm family uses many cookie 
jars and bowls with covers, salt 
and pepper shakers, cake plates, 
colored teapots and similar items. 
These items are all displayed along 
the wall at the Koerner & Pingel 
store. The turnover rate here is 
three to four times a year, for 
farm families like such items in 
their homes. 


Also stocked in this department 
on shelves below counter level are 
a large number of big earthen 
mixing bowls. Farm women come 
from great distances just to buy 
such items, for they know that the 
Koerner & Pingle Co. have them 
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in a variety of sizes. Prices ranges 
from 30 cents and up. On a farm 
it is not unusual to have half a 
dozen or more of such bowls, Mr. 
Koerner reports. Quite a number 
of the large mixing bowls sell for 
a dollar or more. 

Along with mixing bowls, and 
a part of the china and glassware 
section, are the crocks of various 





This section of the 
department is given 
ever to a display 
of pottery, teapots, 
cookie jars, glass- 
wore and a variety 
of small items. The 
turnover rate here is 
from three to four 
times a year. 


sizes, some ranging into the five- 
gallon size. This is a big market 
for crocks of this size. They are 
used for storage of butter, fried 
pork chops covered with grease, 
sauerkraut, etc. To facilitate ship- 
ment of crocks, Mr. Koerner and 
Mr. Pingel often take their cars 
and go to market to get fully half 
a ton of them. 





Small Gift Items 


OLLMANN BROS., Milwaukee, 

Wis., makes its small gifts 
stand out very prominently by dis- 
playing them in a Section where the 
rear wall area and the shelves are 
pure white. The trim on the edges 
of the shelves and on the side bor- 
ders is of solid black. This makes 


Small gift items 
are displayed on ~ 
white shelves. The 
edges are trimmed 
with black making 
an effective set- 
ting for articles 
featured in this 
part of the store. 


Catch the Eye 


a very striking contrast and calls 
immediate attention to the gifts. 

This firm has found that its gift 
items move very well in wartime. 
People have more money to spend 
than ever before and they like to 
choose small knickknacks for gifts 
for their friends. 
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PLENTY OF COLD WEATHER AHEAD! 
PLENTY OF CHIMNEY SWEEP SALES 


TO BE MADE! 


Be Wise! Way “Coast” Along, When You Can Pocket 
those Easy Profits from Chimney Sweep Soot Destroyer 












S long as people need warmth, they'll need Chimney 
Sweep Soot Destroyer. And as long as they need 
Chimney Sweep, you stand to make money. 


Chimney Sweep Soot Destroyer is one of the fastest sell- 
ing items in hardware history. A young item, too, but in just 
a little more than a year, sales have zoomed—doubled, even 
tripled, and dealers from coast to coast have been cashing 
in, making profits they never figured on under wartime con- 
ditions. Heavily backed by radio and newspaper advertis- 
ing, Chimney Sweep sales are just beginning to roll. 











CHEMODERN way 10 Nes : 


ones, Furnaces ANE 











A display of Chimney Sweep Soot Destroyer makes sales 
on sight, and makes ‘em fast. There's still plenty of time for 
you to make profits from Chimney Sweep before spring. If 
you-haven't.already ordered—or if stocks are‘getting low— 
order from your jobber today! 





HERE’S THE “TRIPLE THREAT’’ DEAL 


THAT DOES THE BUSINESS! 


NO. 1896 KEY DEALER ASSORTMENT 


This popular combination includes everything you need to do a “‘bang-up” job on 
CHIMNEY SWEEP. Here is what you get in two specially packaged cartons— 


OPEN STOCK doz. Trial size-12-0z...cans— $ 6.96 


2 
LIST PRICE (For Best Discount Order in Case Lots) * Retail value .....----+eseeeee 


° Retaii ous ers seceseeseqes 12.00 


List Retail 
Size Per Case Wt. Per Doz. Price 3. FREE 
48 oz. Standard 1 doz. 45 Ibs. $12.00 $1.00 each WITH THIS DEAL 


12 oz. Trial 2 doz. 24 Ibs. 3.48 .29 each A striking Window Display, a colorful 
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—_— Counter Display Card and Hand Cir- 

c 6 Ibs. Econemy | '/2 doz. 43 Ibs. 22.68 1.89 each culars or Mailing Enelosures. $4 1 38 
Total Retail value ........ $18.96 s 
Your Price Only........-+.+-++0+ 


G. N. COUGHLAN CO. manuracturers, west ORANGE, N. J. 
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Le president of 


Harpware Ace, George H. Grif- 
fiths, once made a suggestion that 
I have often thought about. He 
said “All of your business career 
you have been interested in young 
men. Many of your articles have 
been addressed to them. Now 
why don’t you write a letter to 
the young men of the hardware 
business to be opened after your 
death, seal it and leave it in my 
care to be published with your 
obituary.” 

That is a good idea and I may 
follow it through. 

In the meantime, I wish to em- 
phasize the thought that the 
greatest thing that should be on 
the mind of the young is their 
education. If you start getting an 
all ’round education early, if you 
form the habit of educating your- 
self daily and if you live to an old 
age you will enjoy lifé’in every 
way for many years, much more 
because life itself has so much 
greater meaning to one blessed 
with an educated and trained 
mind. 

Now by education I do not 
mean just book learning. The 
habit of reading good books 
means a lot. To know history 
gives a greater meaning to the 
present and future. But by “edu- 
cation” I mean the training of 
the body and hands as well as the 
mind to do things. There are two 
forms of education—mental and 
physical —I consider them of 
equal importance. They should 
balance. 


Practical Education 


Antioch is a town in Syria. It 
is best known from the fact that 
here the followers of Christ were 
first called “Christians.” Before 
that they were known as Galileans 
or Nazarenes. 

Here in the United States is a 
college at Yellow Springs, Ohio, 
called Antioch. It is impregnated 
with the educational ideas of the 
well known educator Horace 
Mann, president of Antioch for 
many years. This college has had 
me on its mailing list for a num- 


76 


The 
Dean’s 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


ber of years. Its present presi- 
dent, Dr. Henderson, has called on 
me in New York. If I had my life 
to live over again, and had the 
chance, I would go to Antioch. If 
a friend asked me where to send 
his son I would recommend An- 
tioch. 

Why? — Because the rule at 
Antioch is to study at college six 
months and then get a paid, work- 
ing, outside job six months in 
each. college year. A manual work- 
ing job is preferred. 

War found us a soft, easy go- 
ing, only partly educated nation. 
Sitters on the side lines don’t 
benefit much from football, base- 
ball or tennis. The nation was 
just buying its exercise just as it 
bought its amusements. To sit in 
a movie house or sit listening to 





the radio doesn’t do much in the 
way of individual development— 
mental effort is wanting. 

So now the Army, the Navy 
and the air forces are giving sev- 
eral millions of our young men 
their first experience in practical 
all ‘round training. It surely was 
needed and will do the nation a 
world of good. 

But the training (education) is 
not all in the armed forces. Many 
of us who have never cooked an 
egg are learning to cook. Many 
of us are learning how to wash 
dishes, to clean up, to make beds, 
to garden, to work on farms. 
What an education this war is giv- 
ing a lot of people in doing the 
ordinary, usual and necessary 
things in every day housekeeping. 


Teach the Children 


I am convinced that every child, 
boys as well as girls, should be 
taught cooking and bed making 
and general household economy. 

The well educated person 
should be able to carry on under 
any circumstances. All the com- 
plaints about the lack of servants 
are, in many cases, just an admis- 
sion of incompetency and _lazi- 
ness on the part of a pampered 
people. For the first time in their 
lives, the war has put many peo- 
ple to work. How can a hard- 
ware man be a good salesman of 
house furnishings if he doesn’t 
know how food is cooked and 
in what kinds of pots and pans? 
How to “de-frost” an electric re- 
frigerator? How to handle elec- 
tric, gas, oil and coal stoves? How 
to make ordinary household re- 
pairs? How can he sell garden- 
ing tools unless he has worked in 


a garden? 


I was always a fairly good tool 
salesman because as a boy I loved 
to make things and early learned 
the use of carpenters’ tools. After 
I did some fishing I could sell 
tackle. After I went hunting I 
could sell guns. 

Hardware men want to know 
what to add to their lines in order 
to make up for shortages. Let me 
give you a hint. The kitchen, 
house cleaning, the garden and 
the lawns all belong to the hard- 
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Your Hardware 
Wholesaler Says: 


“Yes, Mr. Retailer, 


I Can Supply You We 


. Sherman Plastic / 


‘, Garden Hose Pa 


NN 
\ 
\)\, Goods-- 7 
SA It You'll 4 
» \v Order Now!" G7 
XN 
NX, _ 





"Here at my wholesale house, we have a habit of looking a long way ahead. 
Last Fall, for example, we could see that our retail customers like you were going 
to need a lot of Garden Hose Goods this coming season. So we took our cash 
and bought these Sherman Plastic Garden Hose Goods. 



















"So now we've got a good stock of them—not a whole season's stock, but enough 
to take care of our good customers—if they'll get their orders in now. 


ee 
8 pr 9 "You know, just about the whole trade wants these Sherman Plastic Fittings, 
cehsaute ae because there's little, if anything else available. That throws a mighty heavy 

demand on us, so we can't guarantee to fill your order, unless you get it in early. 


spray, straight 
stream or shut- 
off. Exclusive 
leak-proof 
construction. 


"I've talked with the Sherman company, as well as other manufacturers and 
wholesalers, about the possibility of getting brass hose goods. Take it from me— 
there just WON'T be any brass garden hose goods this season. There's none 
available, and none being made. 

"These Plastic Goods will do a fine job of watering those millions of Victory 


Gardens this year, the same as last year. What's more, these goods are a fast 
moving, profitable line. So hurry your order in to me now—won't you?" 


5 Sherman Jobber 


|__| A lad rd 


— oa 





By H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
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ware man. Now take the leading 
magazines, especially women’s 
magazines, as well as trade jour- 
nals, and study the articles and 
advertisements. Where things are 
advertised that belong in the kit- 
chen you should stock and sell 
them. Yes, you sold steel filing pot 
cleaners but maybe you don’t sell 
chemical cleaning powders and 


these days. Are you selling them? 

Again let me suggest that you 
study mail order catalogs and see 
what their exports have added to 
their lines to fill vacancies in in- 
ventories. 

Yes, I think all this comes un- 
der the head of education. 

Intelligently running even a 
small store—thinking, planning, 


vermin destroyers. Then there are 
laundry chemicals—a lot of these 
household chemicals are used 


advertising reading and _ then 
working and trying out plans is 
all part of the best possible type 














Constant controlled cold . . . abun- 
dant crystal clear ice for cubes... 
balanced moisture . . . a constant 
flow of clean, washed air... all 
of these features you expect to 
offer with any refrigerator you 
sell, and of course Auto- 
matic has them too. 


OD-e. 
ee 
But the Automatic 1944-1945 “iy” 


ice refrigerators have all this "x; 
and more besides! Take the Ice 
Saver Door, which offers extra pro- 

























tection to ice from outside air when the 
refrigerator door is open. Or the Auto- 
matic Ice Cuber, which makes it possible 
to have 15 clear, sparkling ice cubes 

in 3 to 5 minutes. And the hinged 


bottom panel, broom-high for &. 


easy cleaning and convenience. 


. These and an abundance 
: of other features make 
a Automatic the ice-refriger- 
aia ator that belongs on your sales 


floor this year. Automatic’s 
low cost, economical operation 
and proved performance assure 
increased 1944 refrigerator sales! 












Automatic 


ICE COOLING APPLIANCE CORP. 2oo. i 
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of education and should be a lot 
of fun. 


Even clipping and collecting 
good jokes helps us relax. Here’s 
one that was passed to me re- 
cently. 

Toast Master: “I have the 
honor of introducing Mr. Samuel 
Jones on this his 90th birthday 
party. He hasn’t an enemy in the 
world. They are all dead. 


One Way of Disposing 
of Government 
Surpluses 


EMEMBERING the _ chaotic 
conditions after the last war, it 
occurred to me that there may be 
some hopes of voiding them this time. 
As you probably know, the Govern- 
ment is already selling large quan- 
tities of materials, called surplus. 
which frequently are bought by a 
racketeering type of business. This 
type of firm or person gets posses- 
sion of the merchandise in a ques- 
tionable manner, usually because 
they group together and fix a price 
that will be paid for the merchan- 
dise, then dispose of it in any man- 
ner they feel inclined to, giving no 
consideration to the jobbing and re- 
tail trade. 

My plan is that the Government 
hold all of this material and that the 
manufacturer take back, at the rate 
of 10 per cent of his sales and dis- 
pose of it through the regular chan- 
nels, compelling the jobbers and re- 
tailers to accept at least 10 per cent 
of this merchandise with every order 
they place for a similar item. For 
instance, we will use an axe or pad- 
lock as an example: 

If the manufacturer has an order 
for 10 gross of padlocks, and the 
Government has this item in their 
stocks, the manufacturer will ship 
nine gross from his newly manufac- 
tured stock and one gross from a 
Government warehouse or from stock 
they have turned over to the manu- 
facturer for disposal. In this way, 
the material passes on down through 
the regular channel to the retailer, 
who disposes of it as he wishes, 
knowing that all of his competitors 
will be on the same basis. 

This same plan can be applied to 
trucks, tool steel, nails, corned-beef 
er whatever the Government may 
have to throw on the market, which 
it usually does by circularizing the 
entire country, sending out an arm- 
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load .of mimeographed forms, regula- 
tions and whatnot, applying to the 
sale to be held. This is repeated over 
and over. 

My plan would eliminate all of 
this waste. When it is all over, the 
Government would take inventory, 
advising every manufacturer what it 
has on hand. They, in turn, would 
be compelled to dispose of 10 per 
cent of Government materials with 
their own materials, paying the Gov- 
ernment a fair price and selling to 
the trade at the regular market price. 

I recall many instances in the 
early Nineteen Twenties when I, as 
purchasing agent, would buy a stock 
of tools, paint, and other materials 
and then the Government would 
dump, through the illegitimate chan- 
nels, similar items which could be 
sold at approximately my cost by 
these dealers. This continued for 
many months, even years. 

I feel this all could be avoided. 
Even the old trucks that the Govern- 
ment is selling today should go back 
to the manufacturer and be distrib- 
uted all over the country through 
the established dealers, who are look- 
ing for something to sell instead of 
having a few favorite “sons” making 
a clean-up and getting all the busi- 
ness, 

One of these “boys” recently told 
me that he had bought a lot of horse- 
collars at one of these sales for about 
$1.15 each that cost the Governmént 
approximately $7.50 to make. He 
was crying because the Government 
was going to sell some more and 
the “Chicago and New York boys” 
had heard about it and would prob- 
ably run the cost up on them. 

The average merchant cannot af- 
ford to waste his time attending these 
sales, as the conditions and regula- 
tion governing them make it too 
tough. It is my firm belief that every 
legitimate merchant in the country 
will be delighted to help liquidate 
these tremendous stocks which will 
be on hand when the Government 
wil] no longer have any use for them. 


ALFRED L. SCHILLER 
Louisville, Ky. 


Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 100 
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Communicationa 
AS MODERN AS AT HOME 


At war, code messages flash between advanced posts 
and control centers. For speed and accuracy, teletypes 
are used, their vital electric power supplied by gasoline 
engine-driven generators. Another of the hundreds of 
uses for the hundreds of thousands of dependable 
Briggs & Stratton 4-cycle, air-cooled gasoline engines 
now serving our armed forces, 


fore war’s unprecedented demands 
have given us the opportunity to 
successfully meet a double challenge. 
E — to set new all-time records 
for production. TWO—to constantly 
maintain, even under wartime stresses, 
Briggs & Stratton high standards of 
quality, rugged dependability, preci- 
sion manufacture and economical per- 
formance. 


Thus we are better prepared than ever 
—to help on your present war, needs or 
your postwar planning—and to keep 
up the Briggs & Stratton tradition as 

builders of “the world’s finest air- 
cooled gasoline engines.” 
* 


“It’s powered right — 
when it’s powered by 
Briggs & Stratton.” 


BRIGGS & STRATTON CORP 
MILWAUKEE |, WIS., U.S. A. 


BACK THE ATTACK 
BUY WAR BONDS 


GASOLINE 


cn 
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How About a Peace Consumption Board? 


cities show jungles of littered lots, 
old car dumps, and dingy hideous 
houses in grimy streets. Agricul- 
tural slums are even worse. In 
the deep South, American citi- 
zens, colored and white, are liv- 
ing in hovels the like of which 
are not to be seen this side of the 
Balkans. 

Hundreds of thousands of 
farmers are still transporting 
goods to market over dirt roads 


(Continued from page 64) 


that are morasses at some time 
of the year and wear out trucks 
and cars at all times. Millions of 
Americans are without electric 
lights or bath tubs or running 
water. Farmers milk their cows 
in the rays of kerosene lamps that 
too often burn down their barns. 
Beautiful streams are choked with 
sewage; de-forested hills are 
eroding. 

In the richest cities, there are 
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This quality fence rolls out 
flat like a rug .. . doesn’t 
buckle or crimp. Beautiful, 
uniform mesh. . . new strong 
reverse-twist weave. Made 
of copper-bearing wire that 
actually lasts twice as long 
as plain wire without copper. 
This is the poultry netting 
perfected by more than 50 
years of fence-making experi- 
ence . . . always a favorite of 
dealers and their customers. 


By the 
ELA 


RED 





Fence 








Fence Production 
While Keystone dealers continue to 
get quotas of fencing materials—under 
government directive—Netting and 
Steel Post production is being grad- 
ually increased. They are very neces- 

















sary in our food production program. HEXAGON STRAIGHT-LINE 
i EYSTO N f STEEL & WIRE CO. 
~ PEORIA, ILLINOIS | 
| 
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schools so ugly, unhygienic, dingy 
and crowded that they would long 
ago have been torn down in Swe- 
den. Many thousands of children 
never eat a well-cooked, well-bal- 
anced and nicely-served meal— 
while poor little Norway before 
the war found it possible to feed 
every schoolchild, rich or poor, 
a hot meal every day. 

We have not nearly enough hos- 
pitals and not nearly enough doc- 
tors to keep Americans healthy, 
and in rural communities, count- 
less children and adults have 
never seen a dentist. 

Winston Churchill in his Guild- 
Hall speech suggested a “Four- 
Year Plan” for England after this 
war. America needs a generation 
of such plans. National plans, re- 
gional plans, state plans, county 
plans, village plans, all plans 
which will employ labor to create 
private and collective assets, and 
consume production. 


These plans ought not to be 
made by a central bureaucracy 
dominated by the interests of any 
political party. They ought to be 
made by bi-partisan boards rep- 
resentative of industrialists, trades 
unions and professionals in every 
organized community. Otherwise 
communities that need hospitals 
will get unneeded postoffices and 
jails and most everything will be 
undertaken as a vote catcher. 


How About a Board? 


There ought to be in Washing- 
ton a Peace Consumption Board 
headed by a man like Donald 
Nelson or Charles E. Wilson to re- 
view all programs requiring as- 
sistance in financing and to inte- 
grate the whole program. It ought 
to, and can be, as divorced from 
party politics as is the War Col- 
lege. 

All work should be done by pri- 
vate industry under acceptable 
contracts that will squeeze out 
profiteering, and in all cases labor 
should be engaged off the open 
market through the prevailing sys- 
tem of collective bargaining. Un- 
der no circumstances should any 
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work be considered as “relief.” 
The WPA was the most reaction- 
ary idea ever advanced by “lib- 
erals”—to create a sub-standard 
class of subsistence workers on 
the periphery of an economy. 

We don’t want workers for 
“subsistence.” People who are 
merely subsisting are not custom- 
ers for industry. 


What We Want 


We want a population whose 
minimum standard is one room 
per person with electric light, au- 
tomatic _ refrigeration, freshly 
painted walls and respectable fur- 
niture in a house on a decent 
looking street, near a modern 
playground, and a school in which 
every room is light and beautiful 
and every child is fed daily one 
hot, tasteful meal. 

We want every road that serves 
an economic purpose hard-sur- 
faced. We want every town, vil- 
lage and industry in reasonable 
proximity to an airport and to 
hospitals and clinics where, in 
return for medical and hospital 
insurances, every one can be 
treated for what ails him and in 
time. 

We want waste lands reclaimed, 
as parks or forest reserves. We 
want the entire transportation 
system improved and rationalized. 
We want low-cost theatres and 
symphonies; we want the remark- 
able techniques developed in mov- 
ing pictures for the education of 
soldiers, further developed for 
teaching geography, history and 
the exact, natural and _ social 
sciences, in schools and in the- 
atres, churches, town halls and 
granges. 

We want industries decentral- 
ized, so that agriculture and man- 
ufacture can be tied together 
again, and the dangerous drift to- 
ward great cities halted and re- 
versed. 

In short, we want to make 
America the most beautiful, in- 
spiring and comely home for man 
in the entire history of the human 
race, through the planned inte- 
gration of all its myriads of ini- 
tiatives, making ourselves indi- 
vidually prosperous in the proc- 
ess of rebuilding America. 

I am amazed when industrial- 
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ists call this “Utopian.” Let them 
look at their own _ industries! 
They are Utopian. A Utopian in- 
dustry demands a Utopian mar- 
ket. If it doesn’t organize a com- 
mensurate market, the Utopia of 
production will vanish in chaos. 
The imaginations that organ- 
ized the production side of in- 
dustry can also organize the mar- 
ket if they will apply to the prob- 
lems of consumption the same 
boldness of vision and enterpris- 
ing organization they have ap- 
plied to the problems of produc- 


tion. Organized production 
cannot survive an unorganized 
market. The challenge is primar- 
ily directed at the leaders of 
business to bring into being a 
PCB (Peace Consumption Board) 
which will eliminate future need 
of a PWA, WPA or WPB. 

The chance will be ours after 
this war. If we miss it, it is un- 
likely that history will ever offer 
us another one. Our grand chil- 
dren, on the contrary, will be 
emigrating to some other land of 
opportunity. 











oe BURGESS |. 
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“YEP, THEY’VE GIVEN US a definite quantity of No. 2 Uni- 
Cels to distribute to our customers on non-rated orders,” 
says Homer G. Snoopshaw, Burgess Battery Specialist. 


“You could probably use many times your fair share of this 
quota... because it doesn’t mean an increase in flashlight 
battery production ...and we won't be able to ship large 
quantities of cells to any one customer at a time. , 


“It will help to relieve the shortage, however. And we'll do 
everything we possibly can, as promptly as we can, to see 
that you get your fair share of these priority -free cells! 


BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 
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We Will Spend $252°° 


of Our Own Money 
to 4: ting Customers 


into Your YG, to7ze@ / 
Here Is THE PLAN—/IT Works! 


Pick out 100 of your best customers—We will 
nd from this office a letter enclosing an in- 
troductory check good for 25¢ on 
the purchase of a gallon of Tox- 
ite when presented at your store. 
At the end of 60 days send us ail 
checks you have redeemed and 
we will reimburse you 
in cash. This business 
building plan helps 
sell your first order 
quickly and Builds 
Permanent demand. 





























Toxite is nation- 
ally advertised 
fo over 16,000,- 
000 circulation 
every month. 





















To get this support 
you order 1 doz. 
quarts and 1 doz. gal- 
lons Toxite Cost 
$16.80. Profit $7.20. 
Checks, letters and 
mailing cost you noth- 
ing. Order your 
Toxite from your fav- 
orite jobber. Send us 
the list. We will do 
the rest. 










REPRODUCED 
FROM LABEL 
ON TOXITE CAN 


TOXITE 
Laboratories 
Box B 
Chestertown 
Maryland 


REGISTERED VU. S, PATENT OFFICE 
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Use the Right Words! 


ja ability to put a 


customer in the proper frame of 
mind and make him receptive to 
a sale is one of the best assets a 
salesman can possess. This abil- 
ity can be increased in large mea- 
sure by the use of the proper at- 
titude, words and expressions. 

Always be positive in your 
speech with a customer. Do not 
be apologetic or do not imply 
that the customer has any faults 
or that there is something to con- 
ceal about the merchandise you 
are selling. Offer to do something 
for him but do not ask him if 
yeu can do it. Here are a few 
suggestions in the use of the 
proper words that may be worth 
following: 

One of the best ways of irri- 
tating a customer is to infer that 
he hasn’t got the money with 
which to pay for an article. A 
: good example of this would be 
“If you want a good article, you 


a 


* have to pay for it, you know.” Tt 


would be a lot better to say, “It 
may seem expensive now, but 
when you consider this (giving 
additional points making the arti- 
cle more valuable to the prospect) 
it is really an excellent invest- 
ment.” Another “goat-getter” is, 
“If you buy a cheaper quality, 
you'll regret it.” It would be a lot 
better to be more diplomatic and 
phrase your remarks as follows: “I 
find it easiest to sell quality to a 
customer who bought too inexpen- 
sively the last time.” Again, don’t 
try to shove an article down a 
customer’s throat in this manner. 
“But you can’t afford to be without 
this item.” Use a gentle approach 
such as, “You have a substantial 
investment in your home and will 
be protecting it by purchasing 
this roofing material.” 

Sidestep any allusions to your 
competitor’s prices and merchan- 
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dise for it leaves a bad impres- 
sion in the customer’s mind if you 
do any direct or indirect “‘knock- 
ing.” For instance, “I know that 
we have the best prices in town” 
is an indirect slap at the other 
dealer down the street and may 
be resented. It’s a lot better to 
say, “People who have shopped 
the town tell us that they can’t du- 
plicate these prices anywhere,” or, 
“Customers tell us that...” If 
a prospect mentions a competi- 
tor’s prices don’t say, “Well, | 
haven’t seen his merchandise, but 
if that’s what he is asking for it, 
that’s all it is worth.” You would 
have a good many replies to a 
statement of that kind and prob- 
ably a few from your competitor. 
It would be a lot more diplomatic 


“He is more qualified to 
tell you the value of his merchan 
dise than I am.” 


to say, 


Incidentally, it’s never a good 
idea to inject the personal note 
in a sales talk. The customer is 
buying an article because he 
wants it, not because you want 
him to buy it. The expression, 
“I'd like to see you buy this be- 
cause . . .,” means very little to 
the customer. But if you should 
say, “You will want to buy this 
because . . .,” you pass the ball 
directly to him and make him feel 
that he is buying it because he 
wants to buy it. 

The foregoing are just a few 
samples of what should be said 
and what should be avoided. 
Take a few minutes some time 
and analyze your speech and 
you'll profit by it. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points 
A grade of 100 is very good; 80, good; 60, fair; 40 poor, and 
20, very poor. The correct answers to these questions will be 


found on page 139. 


Work the problem first—then substitute the figures 
of your own business for those in, the problem. 


1—A dealer owning a business subject to Federal Wages 
and Hours regulations pays salesman “A” at hourly rate of 60 
cents per hour. The salesman works 48 hours per week and 
receives time and a half for all hours in excess of 40,hours a 
week.) Determine his weekly wage. 

2—A dealer places a $500 tool order and extends the fol- 
lowing priority ratings: (a) AA-l—on 40 per cent of the 
order; (b) MRO-AA-2 on 30 per cent; (c) AA-3 on 10 per 
cent, and MRO-AA-5 on 20 per cent of the order. Determine 
the value of the purchases under each rating. 

3—Determine the dollar margin and the margin percent- 
age for the following business. Sales, $30,000 and cost of 


goods sold, $21,000. 


4—Figure the cash discount on this invoice. Amount of 
invoice, $60; freight charged on invoice. $3; merchandise 
bilied on invoice, $57. The cash discount is 2 per cent. 
5—Freight on a shipment of glassware is $8.40. Value of 
the merchandise on the shipment is $60. Determine what per- 
centage the freight is of the value of the shipment. 
(Answers on page 139) 
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Shapleigh Announces Changes 
In Roster of Officers 


At the 
Shapleigh 
St. Louis, 


annual meeting of 
Hardware 


Mo., 


made in 


Company, 
changes 
roster of 
Woolley 


three 
the 


were 


George A. C. 


officers 





G. A. C. WOOLLEY 


was elected vice-president; Car- 
roll E. Hill, assistant secretary; 


Henry A. Hoeynck, assistant 
treasurer. 
Mr. Woolley, who has been 


general salesmanager since 1929, 
continues as such, his full title 
being vice-president in charge of 
sales. Mr. Woolley was em- 
ployed by R. W. Shapleigh in 
June, 1901, He has served suc- 
cessively in various departments, 
all related to sales. Beginning 
in 1908, he traveled for eight 

















South Carolina, _re- 
linquishing his territory to be- 
come salesmanager of the. south- 
east division. He was elected a 
member of the board of directors 
in 1928 and in January, 1941, 
became assistant secretary. 

Mr. Hoeynck, who has a wide 
acquaintance in the hardware 
trade, came to Shapleigh Hard- 
ware Company at the time of 
their purchase of the assets of 
the old Simmons Hardware Com- 
pany, of which he was executive 
vice-president in charge of buy- 
warehouse operations and 


years in 


oO 
ing, 








CARROLL E. HILL 


inventory control. Mr. Hoeynck 
was employed by E. C. Simmons 
in May, 1906 and served in vari- 
ous capacities with that company 
up to the time of its sale, as 
mentioned above. He was made 
a member of the board of direc- 
tors of Shapleigh Hardware Com- 
pany in 1942. The purchase of 
nails, wire, heavy goods and am- 
munition have been under his 
direction, and in addition to this, 
he has had charge of all matters 
relating to government priorities 
and other regulations. He served 
for years as a member of the 
executive committee of the Na- 
tional Wholesale Hardware Asso- 
ciation and at the present time 
is a member of the executive 
committe of the National Associa- 
tion of Sheet Metal Distributors; 


Board Wholesale Hardware Dis- 


mittee; member of the War Pro- 
duction Board Merchant Trade 
Stee] Products Industry Advisory 
Committee; member of the 
Board of Governors of the 
Smaller War Plants Corporation 
of Region VII, and at the last 


Association, he was elected presi- 
dent. 

Carroll E. Hill was employed 
by Norvell-Shapleigh Hardware 
Company in March, 1904, and 
assigned to the house furnishing 
goods buying department. He 
became manager of this depart- 
ment in 1912. In January, 1918, 
he was elected to the board of 
directors. Throughout his entire 
connection with the company, 
Mr. Hill has been identified with 
the house furnishing goods end 
of the business. His attendance 
at the annual conventions of the 
National Wholesale Hardware 
Association for many years has 
given him an exceptionally wide 
acquaintance among both whole- 
salers and manufacturers. 


HOTPOINT NAMES 
WILLIAMS SOUTHERN 
REGION SALES MGR. 


F. B. Williams, formerly man- 
ager of refrigerator sales divi- 
sion of Edison General Electric 
Appliance Co., Inc., makers of 
Hotpoint electrical appliances, 
Chicago, Ill., has recently been 


tributors’ Industry Advisory Com- | 


meeting of the Hardware Golf | 
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| appointed regional sales manager 

of the southern region. This re- 
| gion includes the states of Texas, 
Louisiana, Arkansas, Mississippi. 
Alabama, Georgia, Florida, Ten 
nessee, the Carolinas and Vir 
ginia, with headquarters in 
Atlanta, Ga. 


WESTERN CARTRIDGE 

ADVANCES CRASNOFF 

W. N. Crasnoff, one of the 
nation’s leading authorities on 
sporting and military ammuni 





Ww. N. 


CRASNOFF 


tion, has recently been named 
assistant general superintendent 
of Western Cartridge Co., East 
Alton, Ill. He will supervise 
product engineering and manv- 
facturing phases of the com- 
pany’s operations. Mr. Crasnoff 
has been associated with the 
company since 1920, and has con- 
tributed to many of the modern 
improvements in ammunition. 
During his years at Western, he 
was associated with the produc- 
tion division and with the re- 
search department. 

R. W. Merkle, assistant to Mr. 
Crasnoff when the latter was 
superintendent of the company’s 
ammunition division, has been 
named Mr. Crasnoff’s successor 














HENRY A. HOEYNCK 
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a member of the War Production 


| 
| 
| 


F. B. WILLIAMS 


in that position. S. R. Irish will 
continue as assistant general su- 
perintendent handling adminis- 
trative matters. Mr. Merkle has 
been associated with Western 
since November, 1940. 
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More Than 15,000 Dealers, 
Jobbers Interested in 
Universal's Post-War Plan 


Nationwide series of meetings for retail deal- 
ers to be sponsored by jobbers and sales rep- 
resentatives of Landers, Frary & Clark in 


the form of “‘U Plan For V Day” clinics. 


To date more than 15,000 re- 
quests from retail hardware 
stores and wholesale hardware 
distributors and other appliance 
distributing outlets, have ex- 
pressed interest in the “U Plan 
‘or V Day” dealer post-war 
planning program offered by 
Landers, Frary & Clark, New 
Britain, Conn. The program as 
outlined in the news pages of 
the Sept. 30, 1943, of 
HarpwakeE AGE is offered to any 
qualified merchant of electrical 
equipment regardless of the 
make or makes of appliances he 
handled prior to the war. 

Through national consumer 
ads the “U Plan for V Day” 
plan encourages consumers to 
survey their appliance needs of 
the future and set up a plan by 
which to save for post war pur- 
chases of appliances. Each ad 
lists appliances, together with 
approximate price range of 1941 
to give consumers a rough esti- 
mating guide as to merchandise 
cost. It is also suggested house- 


issue 


wives contact dealers and seek 
priority consideration for the 
time when appliances will be 


available. Consumers are urged 
to put their money in war bonds 
now, 

A four color “U Plan For V 
Day” plan book is being mailed 
ihis month to dealers requesting 
it, in which is outlined the five 
easy steps which put post-war 
business on the dealers’ books 
today. Ten ways are presented 
in which the dealer benefits by 
applying this formula of post 
war planning. First it stresses 
the needs for greater dealer par- 
ticipation in the selling of war 
bonds. Then it illustrates the 
advertising campaign and free 
point of sale promotion package 
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to be used by dealers using the 
plan in their stores. It shows 
the dealer how to promote the 
plan locally and how to proceed 
with the consumer to get the 
greatest ultimate benefit from the 
plan. 

The jobber-dealer meetings 
will be held from coast to coast. 
These will cover the need for 
dealer planning today, dealer 
benefits, setting up the plan for 
local results, establishment of 
dealer stores as post war plan- 
ning headquarters and tying in 
activities with the national plan. 
There is also data as to setting 
up the “U” plan priority or pros- 
pect system and means of analyz- 
ing “U” plan information for 
post war selling and current day 
appliances servicing. 

NORTHLICH ASSISTS 
SALES MGR. OWENS.- 
CORNING FIBERGLAS 


William R. Northlich, for- 
merly of the Washington, D. C., 
ofice of the Owens-Corning 





WILLIAM 


NORTHLICH 


Fiberglas 
has recently been transferred to 
the company’s general offices in 
Toledo, as assistant to the gen- 
eral sales manager. Mr. North- 
lich joined the U. S. Gypsum 


Co., following” his graduation 
from the University of Illinois 
in 1927. He was also affiliated 


with the Celotex Corp., one of 


the Weyerhaeuser Companies, 


| and the Buchen Co., Chicago, ad- 








vertising agency. He served as 
account executive assigned to sev- 
eral durable goods accounts in 
the latter company. He joined 
Owens-Corning in 1942, and was 
a member of the general sales 
staff for four months. He was 
then moved to the company’s 
Washington office where he con- 
tacted various government agen- 
cies on production planning and 
allocation matters. A. E. Kin- 
caid, Jr., who formerly headed 
the company’s shipbuilding divi- 
sion succeeds him in Washington. 





FORTIER V.P. AND GEN. 
MGR. ACME WORKS 
Michel J. Fortier was recently 
appointed vice-president and gen- 
eral manager of Acme White 





MICHEL J. FORTIER 


Lead & Color Works, Detroit, 
Mich., and Fred J. Squires has 
been appointed treasurer. Mr. 
Fortier succeeds the late Clar- 
ence A. Campbell, and Mr. 
Squires assumes the position of 
the late Roy H. Stephens, who 
recently passed away. Mr. Squires 
has been associated with the com- 
pany for more than 30 years. 


Corp., Toledo, Ohio, | 


GRAY HEADS SALES 

OF BRUSH DIVISION 

DEVOE & RAYNOLDS 
George P. Gray has been re- 
cently appointed general sales 
manager of the brush division of 








GEORGE P. GRAY 


the Devoe & Raynolds Co., paint 
and brush manufacturers, New 
York City. He will make his 
headquarters in Princeton, Ind., 
and his new duties will entail 
direction of the sales of Deray- 
tex, the company’s new synthetic 
bristle and bristle brushes, in 
addition to marketing the reg- 
sular Jine of paint, varnish, and 
artist’s brushes. 

Kenneth Wood, until recently 
located in the New York office, 
has been promoted to field man- 
ager of the western division, 
succeeding Mr. Gray. Mr. Wood 
will make his headquarters in 
Chicago. 


SEAL-SAC, INC. OPENS 
CHICAGO SHOWROOM 


Seal-Sac, Inc., New York City 
and Fall River, Mass., has re- 
cently opened a permanent Chi- 
cago showroom and office in 
Room 14-119 at the Merchandise 
Mart under the management of 
Bob Mayer. Mr. Mayer, for the 
past five years one of the execu- 
tives in Seal-Sac’s Fall River 
plant, has been appointed dis- 
trict manager for the states of 
Illinois, Michigan, Wisconsin, 
and Minnesota, with headquar- 
ters in Chicago, Tl. 
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WINDMILL 
DEALERS 





Monitor is answering the call for new windmills 





to keep farm wells pumping! 

Increased manufacture of new Monitor windmills 
has been officially authorized. This is the regular 
Monitor “‘storm-safe"’ mill with automatic wind governing — constant 
pumping speed automatically regulated in varying wind velocity. 


This is the windmjll with Tobin Bronze Bearings and Ball-Bearing Turntable, 
sensitive to a leaf-stirring breeze. Special V-brake and Automatic Wind 
Governor keep it under control in high winds. 


if a farmer's need of a new windmill is genuine, he should apply for 
ration certificate MR-22. Regulation towers and windmill repairs have 
also been authorized to keep old windmills in service wherever possible. 
Write or wire your" nearest Baker branch. 











* BRANCHES + 
BAKER MFG. CO.: Minneapolis. Minn.; 
Madison, Wis.; Fort Dodge, la.; Cedar 
Rapids. la.: Omaha. Neb.; Kansas City. 
Mo.: Enid. Okla.: Hutchinson, Kansas 
BAKER MFG. LTD., Winnipeg. Canada | 
AXTELL CO.: Fort Worth, Tex.: Amarillo, 
Tex.; Lubbock, Tex.; San Angelo, Tex. 


Monitor 
WINDMILLS © PUMPJACKS 
PUMPS @« WELL SUPPLIES 


BAKER MANUFACTURING CO. 
EVANSVILLE, WIS 




























On pages 40 and 44 it tells you how 
to use a cold chisel. Pages 42 and 43 , 
tell about hand filing. Page 45 tells 
about hack saw blades — and” right 
through 48 illustrated pages it deals 
with the selection, care and use of metal 
working hand tools, including Porter 
Bolt Clippers. This book is designed to 
make tools do more work on the pro- 
duction front —a contribution to our 
war effort. 

It is interesting to the experienced me- 
chanic and invalualile to the new war 
worker. It is distributed free of charge — 
just ask for Porter Tool Maintenance Book 
, . postcard — or get a copy from your 

eaier. 


H.K. PORTER, INC., evenerr, mass 
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GAUT GEN. SALES MGR. 
VICTOR ELEC. PRO. 
Leslie E. Gaut has recently 


been appointed general sales 
manager of Victor Electric Prod- 





LESLIE E. GAUT 


ucts, Inc., Cincinnati, Ohio. Vic- 
tor manufactures desk fans, 
kitchen ventilators, and small 
motors, in peace time, and is 


now engaged in production for | 


the war effort. Mr. Gaut has been 
identified with several nation- 
ally known companies as sales 
and marketing advisor, and has 
had broad experience in both 
sales and merchandising fields. 


SONORA PURCHASES 
STANDARDLINE WOOD 


Sonora Products, Inc., manu- 
facturers of radio and _ phono- 
graph sets, has announced the 
purchase of the Standardline 
Wood Mfg. Co., a newly organ- 
ized Chicago, Ill, corporation, 
for production of a line of cedar 
chests. The new Sterling chests 
have been exhibited at the Fur- 


| niture Show in the firm’s display 
rooms at the Furniture Mart in 
Chicago. Walter P. Roberts, had 
been connected with the previous 
firm for the last 27 years, is 
general manager of Sterling. All 
operations are to be conducted 
from the plant at 1858 Hastings 
St., Chicago. 





i 

| EDISON G. E. NAMES 

| CONKLIN MGR. RANGE, 
| HEATER SALES DIV. 


| Harold D. Conklin has recently 
| been appointed manager of Hot- 
point range and water heater 
| sales division of the Edison Gen 
| eral Electric Appliance Co., Inc., 
| Chicago, Ill. Mr. Conklin returns 
| to Chicago after nine years in 
| Los Angeles, Cal., as Hotpoint 
| district sales manager of the 
Pacific southwest, which includes 
fivé states and the Hawaiian 
Islands. He has been with this 
company during his entire busi- 
ness career of 15 years, having 
previously held two assistant 
manager posts in Chicago. 











HAROLD D. CONKLIN 








H. E. Emmons Appointed Acting Chief 
Of Hardware Supplies Section 


(Washington Bureau 
of HARDWARE AGE) 

WPB has announced the ap- 
pointment of Harold E. Emmons 
as acting chief of the Hardware 
Supplies Section of the OCR 
Wholesale and Retail Trade Di- 
vision. Mr. Emmons replaces 
Herbert L. George who left WPB 
Dec. 1, 1943. 

It is expected that Mr. Em- 
mons will soon be made chief of 
He joined WPB in 
April, 1942, as a senior priority 
specialist assigned to the Build- 
ing Materials Division. In Sep- 
tember of that year he served on 
the West Coast 


the section. 


which required the approval and 
review of military certificates by 
WPB for the first time. Two 
months Jater he was appointed 
chief of the Rating Readjustment 
Section, Military Rating Branch, 
WPB. 

In March, 1943, he was ap 
pointed assistant chief of the 
Hardware Supplies Section and 
has served in that capacity up 
until his recent appointment as 
acting chief. 

For 19 years previous to his 
WPB experience Mr. Emmons 
served as Vice-President and Di 
rector of Sales of the Emmons 
Hawkins Hardware Co., Hunting 





in a capacity | 


ton, W. Va. 
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WALKER GEN. SALES 
MANAGER PIONEER 
GEN-E-MOTOR 


M. J. Walker has been recently 
appointed general sales manager 
of Pioneer Gen-E-Motor, Chi- 
cago, Ill. Prior to his affiliation 
with Pioneer, Mr. Walker was 
an assistant to the general man- 
ager and sales manager of the 
Eclipse Lawn Mower Co., 
Prophetstown, Ill. His early 
experience in the hardware in- 
dustry was obtained as a member 
of the Walker Hardware, Jack- 
son, Mich., and as president of 
the Equipment Service Co., Mich. 


ERMAN HEADS RAILWAY 
SUPPLY DEPT. FOR 
SHAPLEIGH HDWE. CO. 


On January 14, Walter L. 
Erman was appointed manager 
of the Railway Supply Depart- 
Shapleigh Hardware 
Company, to fill the vacancy 
aused by the recent death of 
Otto E. Messner. 


ment of 


Mr. Erman, for the past four 
years, has been closely associated 
with the Railway Supply Depart- 
ment, having had charge of the 
division which handled the busi- 
coming from contractors 
yperating in war activities. 


ness 


Mr. Erman is a hardware man 
of broad experience. He 
first employed by Norvell-Shap- 
leigh Hardware Company in 
1909, remaining with the 
pany until he entered military 
service in the first World War. 
He went through two major en- 
gagements and_ received 


was 


com- 


ing wounded in the Battle of the 
Argonne. On his return 
he became a traveling salesman 
for the old firm of Geller, Ward 


the 
Purple Heart decoration after be- | 


home, | 


& Hasner, and.in 1927 was em- 
ployed by Simmons Hardware 
Company as a salesman. When 
the Shapleigh firm purchased the 
assets of Simmons Hardware 
Company in July, 1940, Mr. Er- 
man joined Shapleigh, covering 
his Simmons territory for severa! 
months, when he was called into 
the house and placed in charge 
of the division which handled the 
business of contractors engaged 
in Government activities. 

These various experiences 
served as excellent preparation 
for his new duties and, as was 
the case with Mr. Messner, he 
will supervise the work of the 
division which he was handling, 
as well as that of the Government 
Sales Department. 


BOTTORFF RE-ELECTED 
VICE-PRES. LOUISVILLE 
BOARD OF TRADE 


Charles R. Bottorff, president, 
Belknap Hardware & Mfg. Co., 
Louisville, Ky., has been recently 
re-elected a vice-president of the 
Louisville Board of Trade. He 
is also general chairman for the 
next War Bond Drive, for Louis- 
ville and Jefferson County, rep- 
| resenting the War Finance Com- 
mittee. 





LEWIS EXECUTIVE V.P. 
WEATHERHEAD CO. 


H., 1. Lewis has been recently 


| named executive vice-president of 


The Weatherhead Co., Cleveland. 


| Ohio. Mr. Lewis formerly was 
| vice-president, director and a 
member of the executive com- 
mittee of American Hardware 


| Corp., New Britain, Conn., and 
served also as general manager 
of the Corbin Screw Corp., New 
Britain, Conn., a subsidiary. 








American Cabinet Hardware Corp. 


Member, Rice 


Py Invitation Member 





Emblen: of 
Buoiness Character 
RICE LEADERS 
or THE WORLD 





THE ASSOCIATION EMBLEM 
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Leaders of the World 


The American Cabinet Hard- 
ware Corp., Rockford, II]., manu- 
| facturers of “Amerock” cabinet 
| hardware and window hardware, 
| was recently honored by invita- 
| tion to membership in the Rice 
| Leaders of the World 
Membership in this asso- 


Associa- 
tion. 
ciation is by invitation only. 


With its membership in the 
| Association the American Cabi- 
| net Hardware Corp. is entitled 
to all privileges of the organiza- 
| tion and to display the emblem 
illustrated, at the left. on its 
goods and literature. 











COTTERS 


@ A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve asa 
drift pin. Lamson stock cotters conform to all Govern- 
ment specifications. Cotters of brass, bronze, alumi- 
num and stainless steel are made to specifications. 


A copy of the Lamson ‘Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 











BOMMER 


SPRING HINGES 


RE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 





We will give you the best service under War 
Production Board Order L-236. 


TRADE MARK 





Single Action 


Double Action 
Standard Type No. 0 


Standard Type No. 29 


BOMMER SPRING HINGE CO., BROOKLYN, N. Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 


















STOVE BUSINESS 


-its future | 
assured (¢ ||’ ! 


- { 
> — 
_ aa Ys p?) 
—— - CSE — . 
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Civmians will continue to do without 
equipment essential to the maintenance of pre- 
war living standards until Victory is won. But 
every day of war is adding to the host of fami- 
lies who must have ‘new cooking and heating 
appliances as soon as available. 


At present we are producing a limited quantity 
of ALLEN Ranges for civilian use, and we 
anticipate a steady increase. By keeping your 


customers’ ranges and heaters in good repair 
with genuine ALLEN Parts, and identifying 
yourself as the ALLEN Dealer in your com- 
munity, you can lay the groundwork now for 
a big profitable stove business in the not-so- 
distant future! 







Conserve Fuel... 
SHORTEN THE WAR 








PARLOR FURNACES 
PRINCESS RANGES 
STREAMLINE RANGE ETERNAL 


ALLEN MANUFACTURING COMPANY, 
NASHVILLE, TENNESSEE 


Se 


INC. 
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AMERICAN GAS MACHINE CO. RECEIVES ARMY-NAVY 
“E”. The American Gas Machine Co., Albert Lea, Minn., 
was recently presented the “E” award for excellence in 
production. Col. Frank F. Taylor, Jr., director of procure- 
ment at the Jeffersonville, Ind., Quartermaster Depot, pre- 
sented the “E” flag which was accepted by John M. Fox. 
vice president, acting for John B. Olson, president, who was 
ill. Left to right: Elmer R. Peterson, master of ceremonies, 


Lieut. Comm. F. R. Stolz. Mrs. Lois Severtson, Nora Overlie, 





NAYLOR ASSISTS PRES., 
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HASLUP SALES MGR. 
OF FAIRBANKS CO. 
A. L. Naylor was recently ap- 
pointed assistant to the president 


of the Fairbanks Co., New York | 


City, and C. L. Haslup was ap- 
| pointed sales manager. The 
| assistant to the president has 
been associated with the WPB in 
Washington, and for 13 years 
| prior to that period was with the 
Sullivan Machinery Co., Michi- 
gan City, Ind. Mr. Haslup has 
| been associated with the com- 
| pany for 23 years. He has 
worked extensively with distrib- 
utors along the Atlantic seaboard. 
Both gentlemen will make their 
| headquarters in New York City. 
C. E. Thyng and A. B. Wendler 
will continue as branch manager 
in Boston and Pittsburgh re- 
spectively. . 


— 


AM. STEEL & WIRE 
MAKES CHANGES 
IN PERSONNEL 


The American Steel & Wire 
Cleveland, Ohio, has re- 
cently announced three personnel 
changes in the New York City 
| and Buffalo sales offices. W. E. 
| Mackley has been appointed 
manager of the 
| sales department of the New 
York office. F. E. Ward has been 
named manager of sales at 
Buffalo, N. Y., succeeding Mr. 
Mackley, while F. L. Nonnen- 
macher has been made assistant 
manager of the manufacturers 
sales department in New York, 
replacing Mr. Ward. 

Mr. Mackley has been asso- 


| Co., 





manufacturers | 


| A. F. Hall, director of American Gas Machine, and Walter 


Anderson. 


|ciated with the company since 
| 1912, when he was employed as 
| an office boy in New York. He 
| held a number of positions be 
| fore he became manager of sales 
/in Buffalo in 1940. Mr. Ward 
joined the company in 1927 as a 
| salesman in the Chicago office. 
|He also served in the Buffalo 
| sales office, and was made as- 
| sistant manager of the merchant 
products division of the New 
| York office in 1940. In 1943 he 
| was appointed assistant. manager 
(of the manufacturers products 
department. Mr. Nonnemacher 
became affiliated with the com 
|pany in 1918. He has been a 
jsalesman in the manufacturers 
| products department in New 
| York since 1933. 


| ILG SALESMEN MEET 
| TO DISCUSS POST 

| WAR PLANNING 

} 


| Ilg Electric Ventilating Co.. 
| Rockford, Ill, recently held a 
| meeting of the eastern sales staff 
;of the company at the Hotel 
| Astor, New York City. Post-war 
planning was the main topic of 
discussion, and subjects covered 
included improvements in _pres- 
ent lines of propeller fans, blow 
ers, nd unit heaters, together 
with features of entirely new 
lines of products for post-war 
promotion. J. M. Frank, presi 
dent of the company, presided 
at the meeting, which was at 
tended by 36 Ilg sales engineers 
working out of branch offices in 
the eastern states. A _ similar 
meeting in Chicago for the Ilg 
men in the west is scheduled for 





the near future. 


HARDWARE AGE 





ROSEN 
MGR. 


Walter 
cently be 
sales mi 
Katzinge 








to thi 
sociate 
of thi 
Unit 
Goods 
tion | 
Frede 
point 
the | 
active 
chen 

















-NAVY 
Minn., 
mce in 
rocure- 
rt, Pre- 
1. Fox. 
ho wis 
nonies, 
verliec, 


Walter 


’ since 
yed as 
k. He 
ns be 
f sales 
Ward 
7 asa 
office. 
buffalo 
le as- 
‘chant 
New 
43 he 
nager 
ducts 
acher 
com 

en a 

urers 


New 


Co., 
d a 
staff 
ote] 
war 
> of 
‘red 
res- 
Ow 

her 
1eW 
war 
Psi 


lar 
lg 


or 





Geneva Forge and flint cutlery, 
Sta-Brite tableware, and new 
lines being planned in the com- 
pany’s laboratories. 

In 1919 he went to work for 
Bernard Rice’s Sons, New York 
City. Following some experience 
in the company’s factory, he han- 
dled sales for the Pacific coast 
territory. In 1928, he started his 
own business in Los Angeles rep- 
resenting five leading manufac- 
turers of metal and giftware 
lines. Later in 1932, he rejoined 


ROSENTHAL DIV. SALES 
MGR. KATZINGER CO. 
Walter M. Rosenthal has re- 

cently been appointed divisional 

sales manager of the Edward 

Katzinger Co., Chicago, Ill. Prior 





| ' 
Bernard Rice’s Sons, covering 
| their major accounts in the mid- 
| dle-west until the war forced 


them out of production on civil- | 
| jan items. Mr. Rosenthal became | 
connected with the WPB in 1942. 


CALDER MFG. CO. 
ANNOUNCES ADDITION 


Calder Mfg. Co., 628 North 





WALTER M. ROSENTHAL 

| out of its line of dressing equip- 
ment by adding a line of dia- 
mond dressing tools. These are 
sociated with the WPB as Chief | to be known as the Calder “Ga” 
9f the Cutlery and Silverware | Diamond Dressing Tools. The 
Unit in the Consumers Durable | “Ga” diamond tools are available 
Goods Division. In his new posi- | in all sizes and types of nibs for 
tion he will be associated with| any kind of diamond‘ dressing 
Frederick Keller, recently ap- | requirements. The company is 
pointed general sales manager of | also adding a line of diamond 
the Katzinger Co. He will be | hand tools. These will be avail- 
active in the sale of A & J kit-| able in six sizes numbered from 
chen EKCO _tinware,| one to six inclusive. 


to this appoimtment he was as- 











tools, 














ROPER MANUFACTURES WAR MODEL GAS RANGES: 
Production of war model gas ranges has been started by the 
Geo. D. Roper Corp., Rockford, Ill. After a year-and-a-half 
of no range production, this new gas range is being built in 
limited quantities commensurate with the quarterly release of 
materials by the WPB. The ranges will be sold under provi- 
sions of the Stove Rationing Program. This model range has 
a big “3-in-1"" oven, “E-Z-Roll” broiler with “Enamo-Grill,” 
and four top burners including one of giant size. Left to right: 
Otto Olson, works manager and vice-president; Vollie Kinery; 
E. Carl Sorby, vice-president; Floyd K. Lawson, executive 
vice-president and George W. Baldwin, sales manager. 
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TO DRESSING TOOLS | 


Prince St., Lancaster, Pa., has | 
recently announced the rounding | 
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The FAIRMOUNT 
TOOL & FORGING COMPANY 


Hand Toels Special Tools + Forgings 
10611 QUINCY AVENUE * CLEVELAND, OHIO 
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gone CAN INSTALL 








That’s just one of the 
reasons for the big de- 
mand for this quality 
window material 

R-V-LITE is transparent, weather- 
proof and shatterproof. R-V-LITE 
storm windows cut fuel bills. 
R-V-LITE keeps heat in, cold out 
and admits sun's vital ultra violet 
rays freely, thus promoting 
poultry health and greater egg 
yield. No wonder R-V-LITE is the 
nation’s favorite window material. 


Ij’S EASY TO SELL... 
R-V-LITE point-of-sale helps, 
backed by national publication 
and radio advertising, make it 
edsy for you to build up a profit- 
able sales volume. 


rose een eek e Benen, | 


Exclusive Manufacturers of R-V-LITE 


3470 N. KIMBALL AVENUE, CHICAGO, ILL 





Backed By Regular | 
Advertising to Farmers | 


! 
| 
i 
! 
Lo 


PRECISION 


WORLD'S LARGEST SELLING 


ELECTRIC FENCER 


Advertised each month in farm papers with 
combined circulation of over 10,000,000— 


_ pry WEATH 


.B 
NEON FENCE TESTER 


_ PROVED ON 250,000 FARMS 


. 5-YEAR SERVICE GUARANTEE 








STORM PROOF SEALED CASE 
. FLUX DIVERTER 


ry to Established Dealer 





anchise and Sales Progran 


KANSAS CITY 





YOUNG, EXECUTIVE V.P. 
WICKWIRE SPENCER 
AVIATION UNIT 


Lt. Col. Cecil P. Young, 

S. A., retired, has recently 
been appointed executive vice- 
president of the Wickwire Spen- 
cer Aviation Corp., a subsidiary 
of Wickwire Spencer Steel Co., 
New York City. 

Lt. Col. Young’s experience in 
the aeronautical field dates from 
World War I when he was a 
member of the 96th Bombard- 
ment Squadron. He has devoted 
himself since 1918 to the study 
of plane development and pilot 
training. When he was recalled 
to active duty after Pearl Har- 
bor, he was appointed executive 
officer to The New York Air De- 
fense Wing, in charge of the de 
velopment of Air Defense and 
the training of combat pilots in 
that area. 

Transferred to Miami as com- 
manding officer of the Miami air 
region, he supervised enlisted 
personnel and officers and coor- 


as 


dinated the civilian volunteer 
warning service network from 
Fort Pierce to Key West. 

In December, 1943, he returned 
to inactive duty, and received 
his appointment from Wickwire 
Spencer. Lt. Col. Young will be 
located in Chicago, where the 
company’s Blue Island Plant i< 
located. 


MILLER, SEC. KRUSE 
HDWE., HONORED ON 50th 
ANNIVERSARY IN HDWE. 


Fred L. Miller, secretary of 
the Kruse Hardware Co., Cin 
cinnati, Ohio, wholesalers, re 
cently celebrated his 50th anni- 
versary in the hardware business 
by having executives and em- 
ployees of the company as his 
guests at a dinner celebration at 





| company’s 


| the Hotel Metropole in Cincin 
| nati. Blair Miller was toastmas 
| ter and O. L. Burger, H. C. Mii- 
ller, W. C. Gross, and B. N. 


Kirstein were the speakers. The 
bonus checks were 
distributed after the dinner. 








Deming Company Holds Sales Meeting 


Activities for the past year / 
were reviewed and plans for the | 
coming year and post war period 
were discussed at the Deming 
Company annual sales meeting 
held at the factory, Salem, Ohio, 
on Jan. 4, 5 and 6. 

The meeting was opened by 
G. R. Deming, president, who 
spoke of the exceptional engi- 
neering and maintenance service 
the sales force had rendered the 
government and the companies 


customers during the past year. 
(He also pointed out how the com- 


pany had been doing consider- 
able direct government work and 
in line with government direc- 
tions was materially 
its production of farm pumps. A | 
report was made of the post-war 
planning of the Electric Water 


increasing 


| Systems Council and the work 


of the various committees was 
described in detail. 


Considerable time was taken | 
by A. V. Mueller, B. Samelson | 


The Deming Company's 


and E. S. Dawson in reviewing 
the pumping trends for the past 


| few years and discussing the pos 


sibility of the use of new ma 
terials and designs in the manu 
facture of pumps in the future 
Advertising plans also were out 
lined by L. H. Taylor. 

H. E. Carloss, sales manager. 
in his final summary poimted out 
that in the first year after the 
war the industry is planning on 
manufacturing about 500.000 
water systems. He stated that a 
big building boom is in sight 
and that thousands of these 
homes will be built beyond the 
water mains and they will need 
There will also 
be a great expansion of power 
lines in rural areas both by Pul 
lic Utilities and R. E. A.’s this 
will produce new users for elec- 
tric pumps. Then, too, there 


water systems. 


| will in all probability be a big 


demand for pumps for irrigatior 


purposes. 





annual sales meeting. 
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HARDWARE SQUARE CLUB OFFICERS INDUCTED: More 
than 40 members and guests attended the Jan. 18 meeting 
and induction of the new officers of the Hardware Square 
Club at the Masonic Temple, 23rd St. and Sixth Ave., New 
York City. Seated, left to right, are: John Tracy, The Rawl- 
plug Co, Inc., financial secretary; Ralph S. Allen, Diamond 
Expansion Bolt Co., secretary; Fred Demarest, Biddle Pur- 
chasing Co., president; Sydney H. Atkinson, R. J. Atkinson, 
Inc., second vice-president, and Lloyd C. Smith, third vice- 
president. Standing, are: Fred W. Berge, Francis Keil & Son., 
sentinel; Harry W. Kornrumph, Long Island Hardware Co., 
trustee; A. C. Flamman, Hughes, Flamman & Simpson, retir- 
ing president and newly elected trustee; L. M. Edwards, Amer- 
ican Saw & Mfg. Co., trustee, and LeRoy B. Fowler, Franklin 
Hardware Co., trustee. Conrad Kunz, Stellwagen & Kunz, 
Inc., is first vice-president, and Fred A. Scholl, Long Island 


Hardware Co., is treasurer. Herman Sorenson, oldest living | 


past president and a life member, acted as the installing off- 
cer. In appreciation of his services as president, A. C. Flam- 
man, retiring president, received a gift of a war bond. 


PHILADELPHIA ASS’N 
ELECTS OFFICERS 


| Griffith, Shields & Bro.; E. E. 
| Chandlee, Edw. K. Tryon Com- 
; 7 | pany; L. A. Hoeflich, S lee- 
The 58th annual meeting of | Biddle Hardware Co: ND. 


the Hardware Merchants and | pe oe 


= "| Perine, Pennsylvania 
Philadelphia Rs > gn of Mower Works; Fayette R. 
adeiphia was held on the! Plumb, Fayette R. Plumb, Inc.. 
evening of Jan. 18 at the War-| and Harry D. Moore, Metal 
wick Hotel, Philadelphia. As 4] Sponge Sales Corp. 
war-time measure the meeting | Brief 
was of a streamlined nature an¢ 
consisted of the election o 


addresses were made 
1 | while the votes were being 
officers and the reading of deine os eee -y 
report of the secretary-treasurer. | Herr Herr & Co.. with the golden 
Jacob S. Disston, Jr., Henry key emblematic of the retiving 
Disston & Sens, Inc.. was elected president. 
president of the association. 
Frank L. Campbell, Delta File | 
Works, was elected vice-president | 
and George A. Fernley, secre- | 
tary-treasurer. The following 
were elected as directors: Paul L. 





GORDON NAMED PAL 
BLADE SALES HEAD 


Jack C. Gordon, formerly re 
gional director of the Pal Blade 
Co., has been elevated to the po 
sition of sales supervisor of the 


western division. This was an- 
nounced at the annual sales con- 
vention of the company recently 
held at the Hotel Pennsylvania. 
New York City. 

Mr. Gordon previously was re- 
gional director of Pal razor 
blade sales in Towa, Arkansas. 
Illinois, Minnesota, Wisconsin 
and Missouri. He will now super- 
vise sales in the New York area, 
and, in addition, those in west- 
ern Ohio, Texas, the Mississippi 
Valley states, and out as far as 
| California. 








JACOB 8S. DISSTON, JR. 
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Golden Rod 


World's Finest 


HYDRAULIC PUMP OILER 


Here it is!—the world-famous Golden 
Rod oiler that forces any kind of oil— 
in any volume—any place wanted. Up 
... down... sideways. Thoroughly 
proved in wide use for many years. 
Unequaled for farm machinery, facto- 
ries, shops, mills, garages, etc.—any- 
where there is machinery to oil. 


Produces 250 Ibs. tip pressure. 


Delivers 1 to 150 drops per stroke as 
desired - no waste. 


Handles any oil that flows - gasoline 
to heaviest oils. 


Pumps oil easily from any position or 
angle. Leak-proof. 


Extra heavy welded steel construction. 
One piece natural-grip steel handle. 
Easily faken apart to clean or repair. 
GUARANTEED 5 YEARS! 


Choice of 3 Spouts: 


1. STANDARD, as illus 
trated. Heavy tubing, 
Detachable brass tip. 


2. ANGLE. 45 angle. 
Reaches hard-to-get-at 
places. 

3. FLEXIBLE. Reaches 
those ‘‘impossible’’ 
places. 





This cut-away view 
shows precision pump 
ing assembly of rust- 
proof metal alloy fitted 
within .002 inch mm 


SEE YOUR HARDWARE JOBBER: 72224" ws, 2 


tremendously busy 
on war contracts, a limited number of Oilers are available. and we suggest 
you order through your Hardware Jobber, NOW. 


DUTTON-LAINSON CO. 


Hastings, Nebraska, MFG. DIV. 


MANUFACTURERS SINCE 1886 


CP Gas Range Makers Sponsor 


Post-War Reservation Plan 


Association of Gas Appliance & Equipment Manu- 
facturers sponsor bond selling campaign, and orders 


now to reserve CP gas ranges after the war. 


plete kit available from 


A nationwide CP 


ate a backlog of orders which 


will start peacetime 





This colorful red, white and 
blue poster, 25 by 38 in. in size. 
will be displayed in gas appli- 
ance dealers’ and gas utilities’ 
windows to help create jobs 


Business | 
Building Plan designed to cre- | 


industry’s | 





and to increase sales of gas 
ranges bearing the CP seal. 


| Equipment 


wheels turning immediately after 
the war has been announced by 
Lloyd C. Ginn, Chairman, CP 
Gas Range Manufacturers’ Sales 
Management Committee. Built on 
the theme, “You Can Help Make 
Peacetime Jobs for Service Men 
and Women by Planning Now to 
Buy Your New CP Gas Range 
with Extra War Bonds,” the plan 
will urge 18,000,000 brides-to-be 
to set aside $100 to $150 extra 
in War Bonds to buy a CP Gas 
Range when new 
models are available. 


peacetime 


The current CP campaign con- 
sists of three steps: 

1—Customers are urged to set 
aside $100 to $150 in extra War 
Bonds now so they can buy a new 
CP Gas Range immediately after 
the war. 

2—From a special post-war CP 
prospect card, gas range outlets 
will obtain information on ex- 
actly what type of CP gas range 
each customer wants together 
with other pertinent faets. This 
prospect card is filed for later 





follow-up and sale. 
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| tinued as such until the death of 


Com- 


sponsor for dealer use. 


3—No money changes hands. 
No contracts are signed. But 


definite orders can be taken and | 


priority listings set if the indi- 


vidual dealer desires, 


In addition to increasing the | 


sale of War Bonds and helping 
to make good jobs for service 
men and women immediately 
after the war, this program will 
enable hardware stores and 
other gas range dealers to pre- 
sell gas for cookimg and CP for 
certified cooking performance 
and to build now profitable post- 
war business on high quality gas 
ranges, according to CP Gas 
Range Manufacturers. 

A complete kit giving full de- 
tails of the CP Business Build- 
ing Plan, and containing a color- 
ful 25 x 38 inch window-display 


poster, a unique War Bond 
holder, bill stuffers, counter 
pieces, ready-to-run newspaper 


advertisements, stickers to be 
used on letters, mailing pieces 
and bills, publicity releases, 
prospect cards and other material 
is available on request from the 
(ssociation of Gas Appliance and 
Manufacturers, 60 





East 42nd New York 17, 

As a part of the campaign, 
dealers are urged to set up a 
Postwar Home Planning Center 
and to assist their customers in 
planning their peacetime 
chases. The program also in- 
cludes a plan by which every 
employee can become a salesman 


M., 





rect mail and publicity programs, 
newspaper and business paper 
advertising. Unique in the major 
appliance merchandising _ field, 
the Certified Performance Gas 


} 





provide uniform cooking 
formance standards. 


individual 


fications drawn up by engineers 
and home economists of the en- 
tire gas industry. 

Gas range manufacturers now 
sponsoring the OP program in- | 
clude: A-B Stoves, Inc., Battle 
Creek, Mich.; American Stove 
Co., Cleveland, Ohio; Caloric Gas 
Stove Works, Philadelphia, Pa.: 
Clare Bros. & Co., Cribben & 
Sexton Co.;  Detroit-Michigan 
Stove Co., Detroit, Mich.; The 
Estate Stove Co., Hamilton, 
Ohio: Glenwood Range Co., 
Taunton, Mass.; Grand Home 
Appliance Co., Cleveland, Ohio; 
James Graham Mfg. Co.: Hard- 
wick Stove Co.; Moffats, Ltd.; 
O’Keefe & Merritt Co.; Roberts 
& Mander Stove Co.; Geo. D. 
Roper Corp., Rockford, Ill. ; 
Standard Gas Equipment Corp., 
Baltimore, Md.; The Tappan 
Stove Co., Mansfield, Ohio, and 
the Western Stove Co., Ine. 











DUGAN ACQUIRES 
EMMONS STOCK IN 
EMMONS-HAWKINS HDWE. 


M. W. Dugan, president of the 
Emmons-Hawkins Hardware Co.., 
Huntington, W. Va., wholesale 
distributors, has recently pur- 
chased stock in the company 
formerly held by the C. D. 
Emmons Estate. Mr. Dugan is 
now the largest stockholder in 
the company. This company was 
first started as a partnership in 
the early seventies, and 


was 
incorporated in 1899. C. E. 
Emmons, one of the original 


partners, was the first president 
of the corporation, and contin- 
ued as such until his death in 
1937. 

M. W. Dugan joined the com- 
pany as a bookkeeper in 1913, 
and in 1915 was elected secre- 
tary and assistant treasurer of 
the company, and manager of 
the credit department. He con- 











M. W. DUGAN 


| 


Mr. Emmons, when he was elect- | 
ed president of the company. | 


pur- | 


for post war selling. The cam- | 
paign will be supported by di- | 


| Range was introduced in 1938 to | 
per- | 
Gas ranges | 
| bearing the CP Seal are built by | 
range manufacturers | 
| to meet high performance speci- 


| HECK TRANSFERRED BY 
| WESTINGHOUSE ELEC. 


| Allyn R. Heck, Cleveland mer- 


chandise manager of the West 
| inghouse Electric Supply 








ALLYN R. HECK 


Mansfield, Ohio, for four years, 
has been appointed regional co- 
ordinator of the Electric Appli- 
ance Division, Westinghouse 
Electric & Mfg. Co. Mr. Heck 
will make his headquarters at 
Mansfield, Ohio, and will travel 
throughout the company’s north- 
western and southwestern dis- 
tricts, contacting Westinghouse 
district offices, distributors, de- 
parent stores and utilities on 
wartime nutrition programs and 
post-war appliance distribution. 
From 1934 to 1939, he was asso- 
ciated with the Westinghouse 
plant in Mansfield, serving first 
as central district merchandise 
sales supervisor, central district 
sales promotion manager, and 
later sales supervisor for the 
headquarters refrigerator section. 





OPA APPOINTS HIDE 
GLUE COMMITTEE 


The OPA recently appointed 
seven officials of companies en- 
gaged in the manufacture of 
hide glue to serve on its Indus- 
try Advisory Committee on Hide 
Glue. The members named to 
the committee are as follows: H. 
F. Adams, sales manager, Ar- 
mour & Co., Chicago, Ill.; How- 
ard Delany, president, Delaney 
& Co., Wiliner and Cottman 
Sts., Philadelphia, Pa.; J. T. 
Phillips, vice-president, Consoli- 
dated Chemical Industries, 630 
Fifth Ave., New York City; T. 
J. Stewart, president, Milligan 
& Higgins Corp., 222 Front St., 
New York City; E. R. Paul, 
manager, glue department, Swift 
& Co., Union Stock Yards, Chi- 
cago, IIL; Irving Fleischer, vice- 
president Conrad-Kammerer Glue 
Co., New Albany, Ind.; and W. 
J. Gunnell, president, Peter 
Cooper Corp., Gowanda, N. Y. 
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"Twas a day of pride 
; down Crisfield-way 


. On January 4, 1944, the highly prized 

. Army-Navy “E” was awarded to Chas. 
D. Briddell, Inc.—its plant and people 
—of Crisfield, Maryland. 

Our people will continue to do their 
full duty—with unremitting energy 
and enthusiasm—until the war is truly 
won. 


CHAS. D. BRIDDELL, INC. 


Craftsmen in Metal since 1895 
Crisfield, Maryland 





Here are your Working Tools 
that will bring increased profit 


When you come to building, repairing — 
or maintenance, here is an unbeatable 


combination. 


FLETCHER glass cut- 
ters are known the 
world over for their bet- 
ter quality and perform- 
- ance. FLETCHER Electri- 
SS cal Putty Softeners save 
ELECTRICAL 
putty softener hours of labor every 
day, and FLETCHER 
Wood Scrapers in the 
hands of master cratfts- 
men are indeed master 
tools. 


FLETCHER backs 
these tools with an iron- 
clad guarantee. Try 
them. 














GLASS CUTTER 
WOOD SCRAPER 


THE FLETCHER TERRY CO. 
FORESTVILLE, CONN. 


CANADA JOSEPH TAYLOR & SONS TORONTO 
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MAJESTIC WINS MARITIME FLAG: The U. S. Maritime 
Commission Service Flag was recently presented to the 
Majestic Mfg. Co., St. Louis, Mo., by Roy P. Mills, assistant 
director of the Technical Division of the U. S. Maritime Com- 
mission at the annual gathering of employees. This flag was 
won through the company’s achievement in production of 
heavy duty ranges for victory ships. The flag was accepted 
by J. E. Russell, president, and Charles Minderman, repre- 
senting the company’s employees. Mr. Minderman also cele- 
brated his Golden Service Anniversary, having completed 
fifty years of service to the company this year. Other em- 
ployees received service pins for years of service ranging 
from five to 45 years. Left to right: J. E. Russell, Roy P. 
Mills and Charles Minderman 


employees. John Dougherty, 
shipping department, was ad- 
mitted to the 50-Year Club, 


Marie Van Ordsdell, administra- 
tive department, became a mem- 
ber of the 40-Year Club, 19 em- 
ployees were admitted to the 20- 
Year Club, and 22 to the 10-Year 
Club. 


CLARK; EVANS RETURN 
TO MAYTAG COMPANY 


Willis R. Clark, who has been 
given an_ honorable 
from military service, has re- 
turned to Maytag Co., Newton, 
Ohio. 
his regional territory in Tenn., 
with headquarters in Knoxville, 


Tenn. John H. Evans, formerly 
Maytag regional manager in 


Toledo, is now handling a re- 
g 











| E. P. KING JOINS STEVENS | 


LEVEL CO. 
E. P. King, formerly vice-presi- 
dent afid general manager of 
| Sands Level & Tool Co., Detroit, 
| Mich., has become 
with E. 


associated 


He is again in charge of | 


gional territory in southern Ohio. | 


A. Stevens Level Co., | 


dusky, Ohio, in 1883. Some 
| years later the name of the store 
was changed to the Barney Hard- 
ware Co., and later was sold tc 
Pierre L. VanAlstyne, who later 
sold it to the Donahue’s and it 
was called The Donahue Hard- 
ware Co. In 1910, Mr. Smith 
| severed his connections with this 
| hardware store to enter in busi- 
ness for himself, and founded the 
Smith Hardware Co. In 1938 the 
business was incorporated, and 
Mr. Smith became president and 


discharge 








GRAY RESIGNS FROM 
OHIO HDWE. MUTUAL 
INSURANCE CO. 
George M. Gray, a past presi 
dent of the National Retail Hard 
ware Association, has recently 
resigned as president of the Ohio 





GEORGE M. GRAY 


Hardware Mutual! Insurance Co.., 
Coshocton, Ohio, after 43 years 
of official connection with the 
company and the Ohio Hardware 
Association. He has opened an 
office in the Gray Bldg., in Co 
shocton where he will manage | 
his other business interests. He | 
is president of the Gray Hard- | 


ware Co., which operates stores | & Raynolds Co., Inc., New York | 
City, announced additional ser- | 
vice awards to the home office 


at Coshocton, and West Lafayette. 
Phil G. Wuertz succeeds Mr 
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Gray as president of the insurance 
company, with Paul R. Brier as 
secretary and executive officer, 
and Loren B. Leighninger as pro- 
duction manager. 

Mr. Gray is the last survivor 
of 13 dealers who formed the 
company and obtained its charter 
in 1902. He was its secretary 
from the start, with J. P. Duffy, 
as president. 


Newton Falls, Ohio. 
| ADAM J. SMITH 


SMITH COMPLETES 
60TH YEAR IN HDWE. 


general manager, which position 
he still holds. Mr. Smith is a 
Adam J. Smith, dean of the member of the Fifty Year Hard- 
hardware merchants of San- | ware Merchants Club of the Re 
dusky, Ohio, has recently com- | tail Hardware Merchants Asso- 
pleted his 60th year in the hard- | ciation of Ohio, and of the 
| ware business. He entered the | Harpware Ace Fifty Year 
| employ of Barney & Ferris, San- | Club. 


Mr. Gray resigned | 


as secretary in 1942, to become | 


president. For two years before 


he became affiliated with the in- | 
surance company, Mr. Gray was | 


secretary of the Ohio Hardware 
Association, with which he had 


been actively identified since its 


inception in 1894. 


ALLEN DIRECTOR 

FIRST NAT. BANK 

LOUISVILLE, KY. 
Charles W. Allen, retired vice 


president, Belknap Hardware & 
Vig. ce. 


recently elected a director of the | 


First National Bank, Louisville, 
Ky.. one of the oldest and larg- 
est financial institutions south 
of the Ohio River. 


SERVICE AWARDS TO 
DEVOE & RAYNOLDS 
OFFICE EMPLOYEES 


At a 
E. S. Phillips, president of Devce 


Louisville, Ky., was | 


recent informal meeting, 


Traveling Saleswomen for Igoe Bros., Inc. 
Igoe Bros., Inc., New York 


nier, who formerly conducted her 
City, hardware wholesalers, as | own retail hardware store in up- 
announced in the Nov. 11, 1943, | state New York. To the right 
issue of Harpware AGE now has | is Miss Rose Gimble, who had 
two traveling saleswomen cover- 
ing territories for the company. 
To the left is Miss Marian For- | 





previously been engaged in sales 
promotion and advertising activ- 
ity. 








MISS MARIAN FORNIER MISS ROSE GIMBLE 


HARDWARE AGE 














All 
mana 
& Wa 
Rock 
the § 
follov 


Mr. | 


| 


re ee Ue hu. 2. | 





Some 
> store 
Hard- 
old te 
» later 
and it 
Hard 
Smith 
h this 
busi- 
-d the 
8 the 
, and 
t and 


lon 











A. N. BRADFORD 


Allen N. Bradford, general 
manager of the Russell, Burdsall 
& Ward Bolt & Nut Co., plant at 
Rock Falls, Ill., passed away at 
the Sterling, Ill., public hospital 
following a few days’ illness. 
Mr. Bradford was first employed 





A. N. BRADFORD 


vy Cobb & Drew, manufacturers 
f rivets, tacks, nails, etc., Ply- 
mouth, Mass. In 1896, he took 
charge of their plant at Rock 
Falls, which was sold to the R. B. 
& W Co., in 1907. Mr. Bradford 
remained as plant manager and 
built a two-roém factory onto the 
present plant.’ Except for five 
years spent in organizing and 
building the Russell, Burdsall & 
Ward Plant at Corapolis, Pa., he 
spent the later 47 years of his | 
life in Sterling, Ill. | 

Mr. Bradford is 


his widow and a sister. 





survived by 





LEONARD BURTON 


Leonard Arthur Burton, sales- 
man for G. F. Wright Steel & 
Wire Co., Wooster, Mass., passed 


away recently. He was well 
known in the hardware trade 
throughout the east. He was a | 


past master of Athelstan Lodge | 
4.F. & A.M.; a 32nd degree 
Mason; member of Worcester 
Council, U.C.T.; of the executive 
committee of Devens Post, 
American Legion; and of Old 
South Congregational Church of 
Worcester. Mr. Burton had been 
a member of the church board 
for 10 years. He is survived by 
his widow, mother, and son. * 








ALEXANDER F. WINTERS 


Alexander F. Winters, retired 
manufacturer of Grand Rapids, 
Mich., passed away recently at 
his home. He had been in ill 
health for a year or more. In- 
ventor and at one time one of the 
largest manufacturers of hard- 
ware used for refrigerators, Mr. 
Winters actively managed his 
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| Wheel 








OBITUARIES 








own business for more than 20 
years. After retiring, his. hobby 
was metal working and he had a 
well equipped shop in the rear 
of his home. 

He is survived by his widow, 
one daughter and three sons. 

HENRY E. MILLER 

Henry E. Miller, president of 
the Chicago Wheel & Mfg. Co., 
passed away recently at his Chi- 
cago home after a brief illness. 


| Mr. Miller became an expert ma- 


chinist, and then traveling sales- 


| man for the Minnesota Thresher 


Co. In 1894, he was appointed 
manager of the Chicago Emery 
Wheel Co., which he later pur- 
chased. In 1895 he became pres- 
ident of that company, and 
changed the name to Chicago 
& Mfg. Co. He made 
many contributions, and _intro- 
duced a number of important in- 
novations in the abrasives indus- 
try. 

Mr. Miller was one of the 
founders of the Grinding Wheel 
Manufacturers Association, and 
in years of actual experience, was 
one of the oldest men in the in- 
dustry. 


His son, Arthur J. Miller, has | 


been identified with his father 





HENRY E. MILLER 


in the business for many years, 
and he will 
the company with the same asso- 
ciates, Irving Danielson, 
president, and Arthur T. Dalton, 
executive secretary and director 


continue to direct 


vice- 


of sales. 


/ 


GEORGE H. BUCHANAN 


George H. Buchanan, 84, for- 
mer manager of the Swalm 
Hardware Co., which he served 


| 


| 
| 








of the Payson Mfg. Co., where, 


days overdue, amounted to $181,- 


for 40 years, passed away in 
Middletown, N. Y., recently. He 
is survived by his widow, and a 
brother. 





FRED C. RALSTON 


Fred C. Ralston, 64, manager | 
of the door-trim department of | 
the Payson Mfg. Co., Chicago, | 
Ill., passed away recently after a 
brief illness, although he had | 
been in ill health for the past 
year. Mr. Ralston was first asso- | 
ciated with Swift & Co., at the | 
Chicago Union Stock Yards. He 
then became secretary of the Im- | 
perial Brass Mfg. Co.. and was 
in charge of its hardware depart- 
ment for 1] years. He was con- 
nected with the Midwest Hard- 
ware Co., as manager of their | 
hardware manufacturing plant, 
until the business was destroyed 
by fire. Shortly afterward Mr. 
Ralston entered the employment 





FRED C. RALSTON 


during his 15 years of service, he 


made a host of friends in the 
builders’ hardware industry. He 
is survived by his widow, one son 
and three daughters. 
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E. A. PFLUEGER 


Ernest Andrew Pflueger, 77, 
for many years known as the 
“dean” of the fishing tackle in- 
dustry, and builder of the Enter- 
prise Mfg. Co., Akron, Ohio, 
way recently. Mr. Pflue 
ger joined his father in the mak 


p ssed 





E. A. PFLUEGER 


ing of fishing tackle at the age 
of 15. He had been a semi-in 
valid for the past two years, hav 
ing turned the management of 
the business over to his three 
sons and brother, Charles. The 
Pflueger business started in the 
kitchen of a farmhouse, and 
later, when the business increased 
in volume, another brother Joe 
over the factory 
part of the business, while Ernest 
directed the selling and admin 
istration. 

Mr. Pflueger was a great ad 
vocate of wild life conservation, 
and wrote many articles pointing 
out the need of conservation. For 
15 years he served as president 
of the Association of Fishing 
Tackle Manufacturers of Amer 
ica. 








REA LOAN PREPAYMENT . 
INCREASED 100 PER CENT | 


Prepayments on REA loans in- 
creased more than 100 per cent 
during the fiscal year 1943, ac- | 
cording to the annual report of 
the Rural Electrification Admin- 
istration to the Secretary of Ag- 
riculture, Claude R. Wickard. 

Providing an index of progress 
in the financial statu’ of borrow- 
ers, advance payments on the 
principal of outstanding loans 
money repaid ahead of schedule 

increased during the fiscal year 
from $5,404,000 to $12,633,000. 
The number of borrowers making 
advance payments rose from 378 
to 555. Total delinquencies, rep- 
resenting accounts more than 30 


125 as of June 30, 1943. 
The report also calls attention 
to the substantial increase in 





average farm consumption of 
electricity, which average in 
crease was 14 kilowatt-hours 
from June, ,1942, to June, 1943. 

Although large-scale construc 
tion was virtually halted in the 
summer of 1942 because of the 
shortage of materials, the num- 
ber of consumers served by REA 
borrowers increased more than 
60,000, or 6.17 per cent, during 
the year ended June: 30, 1943 
The increase, raising to 1,041,000 
the total number served, is pri 
marily the result of farm con 
nections, authorized by the War 
Production Board to stimulate 
greater food production, and the 
acquisition by borrowers of oper 
ating lines placed on the market 
as a result of orders of the Se 
curities and Exchange Commis 
sion. 


(News continued on page 112) 
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Feature Paint, Galvanized Ware and 
Oven Glassware in Early March 


GALVANIZED 
WARE 
WINDOW 


MERCHANDISE: 
Pails. and ash or 
garbage cans. 


OVEN 
GLASSWARE 
WINDOW 


MERCHANDISE: 
Glass casseroles, 
baking dishes, pie 
plates, custard cups, 
mixing bowls, nurs- 
ing bottles, refriger- 
ator dishes and sets. 

BACKGROUND: 

Center panels ivory 
corrugated board or 
painted wallboard. 
Side strips light 
green. Cut-out let- 
ters light green ma- 
terial. 


PAINT 


FOR THE 


HOME 





HARDWARE AGE Original Window Display IDEAS 


PAINT 
WINDOW 


MERCHANDISE: 
Wall paints, interior 
glass, interior semi- 
gloss wall finish 
cold water paints. 
resin base paints for 
walls, gloss enamel. 
step ladders, decal- 
comanias, stencils. 
brush cleaners, paint 
brushes, sandpaper. 
roller applicators. 
putty knives, scrap- 
ers, etc. 

BACKGROUND: 
Center panel ivory 
corrugated board or 
painted wallboard. 
Side panels of light 
green material. Cut- 
out letters in bright 
green. 





































FOR COOKING 
AND FOR THE 
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, =ESE SS OV 


PRODUCTION 
HEROES 


We Salate 








* You! 


None of us can properly express our grat- 
itude to those who fight our military bat- 
tles on land, sea and in the air. To these, 


* we owe our Nation’s existence and our 
personal freedoms. 
* But—let us never forget those who can 


“only work and wait"—those who are 
carrying on with every ounce of mental 
and physical effort to PRODUCE the things 
* our military men must have. Millions of 
these PRODUCTION HEROES are doing 
their jobs as they have never been done 
+. before—unsung and without medals—of- 
ten treated with scorn by their neighbors 
who do not understand. 

© To these HEROES ON THE HOME FRONT, 
5 let us all repeat, “If it were not for the 
production of the United States, the war 
| * could not be won by the United Nations’! 





























4612 W. HURON ST., CHICAGO 44, ILLINOIS 





With the 
ARMY 
NAVY 
and MARINES 


on tanks and in airplanes 


Diamond Products are on every fighting 


front; in every branch of the service. 
The Diamond Calk Horseshoe Company, 
on the war front as well as on the home 
front, will continue to do its part until 
this tremendous struggle is brought to 
a successful conclusion. 











* * x DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave., Duluth, Minn. 
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HAMMERS 


Cheney Nail Holding Ham- 
mers have made many new 
friends in the Services and in 
the War Plants. Friends that 
will want their own Cheney 
Nail Holding Hammers after 
the war. Hardware stores— 
everywhere will find, when 
peace comes, Cheney Nail 
Holding Hammers more pop- 
ular than ever. A Cheney has 
always been the best buy in 


hammers. 


HENRY CHENEY HAMMER CORP. 


LITTLE FALLS—N. Y. 
Sales Office: 217 BROADWAY, NEW YORK CITY 








Se 


98 


Survey Shows Hardware Firms 
Planning Many New Products 
For the Post-War Period 


NSWERING the need for a spe- 
cific analysis of post-war prep- 
aration activities by industries, show- 


a survey behind the scenes of 350 
including 13 in 


The study deals 


major companies, 
the hardware field. 


ing sales. marketing, distribution primarily with durable goods manu- 
and new product plans, the Re- facturers, because they have made 
search Department of The Curtis the greatest conversion to war and 


face the greatest reconversion prob- 


Publishing Company has completed 







THIS ACTION DISPLAY 
WILL HELP YOU 


The demand for fuel-saving devices 
is greater than ever before. Many 
alert dealers have already taken 






advantage of Hotstream’s amazing Cur 
free offer to help them get their Fuel Bit), 
share of this profitable business. 10% te 39% 










HOW TO GET YOUR 
DISPLAY FREE 


This attention arresting dis- 
play features a full-size Draft- 
O-Stat in action. You can get 
one free—ready to set up and 
go to work for you—with an 
initial order of 6 or more 
Hotstream Model BM Motor- 
ized Draft-O-Stats. Or it may 
be purchased, completely as- 
sembled, for $2.80 plus net 
cost of two Motorized Draft- 
O-Stats one of which is in- 
corporated in the display— 
the other packaged for sale. 









T YOUR HOME 


SPNOT THE CHIMNE 










Onder Today, or write 
for full information. 
Supply is limited. 






8007 GRAND AVENUE ® CLEVELAND, OHIO 





The com. 


lem in the days ahead. 
panies included in the study were 
selected on the basis of their size 
and their importance so that the an- 
swers are unusually significant. 


Among these 350 manufacturers 
78 per cent have increased their 
number of employees since 1939; 34 
per cent have doubled the number. 
The greatest increases have occurred 
in the automotive, aviation, machin- 
ery, radio and rubber industries. 


Reconversion Problems 


The study gives a clear picture of 
the broad reconversion problems ex- 
isting among these companies. It 
shows 48 per cent of all of the com 
panies are producing largely new 
products for war and will have great 
reconversion problems and post-war 
marketing problems; 35 per cent are 
producing largely peace-time prod- 
ucts which are going to war and will 
have few problems of productton re- 
conversion but plenty of market re- 
conversion problems; and 17 per 
cent are producing largely peace-time 
products and less than half of these 
soods are for war so this group will 
have the least problem of recon- 
version. 

Sixty per cent of the companies 
have a company post-war planning 


organization. Among the other 40 
per cent, some said that post-war 


planning is part of the day-to-day 
thinking of top management and 
others said they had a planning and 
development division as part of the 
permanent organization and were 
taking post-war problems in stride. 
Manufacturers of household appli- 
ances; plumbing, heating and air 
conditioning equipment; airplanes, 
building material, and those in the 
miscellaneous group reported the 
greatest progress in such organiza- 
tion for the post-war period. 

The problem most often mentioned 
as being studied was sales, distribu- 
tion and advertising, covering the 
whole field of marketing. Rede- 
signed products and new products 
came next. 

The report shows that 58 per cent 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 100 
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of all the companies interviewed are 
planning to bring out some kind of 
new product. New products are 
planned by 62 per cent in the hard- 
ware and hardware specialties field. 
New products of 54 per cent will be 
in the same field as the normal 
peace-time production while 12 per 
cent plan to go into new fields and 
20 per cent reported new products 
in both their own and another field. 
the remainder being indefinite. 


Surplus Goods 

N disposing of surplus property 

owned by the Army to manufac- 
turers or to civilians for their per- 
sonal use the purchaser should be 
compelled to buy one dollar’s worth 
of goods that are to be manufactured 
during post war period for every dol- 
lar’s worth of Army goods bought. 

For example—should a 
buy a pair of shoes from Army sur- 
plus he should either buy another 
pair of equal value of civilian manu- 
facturer or place an order to obtain 
a pair when they become available. 
same will apply to all manufactur- 
ers, jobbers, distributors and other 
industries of same caliber. 

This will throw the surplus upon 
the individual masses for disposal 
and at the same time create a busi- 
ness for the manufacturer to start 
on when he has to think of orders 
after the war. You can readily see 
that this will kill two important 
questions at the same time and will 
not hurt either to any great extent. 

—O. G. RicHAarpson 
Chicago, 11/1. 


civilian 


Playing Up the Gift 
Angle Doubles 
Kornelly’s Sales 

(Continued from page 61) 


was shown on the table, and the 
advertising card conformed to the 
suggestion of the copy, namely, 
that these items would make ex- 
cellent bridge prizes. A woman 
who received one of these as a 
prize would be interested in get- 
ting a complete set, and she could 
find out from her card club chair- 
man where the complete set was 
available—Kornelly’s. 


Stresses Gift Idea 


The card on another table of 
china stressed the idea that here. 
also, were gift suggestions. The 
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card urged customers to buy sev- 
eral items now for future use 
while stocks were still available. 
A sign like this, coupled with an 
excellent display of china in nu- 
merous patterns, challenges al- 
most any woman to stop and in- 
spect them. And when the women 
linger over a display, they 
frequently make a purchase. 

Flanking the aisle displays of 
china and pottery are indirectly 


very 


weit Fae SN 


yyy A 


lighted wall displays of similar 
items, all of which show to fine 
advantage. Many of the articles 
are on individual glass display 
shelves which enhance their mer- 
chandising beauty and invite the 
housewife to buy. The gift sug- 
gestion having already been made 
by signs on the center aisle tables, 
the browsing housewife surely can 
here find something to suit her for 
her friends or relatives. 


\ This heading appears in Mid-States advertising 


in current issues of leading farm magazines. 


-THAT DEMANDS GOOD FENCES 


i i 





THE NEED IS URGENT e THE OUTLOOK DEFINITELY BETTER 


They’ re busy out on the farm. They’re 
putting all usable farm machinery 
and equipment in shape to do this 
big job—repairing farm buildings— 
making sure fences are well braced, 


strong and in good repair. 


They'll need new fence. We're 
still turning out essential war goods. 
Yet, we believe we'll be able to sup- 
ply more fence and barbed wire in 
1944 than in 1943—for farm fence 


is essential, too. 


MID-STATES STEEL AND WIRE COMPANY - 


Your customers are being told 
these facts about fence through Mid- 
States advertising in leading farm 
magazines—urged to take their 
problems to you. 

Continue to help them out with the 
Mid-States fence and barbed wire 
alloted to you. 

The good will created will pay 
dividends now and as Mid-States 
fence and barbed wire become 
more plentiful. 


CRAWFORDSVILLE, INDIANA 


Barbed Wire + Steel Posts » Steel Braced Wood Gates + Blue 





Ribbon Bale Ties + and other steel products for the farm. 











STEEL PRODUCTS WAREHOUSE SALES 


CARLOAD PRICING SIMPLIFIED 


IN PRICE SCHEDULE 49 AMENDMENT 


Warehouses can calculate ceilings on carload ship- 
ments according to OPA method. Sellers must re- 
cord all purchases and sales, keeping for OPA 


inspection. 


Sellers must 


complete invoices. 


A simplification of procedure | 
for pricing steel products sold | 
out of warehouses in carload | 
quantities was announced Jan. | 
13 by the Office of Price Admin- 
istration, in Amendment No. 20 
to Revised Price Schedule No. 
49, Resale of Iron and Steel 
Products, effective Jan. 13, 1944. 

Establishment of the new pric- 
ing procedure coincides with an- 
nouncement by the War Produc- 
tion Board that beginning Jan. 
13 warehouse sellers no lunger 
will be required to obtain certi- 
fication of shipments of any 
amount of steel products they 
wish to ship from warehouses. 
Heretofore, they were required 
to obtain certificates for amounts 
of 40,000 Ibs. or more. 

The new procedure 
warehouses to calculate their 
ceilings on carload shipments 
according to a method provided 
by OPA. Previously, sellers 
were required to obtain certifica- 
tion from the War Production 
Board on carload shipments, and 
then apply to OPA for the ceil- 
img price that could be charged 
on the shipment. The level of 
prices for the trade remains sub- 
stantially unchanged. 

The new procedures are as 
follows for pricing carload ship- 
ments: 

1, Standard wire nails, an- 
nealed smooth merchant qual- 
ity wire, and galvanized smooth 
merchant wire: On shipments 
within the city or free delivery 
area of warehoused products, the 
maximum delivered price shall be 
less-than-carload ceiling _ price 
plus extras, less a deduction of 
15 cents per 100 pounds. On 
shipments outside of the free 
delivery area, the maximum de- 
livered price shall be the carload | 
price plus the carload rate of | 


permits 





100 


freight from shipping point to 
destination. 

2. All types of galvanized roof- 
ing and siding, and merchant 
wire products including poultry 
netting, screen cloth, and hard- 
ware cloth: The maximum de- 
livered price is established as the 
higher of the following two al- 
ternatives: (1) The mill straight 
carload price to a jobber at the 
customer’s destination, based on 
the governing basing point, plus 
a mark-up of 15 per cent, or (2) 
the mill straight carload price to 
a jobber at the shipping point, 
based on the governing basing 
point, plus a mark-up of 15 per 
cent, less a deduction of 20 cents 
per 100 pounds, plus the carload 
rate of freight from the shipping 
point to destination. 

3. Secondary or rejected iron 
or steel products and reusable 
iron and steel products not spe-; 
cifically priced by OPA: The 
maximum delivered price for 
these products shall be the mill 
price, and if that is not satis- 
factory to the seller, he may sub- 
mit a proposed price to OPA for 
approval. 

4. Secondary and rejected hot 
rolled sheets, cold rolled sheets, 
galvanized sheets, cold rolled 
strip, hot rolled strip, and tin 
mill black plate: The maximum 
delivered price is fixed as the 
established ceiling price for 39,- 
999 Ibs., except that carload 
freight rates shall be used as 
freight factors rather than less- 
than-carload rates. 

5. Basic heavy line steels: The 
maximum delivered price is fixed 
as the established ceiling price 
for 39,999 lbs., except that car- 
load freight rates shall be used 
in computing freight, rather than 
less-than-carload rates. 

6. Pipe and tubular products: 





provide customers with 


Destination prices are established 
for each product on a similar 
basis to that provided for less- 
than-carload shipments, except 
that the distributor’s percentage 
mark-ups are lowered by ap- 
proximately 5 per cent. For 
carload shipments, however, a 
maximum freight absorption is 
established. 

7. All othes products for which 
carload prices are not established 
by the foregoing methods: The 
maximum delivered price for 
these products, if they were sold 
on a quantity plan on April 16, 
1941, is established as the maxi- 
mum delivered price for a 500-Ib. 
quantity, less 35 cents per 100 
Ibs. It is provided, however, that 
if the applicable price for a 
product is lower than the 500-lb. 
quantity price less 35 cents per 
100 lbs., the lower price shall be 
the ceiling for the item. For 
products not sold on established 
quantity plans on April 16, 1941, 
the maximum price is fixed as 
the less-than-carload price less 
15 cents per 100 lbs. 

To aid OPA in enforcing the 
provisions for ceiling prices for 
steel products sold by ware- 
houses and jobbers, and at the 
same time, to simplify record and 
reporting procedures for the 
warehouse and jobber industry, 
the price agency announceed the 
following records and reporting 
changes: 1. Each seller must 
make a record of all of his pur- 
chases and sales, and keep these 
records available for OPA in- 
spection. Sellers no longer are 
required, however, to submit to 
OPA monthly reports of all sales 
of 40,000 lbs. or more to one 
customer in any semi-monthly 
period. 

2. Sellers must supply buyers 
with complete invoices. of ship- 





ments, giving a description of 
material included so that the 
buyer will be in a position & 
determine whether the prices 
charged are legal. 

Price Adjustments 

Jobbers, warehousemen, and 
other resellers of iron or stee! 
products are now authorized to 
ask OPA for an upward adjust- 
ment of the price of any product 
when the cost of the product has 
been increased as the result of 
maximum price increases and a 
serious shortage of the product 
threatens in the reseller’s area 
as the result of the reseller’s de- 
creased margin of mark-up. 

OPA pointed out that ceiling 
prices now established for car- 
load shipments are applicable to 
material which has been pu: 
through “the operations com- 
monly known as the warehousing 
of iron and steel products.” For 
all material whether sold or 
shipped in carload or in less 
than-carload quantities which has 
not been warehoused, no higher 
than mill prices may be charged. 


SOME COARSE PAPER 
PRICING CHANGES 


Three changes in the regula- 
tion covering distributors’ maxi- 
mum prices for certain coarse 
paper products were made by the 
Office of Price Administration 
Jan. 11. 

The changes, which were sug- 
gested by industry, follow: 

1. The unit for pricing parch- 
ment is changed to conform to 
mill and distributor practice of 
billing. Sheets with an area 
greater than 200 square inches a 
sheet will now have a hundred- 
weight unit, while sheets with an 
area less than 200 square inches 
a sheet will have a thousand-sheet 
unit. 

2. The unit for pricing water- 
proof papers will now be a 
hundredweight, or roll, or 100 
square feet. 

3. Insulating paper has been 
interpreted to include cellulose 
wadding, and the unit of 100 
square feet is added to the pric- 
ing unit of hundredweight. 

(Amendment No. 4 to Maxi- 
mum Price Regulation No. 349—- 
Distributors’ Maximum Prices for 
Certain Coarse Paper Products— 
effective Jan. 17, 1944, covers 
these products. 
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FLOORS AND 
FLOOR COVERINGS 
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BALL BEARING 


CASTERS 


V'HESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 
‘‘Aeme’’ Casters are ball bearing casters and move 


THESE CASTERS smoothly and easily in any direction and—they sell 
HAVE A BALL THAT as easily as they move. Let ‘“‘Geme’’ step up your 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- 


cal prospect for ‘‘Aeme’’ Ball Bearing Casters. 


The manufacture of ‘“‘Aeme’’ Casters will be discontinued for the duration. 
We can only supply ‘‘Aeme’’ Casters te customers with high priority ratings. 


THE SCHATZ MANUFACTURING CO. 
U. S. A. 


REPRESENTATIVES LOCATED AT 
Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 





GENERAL 


POWER AND HAND SICKLE GRINDERS rey, ag 
KEEP YOUR FARM TOOLS NEW \\ / f7%, 


Increased harvests are as important as guns and airplanes this 
year. Our country needs foods . . . more and more of them 
to keep in fighting trim. “General power and hand Sickle 
Grinders will help produce more by keeping hard-to-replace farm 
tools in fighting trim. Buy from your regular jobber. 















SICKLE s POWER SICKLE 
¥ — GRINDER 


Clean, sharp cutting, true = 

tunning, perfectly leveled. @. ao general utility 
Made from high quality rinder for all farm work. 
abrasive mineral, electsi- harpens six_ sections at a 
cally fused. All sizes. time. V or Flat belt drive. 











HAND SICKLE GRINDERS \ 
Sturdily built for long usage. Accurately ma- 


chined gears and pinions. Electrically fused 
sickle cones. 


GENERAL HARDWARE COMPANY 


3618 W. PIERCE STREET MILWAUKEE. WISCONSIN 
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May Be Possible to Make 
88,000 Elec. Ranges in 1944 


(Washington Bureau 
of HARDWARE AGE) 


WPB has announced that in- 
stead of limiting production to| 
64,000 domestic electric ranges 
for 1944, previously an- 
nounced, it may be possible to 
produce 88,000. It was empha- 
sized, however, that while produc- 
tion is expected to get under way 
during this quarter production 
for the first few months will be 
needed to meet military and Fed- 
Public Housing  require- | 
ments. Ranges for essential civil-'| 
ian replacements will probably 
be available before the 
md quarter. 

It has been recommended by | 
the industry that the 
order, which will permit this pro 
duction, be flexible to 
permit each manufacturer in the 
industry who may to par- 
ticipate in the program to do so, | 
either immediately upon issuance 
of the order, or at a later date, if | 
he can demonstrate to WPB that | 
his labor force and facilities are | 
not then being used in war work. 

To assure actual production of | 
as many electric ranges as would 


| 


as 





eral 


not sec- | 


proposed 
enough 


want 


be permitted to be made under | 
it has been suggested 
to go 


the order, 
that manufacturers unable 
into production themselves be al- 
lowed to have other manufactur- 
ers, whose eligibility has been 
established by WPB, produce | 


| 
gram. 


ranges. with 
brand name, 


quota of 
page os their own 
3 they wish. 


their or 


It was further suggested that 
manufacturers producing 
electric ranges under appeal to 
fill specific orders for Government 
use be brought into the program 
as soon as they complete those 
orders and that after the issuance 
of the WPB limitation order 
new appeals for permission to 
produce ranges to fill such spe- 
cific orders be granted. That is, 
present production under appeal 
would be merged with production 
under the program 
gradually in an orderly fashion. 


now 


emergency 


Under the program, each manu 


facturer’s output would be lim- 
ited to a certain percentage of his 
production in whatever base year 
it is decided to use. 

The feasibility of permitting 
each manufacturer to produce a 
single standard four-burner mod- 
el, selected by him for his former 


line, in addition to the three 





may result in other critical war , 
industry plants being slowed | 
down, or stopped entirely be- 
cause of a lack of work gloves. 
Applications for preference rat- 
ing on work gloves required dur- 
ing the second quarter of 1944 
should be filed between Feb. 15 
and March 1, with deliveries 
spread over April, May and June. 





| 
LIMIT MAKERS TO 
SIX MOS. SUPPLY | 


ELEC. WASHER PARTS | 


Effective Jan. 1 revision of | 


Limitation Order L-6, WPB ruled | 
that no manufacturer shall pro- | 
duce or assemble any domestic 
washing machines or ironers ex- 
cept after approved application 
to the WPB. Usually such ap- 
proval will not be granted unless 
the materials or parts were in the 
manufacturer’s possession before 
Jan. 1, 1943. 

No manufacturer may produce 
repair or replacement parts for 
which would 


washers or ironers, 


| result in giving him more than a | 


| sales wate the first half of 1943. 


burner apartment house type re- | 


quired for military and public 
housing projects has been 
mentioned in discussing this pro 
WPB says whether such 
permission can be granted under 
the order will depend upon 
whether the additional materials 
which such production would re- 
quire can be made available. 


also 


New Regulations Designed to Conserve 
Available Supplies of Work Gloves 


Shortages of work gloves, and 
their importance to the war pro- 
duction program, have made it 
necessary to take precautionary 
measures for conserving available 
supplies, the War Production 
Board announced Jan. 21. 

To eliminate waste and over- 
buying, war industries requiring 
work gloves in their operations 
are being instructed by WPB to 
fle WPB Form PD-1A applica- 
tions for preference rating in pro- 
curing work gloves. Applications 
are to be filed on a quarterly 
basis, and made by the first of 
the month preceding the calendar 
quarter during which deliveries 
are required. The quantities ap- 
plied for must be restricted to 
minimum requirements, 
current average monthly 
sumption for the preceding three 
months, WPB said. 

In making application for pref- 
erence rating for procuring work 


based on 
con- 





gloves it is essential that com- 
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plete information be given om 
each of the following items: 

(a) Description and quantity 
in dozens, 

(b) Number of employees re- 
quiring work gloves. 

(c) Average monthly consump- 
tion for preceding three months. 

(d) Names of regular sup- 
pliers. 

(e} Where possible, the brand 
name of glove required. 

(f) Glove inventory. 

(g) Quantity due on uncom- 
pleted orders. 

Because of existing shortages, 
it is not possible to permit stock- 
piling of work gloves, WPB 
officials said. 


awaiting 


Gloves lying idle, 
to employees 


issuance 








six months supply, based on his 





| War 


|nounced Jan. 6. 


BLANKET MRO FOR 
INTERCOMMUNICATING 
*PHONE SYSTEMS 


Blanket MRO (maintenance, 
repair and operating supplies) 
ratings may be used to add sta. 
tions to an existing wire inter- 
communicating system to bring 
it to its designed capacity, the 
Production Board an- 
An intraplant 


| telephone system would be an 


jexample of such a wire inter- 
communicating system. 

Thus, if an intercommunicating 
system is designed for 16 sta- 
tions, and only 12 stations have 
been installed, four stations may 
be added by use of blanket 
MRO ratings. However, any ex- 


| pansion beyond the 16 stations, 
|or any enlargement of the de. 


signed capacity or any expansion 
of it, may not be obtained by 
use of blanket MRO ratings, 
since use of these ratings for 
obtaining electronic intercom. 


|municating systems or wire sys- 


tems is prohibited under Priori- 


| ties Regulation No. 3. 


The ruling was given in In- 
terpretation No. 8 to Priorities 
peaeumnanen No. 3. 


No Ratings Needed for Sale of nan 
And Used Fired Water Heaters 


Both new and used direct and 
indirect fired water heaters may 
now be sold to consumers for re- 
placement and maintenance pur- 
poses without ratings, the War 
Production Board announced 
Jan. 22. A purchaser need only 
certify to his dealer that such 
equipment is needed to replace 
equipment worn out, damaged 
beyond repair, or destroyed, and 
that it will not be used to re- 
place usable equipment or to 
make a substitution that would 4 
provide more extensive facilities. 

Provisions of Order L-185, 
Water Heaters, which limited 
sale of such equipment to orders 
rated A-10 or better, were re- 
voked to bring that order into 
conformity with the provisions 
of order L-79, which was recently 
amended to simplify the sale and 
to eliminate unnecessary paper- 
work in connection with the sale 
of plumbing, heating, and cook- 
ing equipment. 

Order L-185 was primarily 
concerned with production of 
water heaters. Order L-79 now 
controls the sale of all plumbing, 
heating and cooking equipment. 





Order P-84, which assigned a 
rating of AA-5 to purchase of 
water heaters by consumers for 
replacement and maintenance 
purposes, was revoked Jan. 15. 
1944, when L-79 was made the 
controlling order over sale and 
transfer of plumbing, heating 
and cooking equipment. 

Sale of these heaters for other 
than replacement or maintenance 
purposes is still subject to WPB 
approval. Homeowners should 
apply for preference ratings on 
WPB Form 2631, while industrial! 
and commercial users should ap- 
ply on WPB Form 541. 

Purchase of water heaters by 
sellers is now controlled by 
Order L-79, which assigns a 
rating of AA-3 to enable them to 
purchase and maintain an inven- 
tory of such equipment for new 
installations as well as for re 
placement purposes. 


CEILINGS SET ON 
100 STYLES OF 
WORK GLOVES 
Manufacturers’ dollar-and-cents 
ceiling prices on approximately 
100 styles of cotton, Jersey and 


leather palm staple work gloves’ 


used by essential war workers 
have been fixed by OPA. Details 
are included in new MPR 506 
effective Jan. 21. 
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41% PROFIT MARGIN... 
with New TAPERLITE Streamlined Assortment 













Candles are a big new hardware-store item— 
especially during these times of war shortages! 
For a quick and continuous response—for real 
profits, order your striking new counter display 
of Will & Baumer Taperlites. 









Taperlites are the only popular-priced hand- 
dipped candles with the new Firmfit End that 
prevents tipping and dripping .. . and they’re 
made with all the style and fine craftsman- 
ship that are Will & Baumer standards. War- 
time uses and emergencies make fast-selling 
Taperlites a must on your counter. 
















Freel! This Handsome Counter Display Stand 


.. » with your order for the new introductory ‘‘ Assortment 1,000" 


8 doz. 10” Taperlites to retail at 15¢ a pair Standard Color Arrangement—2 doz. White; 
8 doz. 15” Taperlites to retail at 20c a pair 2 doz. Old Ivory; 1 doz. Blue; 1 doz. Peach; 1 doz. 











TOTAL RETAIL VALUE ... $16.80 Foliage Green: 1 doz. Yellow. 
COST TO DEALER oe $10.00 Other colors available if -desired: Cream, Pink, 
DEALER'S PROFIT $6.80 or 41% Red, Dark Blue, Apple Green, Sunshine Yellow. 






Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 


ORDER Your Introductory Assortment from Your Wholesaler TODAY | 


1f He Can't Sepply You, Mail Your Check for $10.00 Direct 


WILL & BAUMER CANDLE CO., INC, Estoblished 1855 


Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 















Your sales will shy- rocket 


WITH THE NEW 


FLY ROCKET 


ALL PURPOSE 
SPRAYER 











Durable lightweight con- 
struction. All parts will 

not rust. Pump tube is %” 
hard chip-board, waxed _ih- 
side and out to protect it from 
oil and spray liquids. Overall 

length 14”, height 5”, 8 oz. amber 
jar included. 


NEW “double-action” EASY DUSTER 


A new ACTIVATOR device 
creates a miniature “dust 
storm” inside the duster 
body so that a uniform dust 
cloud is expelled through 
the discharge tube. 


oy IMPROVED 1944 MODEL 
£ auart sizE SPRAYER 


Rap" The hard chip-board pump tube 

is waxed for protection from 
spray liquids. New palm-fit 
handle. Plastic head, nozzle, and 
syphon tube will not corrode. Fits 
any standard quart mason jar. 
Sold without jar. 















OMe 


Makers of ae 4 
FARM EQUIPMENT — 


for over 20 years 














The EASY 
Continucus 


AMERICAN SPECIALTY CO. SPRAYER 





AMHERST, OHI9 _.# WRITE FOR DEALER CIRCULAR TODAY : 
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Fill up those “Wide Open” 


spaces 






on your 


counters 





with THE MOTH-GAS LINE! 





The Moth-Gas Line is more than just a 
happy solution to the problem created by 
merchandise shortages. The Moth-Gas Line 
would be a profit line for you even if your 
shelves were loaded with merchandise. 
That’s because it’s a complete line ! 

Every woman who comes in to your store 
is a customer for not just one — but two, 
three, and even four Moth-Gas items. 1944 
is going to be a big year for conservation, 
and Moth-Gas offers your customer a 
specific Moth-Gas product for every moth- 
killing job. 


‘ 


Moth-Gas Vaporizer & Re- 
fill to hang in the closet. 


Moth-Gas Hail for every 
storage need. 


Moth-Gas Liquid Frost. A 
spray for clothing, furs, rugs, 
furniture, etc. 


Moth-Gas Clothes Savers. 
Handy rings to hang in stor- 
age bags. 

Moth-Gas Insect Spray. 


Vermin and insect destroyer. 


Moth-Gas Garment Bags. 
Moth Proof. Dust Proof. 


Stuck Moth-Gas. Display Moth-Gas. And pocket the extra 
dollars! Write today for the 1944 Moth-Gas Catalogue con- 
taining complete price list and description of line. 


the LEWY CHEMICAL company 
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707-709 BROADWAY, NEW YORK 3, N.Y. 














CMP Reg. No. 5 Changes in 
Lists Change Ratings for 
MRO for Some Manufacturers 


Preference ratings available to 
various industries for mainte- 
nance, repair and operating sup- 
plies (MRO) have been ad- 
justed by means of changes in 
the lists of CMP Regulation 
No. 5. Those industries which 
are included in List I are eligi- 
ble to use an AA-1 preference 


rating for MRO requirements 
and those in List If an AA-2 
rating. 


The current changes are: 
(1) Batteries, dry cells have 


| been moved from List II to List 


I, thereby making AA-l pref- 
erence rating available to their 
manufacturers. 

(2) Lighting 


equipment and 


accessories for aircraft, airport 


and marine purposes have heen 


| moved from List IT to List I, per- 





mitting manufacturers of such 
items to use AA-1 preference 
rating. For lighting equipment 
and accessories other than air 
craft, airport and marine, the 
manufacturers may use AA-2 rat 
ing. 

(3) Use of AA-1 rating has 
been limited to manufacturers of 
search lights and flood lights 
thus making manufacturers of 
spot lights and parts ineligible 
to use it. 

(4) Public warehouses eligible 
to use AA-2 preference rating 
have been limited to dry and 
open storage warehouses. 

(5) Refrigerated warehouses 
of perishable food products have 
been made eligible to use AA-1 
preference rating. 


Permit Making of Additional Items 
Of Enamel Kitchen Utensils 


Although makers of household, 


‘cooking and hospital enameled 


ware will be permitted to make 
three additional items, over-all 
production will remain substan- 


| tially the same as before, WPB 





announced on Jan. 8. Drip 
coffee makers (6 to 9 cup ca- 
pacity), teakettles (4 to 7 qt. 
capacity) and combinets (8 to 
12 qt. capacity) may now be 
made in addition to those items 
they have been making. Each 
maker of the newly added items 
may make them in only one 
size, and all may be made with 
metal covers. 

To produce enameled ware for 
civilians, each manufacturer may 
use 70 per cent as much iron and 
steel as he used in the year end- 
ing June 30, 1941. The previous 
rate for non-hospital ware for 
civilian plus military and export 
orders was 75 per cent, except 
that 125 per cent as much iron 
and steel could be used for water 
pails as was used for enameled 
water pails, buckets, and tubs in 
the base period. As previously 
the number of roasters produced 
by a manufacturer may not ex- 
ceed 15 per cent of the number 
he produced in the base period. 
Yearly quotas for materials, 
whether for civilian or for mili- 


tary and export orders, will be | 





distributed equally over the four 
quarters of the year, excepting 
roasters, which may be produced 
at any time during the year. 
Makers unable to use their full 
quota in one quarter may carry 
the unused balance over into the 
following quarter. These pro- 
visions are set forth in Limitation 
Order L-30-b, as revised Jan. 8. 
1944. Simplified list of hospital 
items permitted to be made 
which formerly appeared as 
Schedule 1 of L-214, has been 
incorporated into Table A of 
L-30-b, and the former schedule 


simultaneously revoked. 


CEASE RESTRICTIONS 
ON HARD-FACING 
MATERIALS 


Restrictions on the distribu- 
tion, sale and use of hard-facing 
materials were removed Jan. 12, 
by the War Production Board. 
These materials are alloys con- 
taining cobalt, chromium, tungs- 
ten, nickel molybdenum, vana- 
dium, or secondary aluminum. 

This action was effected by the 
revocation of General Limitation 
Order L-223, and was made pos- 
sible by the current satisfactory 
supply-demand situation of the 
dloving materials involved. 


. 
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To Ration Cooling Systems 
Of Milk Refrigeration Systems 


Refrigeration systems for im- | 


Farm Rationing Committee and 


mersion and tubular type farm} makes application for the re- 


milk coolers have been placed | 


frigeration unit. If his applica- 


under rationing by order of the | tion is approved, he is given a 


War Food Administration. 


Ra- | ration certificate for presentation 


tioning, to be handled by County | to his supplier, thus eliminating 


Farm Rationing Committees, re- 
places the procedure formerly 


in use, by which farmers filed ap- | 
plications with the War Produc- | 
| not cover refrigerating systems 


tion Board. 


The new rationing provisions | 


the procedure of filing an appli- 
cation with the War Production 
Board. 

The supplementary order does 


for immersion and tubular types 


apply only to cooling systems,| of farm milk coolers purchased 
not to the cabinets in which the | by Federal agencies or other per- 


units are installed. Rationing | sons 
applies only to cooling systems | for non-agricultural use. 
It is not ap-| agricultural buyers continue to 
| make application for such equip- 


for use on farms. 
plicable to repair parts, 


Under the new rationing order | 


who desire the equipment 
Non- 


ment according to provisions 


(Supplement No. 7 to FPO 14) | Specified by WPB Order L-38, as 


the farmer goes to his County 


amended. 


Rotenone Makers May Appeal 
For Relief in Certain Cases 


The OPA, under Amendment 
4 to Maximum Price Regulation 
298, has provided a means for 
makers of rotenone insecticide 
“with frozen low prices” a 
method for adjusting prices. 
Under the maximum price regu- 
lation governing sales of rotenone 
products, makers of certain 
finished rotenone insecticides 
were permitted to charge no more 
than (1) their March, 1942, ceil- 
ing or (2) their 1941 price plus 
increased costs of materials, 
whichever was lower. That re- 


LIMITATIONS ON ANTI- 
FREEZE CONTAINERS 
The War Production Board an- 
nounced Jan. 21 the revocation 
of Order L-307, which prohibited 


the use of new containers of less 


than five-gallon capacity for pack- 


aging anti-freeze mixtures other 
than the ethylene glycol type. 
The effect of the revocation is to 
permit the use of glass containers 
of more than 11/6 gallon ca- 
pacity (140 fluid ounces) for 
any type of anti-freeze. Metal 
containers of one gallon and over 
may be used for ethylene glycol 
anti-freeze. 

Two orders issued early in 
January contro! glass containers 
of less than 140 fluid ounces and 
metal containers. Order L-103-b 
lists products that may be pack- 
aged in such glass containers; it 
prohibits their use for anti-freeze. 
Order M-81 lists products that 
may be packaged in metal con- 
tainers and sets up quotas and 
permitted sizes, according to use. 
The order permits the use of 
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quirement, says OPA “subjects 
a relatively few sellers to hard- 
ship.” This action, which was 
effective Jan. 14, permits “those 
low-price sellers to petition for 
individual price adjustment.” 
To obtain such price adjust- 
ment the company must show 
that it cannot continue selling at 
its present maximum price and 
that any adjustment granted will 
not raise its price above that of 
a competitor who might sell to 


his customers in the event he 


were forced out of business. 


metal containers of one gallon or 
larger for ethylene glycol anti- 
freeze. 

Ethylene glycol anti-freeze is 
the type used in commercial 
motor vehicles and stationary en- 
gines and is complete for use 
with the addition of water. 
Other types of anti-freeze are 
ready for use without the addi- 
tion of water or other ingredients, 
and are in general use for civilian 
passenger automobiles. 





ADDING MACHINE, ETC. 
SALE RULE EASED 


Recently WPB has authorized 
unrestricted sale of non-electric 
adding and duplicating machines, 
based on a percentage of each 
manufacturer’s total 1941 bill- 
ings. 

This amendment to order L- 
54-c (office machinery), also re- 
voked restrictions on maufac- 
turers’ sales of used office 
machinery produced after Dec. 
31, 1940. 





FOR SMALL DRIVES 





From Tueson to Toledo, from Butte to Balti- 
more, the demand for replacement parts is the 
greatest in history. “Fix °em up— make ’em 
last” is the Nation’s by-word. Owners of home 
workshop equipment, oil burners, washing 
machines and other household appliances have 
found the Gilmer “Eye-Ful” Tower the answer 


to their V-belt replacement needs. 


This compact assortment of 35 belts will 
take care of 887 different light-duty drive 
requirements and the attractive counter dis- 
play helps them sell themselves. For you it 
means $14.01 easy profit on a $21.01 invest- 
ment. Don’t wait. Order yours 


today. {/] 


L. H. GILMER COMPANY 


TACONY, PHILADELPHIA 35, PA. 







L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 






Send me the complete Gilmer “Eye-Ful" Tower Assortment 
No. 350 as follows: 
1—35 assorted V-belts for household appliances. 


2—Gilmer Handimeter (patented) for quick measuring 
of belts. 
3—Display stand, sign, inventory form. 









4—Gilmer Belt Catalogue, America’s Belt Bible 






Bill me $21.01 through your nearest jobber. 







NAME 


ADDRESS 
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Permit Production of 
Pre-War Baby Carriages 


WPB, on Jan. 10, 
thorized production of pre-war 
model baby carriages, strollers, 
walkers and pushcarts, under re- 
moval of certain restrictions in 
Order L-152, as of Jan. 8, 1944. 
War model baby carriages had 
previously been permitted to con- 
tain not more than nine pounds 
of metal per single unit, and 
strollers, walkers, and pushcarts 
no more than 1% pounds. Re- 
moval of these restrictions does 
not mean unlimited production 
of these items since WPB will 





continue to control the use of | 
materials through quarterly allot- | 


Cast Iron Boiler 1944 


1944, au-| ments under the Controlled Ma- 


terials Plan. 

It is hoped WPB that 
enough material will become 
available throughout 1944 to keep 
production of baby vehicles high 
enough to. take care of the ex- 
pected increase in births in 1944, 
This would mean production at 
the capacity of the 
which is between 750,000 and 
800,000 baby carriages and 650,- 
000 strollers, walkers and push- 
carts per year. Current produc- 
tion of the war model vehicles by 
the industry is at approximately 
that rate. 


by 


Prodaction 


Permitted to Equal That of 1940 


(Washington Bureau 
of HARDWARE AGE) 


Production of cast-iron boilers 
during 1944 equal to 100 per cent 
of the number produced in 1940 
has been provided for by WPB 
in an amendment to Order L-187. 

The revised order places the 
quota allowance for 1944 produc- 
tion on a quarterly basis. Each 
manyfacturer may produce each 
quarter 25 per cent of the low 
pressure cast-iron boilers he 
manufactured in 1940. However, 
the provision is made that any 
producer may exceed this quota 
if he obtains permission from 
WPB. Quota assignments include 





production for all purposes, in- 
cluding the armed services, hos- 








EASE RULES ON COPPER, 
STEEL, ALUMINUM SALES 
BY WAREHOUSES, JOBBERS 


Rules governing sales of cop- 
per, steel, and aluminum by 
warehouse and distributors have 
been eased by WPB. 

Restrictions on deliveries of 
steel by warehouses to 40,000 lbs, 
or more to any one customer at 





any one time at any one destina- 


tion have been eliminated be- | 


cause the warehouse steel supply 


situation has improved greatly | 


during recent months. 

Steel distributors, however, are 
still permitted to withhold de- 
liveries of any order which would 
deplete their stocks. 

The provision of the regulation 
permitting steel distributors to 
fill orders in amounts of $10 or 
less, without endorsement, has 
been modified to permit them to 
fill orders in amounts of $25 or 
less without endorsement. 

Revised provisions of CMP 





regulation No. 4, permit copper 
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pitals and war housing. Quota 
limitations do not apply to the 
manufacture of repair parts for 
boilers. 

Under the revised order, the 
definition of cast-iron boilers in- 
cludes boilers to provide heat for 
the interior of structures, for 
processing, or for domestic hot 
water supply. Manufacturers will 
continue to file a monthly report 
of shipments, inventory and re- 
pair parts on Form WPB-1510. 

Applications on Form WPB- 
1719 for authority to produce and 
deliver cast-iron boilers for the 
armed services, hospitals and cer- 
tain war housing projects will no 
longer be necessary. 


wiremill products purchasers to 
place orders with warehouses for 
not more than 3,000 pounds for 
delivery from stock during any 
one calendar month. In the case 
of brass mill products, the ag- 
gregate delivery of any one item 
cannot exceed 2,000 pounds in 
any one month to any one cus- 
tomer. 


SOME MILK PAIL 
MAKERS CAN SEEK 
PRICE RELIEF 


Manufacturers whose ceilings 
for milk pails have been below 
their total unit costs on Jan. 12 
were granted means of seeking 
individual relief by the Office of 
Price Administration. 





industry. 





| of the year. 


Such manufacturers are au- 
thorized to apply to OPA for in- | 
dividual relief so that they may 
continue production. The pro- 
vision is set up to cover only 
those milk pail manufacturers 
who are certified to be essential 
by the War Production Board, 
and relief will not be granted 
unless it appears that purchasers 
customarily reselling the -bulk of 
the manufacturer’s output can 
absorb the increase without un- 
due hardship. This action was 
taken in Amendment No. 9 to 
Order No. A-2 under Maximum 
Price Regulation 188—Manufac- 
turers’ Maximum Prices for Spec- 
ified Building Materials and Con- 
sumers’ Goods Other than 
Apparel, effective Jan. 12, 1944. 


TIGHTEN STEEL DRUM 
USE RESTRICTIONS 


The War Production Board on 
Dec. 29, 1943, issued Limitation 
Order L-197, as amended, tight- 
ening restrictions on steel drums. 

Under the original order, prod- 
ucts were divided into two 
classes. For products of one 
class, use of both new and used 
drums was prohibited without 
authorization by the WPB, while 
in the other class although the 
use of new drums was prohibited, 
used drums were permitted. 

Under the amended 
products are classified in three 
categories. Those in the first 
category cannot be shipped in 
steel drums; those in the second 
category cannot be shipped in 
new steel drums. Those in the 
third category can be shipped in 
new drums only when authorized 
by WPB, but may be shipped in 





order, |, 





used drums. 


Revised Version of Form 





PERMIT TWO MORE 
TYPES WHEELBARROWS 


Two types of wheelbarrows for 
use in coal delivery and coke 
handling have been added to the 
types that may be manufactured, 
the War Production Board an- 
nounced Jan. 10, by amending 
Schedule VII to the hand tools 
simplification order L-157. 

Wheelbarrows formerly per- 
mitted under schedule have not 
been satisfactory for coal dealers 
and coke producers; the added 
types are designed to fill the 
needs of these two groups. The 
coal delivery wheelbarrow has a 
long narrow snout to permit de 
livery of coal directly from the 
barrow to the cellar window with- 
out the use of a coal shute. The 
coke handling wheelbarrow. is 
larger than any hitherto per- 
mitted, thus making it possible 
to carry more coke per barrow. 
Because coke is relatively light 
in relation to its bulk this larger 
carrying capacity is desirable. 





LEAD-FREE OXIDE 
ALLOCATED IN M-11-a 


The War Production Board on 
Dec. 29, 1943 issued General 
Preference Order M-ll-a, as 
amended, placing lead-free zinc 
oxide under alloeation, and list- 
ing its permitted uses. The 
amended order exempts deliveries 
of two tons or less. This ex- 
emption, it is estimated, will af- 
fect only about five per cent of 
the total amount produced. The 
permitted uses cover not only 
the quantities under allocation, 
but also shipments of two tons 
or less. 


(PD-1A) Mas 
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Be Used in Making Applications 


Business firms and individuals 
who normally. apply for priority 
assistance on WPB form 541 
(formerly PD-1A) for the ac- 
quisition of' equipment or ma- 
terials other than controlled ma- 
terials, were warned Jan. 20 by 
the War Production Board that 
effective Feb. 1 only applications 
made on the new revised version 
of that form will be considered. 
The old form will be honored 
only until Feb. 1. 

Ample supplies of the 
form have been available in all 
WPB field offices since the first 


The new form may 


new 





be identified by a listing of WPB 
field offices where, in accordance 
with indicated instructions, these 
applications are now to be filed. 

As of Feb 1, all applications 
made out on the old form or 
applications filed with Washing- 
ton rather than with the WPB 
field office nearest the person 
seeking priority assistance, will 
be returned for re-filing. Appli- 
cants were urged by WPB to ad- 
here to these instructions to save 
their time and the unnecessary 
delays in final action which im- 
proper filing will entail, WPB 
said. 

The handling of these applica- 
tions in the field has been pro 
gressively stepped up as WPB 
field offices have assumed greater 
responsibilities. in carrying out 
the WPB decentralization pro- 
gram. 
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— TAKE OFF _} 
youR HAT TO THE 


The Best Known 
Brand Name in Pumps 


and Water Systems 


More Myers Water Systems 
are in use than any 


other make! 


- . . reason enough why 
the best dealers 


sell Myers. 


THE F. E. MYERS & BRO. 
1000 Church St.. Ashland, Ohio 


Pumps © Water Systems ® Sprayers © Hay Unloading Tools 


FEBRUARY 3, 1944 





Cc oO. 
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Downward Trend Again 
In Wholesalers Stocks 


(Washington Bureau 

of HARDWARE AGE) 
Although OCR civilian produc- 
tion programs now are admittedly 
higher than at any time since the 
United States entered the war 
and surplus goods may reach the 
market in volume for the first 
time this year the stock position 
of the hardware wholesaler con- 
tinues to drop. Since initial re- 
conversion will be on a small 
-cale the problem of replenishing 
the stocks of both the whoesaler 


and the retailer is a grave one. | 
| 1943, of 


Figures presented to WPB by 
a cross-section of the Nation’s 
wholesale hardware distributors 
show an average decline in inven- 
tory. For example stock on hand 


Oct. 1, 1943, as compared to Jan. 
| 1, 1943, averaged 87.6 per cent 
while stock on hand Dec. 1 as 
compared with Jan. 1 averaged 
only 81.08 per cent. Stock on 
hand Oct. 1, 1943, as compared 
with Jan. 1, 1942, averaged 54.4 
per cent, while on December 1, 
compared with same period, it 
had risen to 56.08 per cent. How- 
ever, it should be pointed out 
that there was an overall rise in 
1943 over the low of 1942, and 
that a drop has again begun. 

Sales for the first 11 months of 
the reporting whole- 
salers, averaged 95.86 per cent as 
compared with the first 11 months 
of 1942, which points to an ever 





increasing depletion of stock. 








WMC Declares Elec. Motor Repairmen, 
Oil Burner Repair-Installation Men 
Are On Critical Occupations List 


The jobs of all-round repair- 
man of electric-motor equipment 
and all-round repairman and in- 
stallation man of oil burner 
equipment have been added to 
the list of critical occupations, 
the War Manpower Commission 
announced Jan. 5, 1944. 

All occupations on the critical 
list, it was explained, are among 
the essential occupations listed 
by the commission. For inclusion 
on the list of critical occupa- 
tions (a) the shortage of the 
skill must be so acute “as to 
impede or threaten to impede 
war production;” (b) the occu- 
pation must be one requiring 
lengthy training and considerable 


experience; (c) the occupation 
must be of such a type that re- 
placements cannot readily be 
made by upgrading; and (d) it 
must be an occupation for which 
there is a definite need in indus- 
tries in which current production 
schedules must be maintained or 
expanded for the successful 
prosecution of the war. 
Workers possessing skills in 
critical occupations are subject 
to particular consideration in 
connection with Selective Service 
classification and in connection 
with selective placement activi- 
ties of local United States Em- 
ployment Service offices. 











REMOVE PIG IRON 

FROM ALLOCATION 
Because expanding production 
of pig iron has brought produc- 
tion and requirements into vir- 


tual balance, the War Produc- | 
tion Board on Dec. 21, 1943, is- | 


sued General Preference Order 
M-17, as Amended, removing pig 
iron from allocation Feb. 1, 1944. 

Under the amended order, 
WPB specifically retains the 
power to issue specific directions 
with respect to production and 
delivery, in order to take care of 
individual critical cases. 

In addition, beginning Jan. 1, 
1944, producers will be required 
to file simplified monthly reports 
on production, shipments and in- 
ventory, rather than the more 
complete forms required hereto- 
fore. This procedure will enable 
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WPB to keep a check on whether 
requirements are being met, and 
to discover any weak spots. 

Consumers are no longer re- 
quired to file reports. 





PERMIT INCREASED 
QUOTA ON ROTARY 
FILE MANUFACTURE 
The quantity of special (non- 
standard) rotary files that a ma- 
chine tool accessory manufac- 
turer may make was increased 
Jan. 4 by the War Production 
Board. 

















The quantity that he may make | 


in any month was increased to 


25 per cent of his total file pro- | 


duction in the preceding month. 
The previous figure was 10 per 
cent. WPB made the change by 
issuing an amendment to Sched- 
ule IV of Limitation Order L-216. 

The amended schedule also 
permits a manufacturer to supply 
“chip breakers,” or transverse 


grooves, in the cutting section of | 


a rotary file, if specifically re- 
quested by the purchaser. The 
cutting of “chip breakers” in ro- 
tary files had been prohibited 
since June 15, 1943. 
NEW BATH TUBS AT 
1942 CEILINGS 


Ceiling prices for 50,000 recess 
type cast iron bath tubs to be 
produced by five manufacturers 
under direction of the War Pro- 
duction Board will be the same 
ceiling prices that were in effect 
when bath tubs were last manu- 
factured in mid-summer of 1942, 
the Office of Price Administra- 
tion said Jan. 12. 

The bath tubs, to be produced 
before next April 1, are for in- 
stallation in critical war housing 
projects with National Housing 
Authority priority in the P-19 
and P-55 series, bearing the 
symbol H-1. 

LIMITED STEEL FOR 
FURNITURE SPRINGS 


Manufacturers of upholstered 
wood furniture, who have been 
resorting to wooden springs, vari- 
ous types of padding, and other 
devices, have been granted per- 
mission by WPB to resume the 
use of a very limited quantity of 
steel springs. The new products 
will probably be on the market 
in about 60 days. 

By modification of wood furni- 
ture order L-260, provision has 
been made to permit each manu- 
facturer to use in each quarter 
of this year, 12% per cent of the 
quantity of springs that he used 
in the year 1941, measured on the 
basis of dollar value. 





MAKERS MAY SHIP 
| WITHOUT ATTACHING 
LUGGAGE PRICE TAGS 


| Amendment No. 2 to MPR 476, 

on Luggage, effective Jan. 3, 
| 1944, permits manufacturers to 
ship, through Jan. 30, 1944, with- 
out attaching retail price tags, 
any luggage that was sealed in 
cartons prior to Oct. 16, 1943. 
This amendment was made to save 
manufacturers the expense of re- 
handling such merchandise. How- 
ever, shipments of such luggage 
must be accompanied with a sup- 
ply of price tags setting forth 
the proper ceiling price for each 
article, together with a notice 
that the purchaser must himself 
attach a tag on each luggage 
item. The notice also must con- 
tain a description of each item of 
untagged luggage shipped and its 
authorized retail ceiling price. 





LIMITS BRASS, COPPER 
TUBING, PERMITS 
COPPER BULL RINGS 


The War Production Board an- 
nounced recently that it has pro- 
hibited the manufacture of new 
brass or copper tubing, pipe or 
fittings for installation in gas 
supply and gas distribution sys- 
tems. 

At the same time, the WPB 
permitted the use of copper to 
make nose rings for bulls. This 
action was taken because steel 
rings were found extremely un- 
satisfactory by farmers, who 
ceased using them. 

It is estimated that about 240,- 
000 pounds a year of readily pro- 
duced type of copper rod will be 
needed for the bull rings. 

These actions effective Janu- 





ary 22. 1944, were taken by 
amending Conservation Order 
M-9-c. 


REMOVE MEXICO TWINE 
IMPORT RESTRICTION 


Restrictions on imports of 
twine made from sisal and istle 
waste in Mexico were removed 


Jan. 19 by WPB to meet the 





| need for wrapping twine. 








Revoke Priorities Regs. Nos. 11, 11A 


Inasmuch as the Production 
Requirements Plan, which dis- 
tributed materials to war and 
essential civilian production on a 
plant rather than a program 


was superseded on July 1, 1943, 
by the Controlled Materials Plan 





which does make materials avail- 
able on a program basis, WPB 
Priorities Regulations Nos. 11 


and 11A, which implemented 
PRP have become invalid, the 
War Production Board said 
Jan. 14. 


| These two Regulations have 
now been revoked, the WPB an- 
nounced today, finally liquidating 
PRP, except for possible continu- 
ing liability under it. The 
revocation orders do not termi- 
nate such liability. 
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Your Trade Gets 


One of America’s la 


$250 BOND 


rgest insurance companies guaran 


‘—y will be issued at no 


i ’ Heth dppb dca : 





THE MANHATTAN. No. 3245. 44'2" long, 19%" 
deep, 23” high. Prima Vera veneered waterfall lid. 
Hand-rubbed honey-blonde finish. Front panel and 
base of Prima Vera veneer. The graceful lines and 
perfect proportions a ¢ moderna design at its best 





THE WINDSOR. No. 3645. 45" long, 1912" deep, 
29%” high. New Guinea veneered waterfall lid. 
Matched New Guinea and Arched Walnut front 
panel. Base of Oriental wood. Full length drawer 
in base. Piecrust- shaped mouldings. 
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THE CROMWELL. No. 3545. 441” long, 19° deep, 2342” high. 
New Guinea veneered waterfall top. Matched New Guinea and 
Stump Walnut front panel with Marquetrie inlay. Base of Oriental 
Wood veneer, with secret silver drawer. Shaped moulding and base. 


Looking for a powerful aid in establishing and maintaining a BIG 
Cedar Chest volume? STERLING gives its jobbers and their dealers 
just that! 

Included in each STERLING Chest is a bond issued by one of Ameri- 
ca’s largest insurance companies— guaranteeing a 3-year moth insur- 
ance policy to the purchaser, without charge! Here’s conclusive proof 
of all-around protection for your trade. 

Over 70% solid %” aromatic Tennessee Red Cedar is used in every 
STERLING Chest, as recommended by the U.S. Department of Agri- 
culture. And that’s not all. Lovely, graceful styling . . . brilliant, 
hand-rubbed finishes . . . 5-ply laminated, warp-proof lids . . . dust- 
proof construction . . . interlocking corners .. . truly, here’s a line 
that shouts VALUE-PLUS to jobbers, retailers, consumers. 


Keep your eye on STERLING, the Cedar Chest line with Bonded 
Protection. 


JOBBERS: Write for your copy of the new catalog illustrating the 
streamlined wartime Srerunc Cedar Chest Line 


STERLING WOOD MFG. CO.,1858 Hastings Street 
CHICAGO 8, ILLINOIS 
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Again Revise WPB-547 (PD-IX)| 


May continue using previously revised 


form until March 31, 


after which date 


the new application form must be used 


Distributors wishing to buy 
rated goods directly from manu- 
facturers will, after Feb. 1, be 
able make application for 
preference rating on the simpli- 
fied WPB-547. Following 
useful discussion at Wholesale 
and Retail Industry Advisory 
Committee meetings, WPB-547 
has been partially redesigned to 


to 


form 


eliminate all possible paper work, 
to provide WPB with more com- 
prehensive information, to short- 
en the interval between applica- 
tion and rating assignment and 
to clarify some directions which 
experience had shown to be in- 
sufficiently explained. 

Principal WPB-547 change 
permits the applicant optional 
use of quantities of goods, rather 
than dollars, for all but one 
entry. Thus three mathematical 
computations may be eliminated, 
as many distributors have re- 


quested. However, careful exam- | 


ination of the problem showed 
that, unless dollars were retained 
for the final computation, more 
work and some injustice would 
result. 


METAL STRAP APPEALS 
THROUGH REGIONAL 
FIELD OFFICES, WPB 


Appeals from restrictions. on 
metal strapping for shipping con- 
tainers may now be filed in 
regional field offices of the War 
Production Board, it was an- 
nounced Jan. 7. 

Heretofore, such appeals had 
to be filed with the Containers 
Division of WPB in Washington. 
Appeals may be in the form of 
letters, but must be filed in 
triplicate and explain fully the 
grounds for appeal. 

This change has been made for 
the purpose of decentralizing ap- 
peals procedures in the Contain- 
ers Division, and was effected by 
amending Conservation Order 
M-261, 


LIFT COPPER BAN 
ON LUBRICATION 
EQUIPMENT 


The War Production Board on 
Dec. 20, 1943, lifted all restric- 
tions on the use of copper and 
copper base alloys for the pro- 
duction of lubrication equipment 
subject to the provisions of Ma- 
terials Order M-9-c and other 
materials orders, and at the same 
time, postponed the effective date 
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The new form WPB-547, to he 
identified by its date 2-1-44, may 
be used on and after Feb. 1, and 
may be obtained from WPB. 
Regional and district offices will 
be supplied with adequate quan- 


tities, or users may write io 
WPB’s Wholesale and Retail 
Trade Division in Washington. | 


So that distributors may have suf- 
ficient time to adjust themselves 
to the new form, and so that any 
remaining supplies of current 
forms will not be wasted, they 
may be used for 60 days follow- 
ing the effective date of the new 
form, or until April 1. On and 
after April 1, all preference rat- 
ing applications must be on the 
revised version of WPB-547. 

At a casual glance, the new 
WPB-547 will not appear strik- 
ingly different, but examination 
will show that the major space 3, 
has been considerably altered to 
allow most entries in quantities, 
if preferred by applicant, rather 
than dollars. In addition, the 
inventory base has been broad- 
ened so that a year’s picture is 
apparent. 


of the restrictions on the number 
of models, styles and sizes of 
such equipment until such future 


| dates as may be fixed, after fur- 
| ther consideration. 


| other 


This action was taken through 
an amendment to Limitation Or- 
der L-314. The order also makes 
clear that it does not prohibit 
the use of other preference rat- 
ing certificates, such as WPB- 
646, for marine suppliers, in 
addition to form WPB-547 
(formerly PD-1X) by any per- 
son who is entitled to use such 
forms in applying for 
preference ratings. 


BRASS, BRONZE FOR 
SOME VALVE NUTS 
Manufacturers have 


granted permission by WPB to 
use either brass or bronze in 


making nuts for several cate- | 


gories of valves, by amendments 
to Order L-252. 
This permission 


was granted 





| thorized to process construction 


| tions, if the cost of the project 





been | 


| quantities of pulp consumed for 


| 
} 
| 


| that purpose during the corre- 


in specifications, for nuts for 
packing gland flange bolts or 
studs in manufacturing iron gate 
valves and iron gleve and angle 
| valves. Previously only carbon 
steel had been permitted for 
these purposes the WPB Ship- 
building Division said. 

The use of brass or bronze also 
is allowed in the manufacture of 
nuts for attaching the swing 
check dise to a hinge or arm of 
ap iron check calve. Previously, 
only carbon steel or malleable 
iron was permitted for this pur- 
pose. 


WPB REGION OFFICES 
MAY OKAY BUILDINGS 
UP TO $25,000 


Regional offices of the War 
Production Board are now au- 


applications, with certain excep- 


is less than $25,000. This will 
provide speedier service to in- 
dustry on applications concerning 
small-scale projects. Formerly, 
the regional offices had authority 
to authorize construction appli- 
cations only up to $10,000. This 
new plan also provides that re- 
gional offices may designate cer- 
tain WPB District Offices to 
process such applications. An 
applicant desiring to begin con- 
struction costing less than $25,- 
000 need no longer apply to 
Washington to obtain authoriza- 
tion, or supplies of priority-re- 
stricted materials. He can get 
direct action by applying to the 
nearest WPB Regional Office or 





to a cao District Office. 





REMOVE VANADIUM 
RESTRICTIONS 


The War Production Board on 
Nov. 30, 1943, removed restric- 
tions on the delivery and sale 
of vanadium with the issuance of 
General Preference Order M-23- 
a, as amended. Hereafter, how- 
ever, vendors of more than 500 
pounds of the material in any 
month will be required to report 
all sales during that month on 
Form WPB-3454. 

This action was made possible 
by the fact that production and 
importations of vanadium now 
exceed the amount used. Con- 
trols of melts of alloy steel (the 
manufacture of which consumes 
98 per cent of all vanadium 
used) still remain in force. WPB 
officials pointed out that in the 
past four months no allocation 
request has been refused on the 
basis of end use. 





INCREASE PRODUCTION 
WHEELED TRACTORS 


Chairman Donald M. Nelson 
of the War Production Board an- 
nounced Jan. 7 that production 
of wheeled tractors, used prin- 
cipally on farms, was responding 
favorably to the combined efforts 
of the manufacturers, the War 
Food Administration, and the 
War Production Board to obtain 
increased output, Mr. Nelson 
said that telegraphic reports from 
manufacturers show that Decem- 
ber production of tractors was 
the largest for any month in two 
years—in excess of 20,000. as 
compared with a production of 
4,200 in December, 1942. 





Pra Muilisae Deliaition ili 


Small Curtain Rod, Fixtare Hardware 


(Washington Bureau 
of HARDWARE AGE) 


Small hardware used with cur- 
tain rods and fixtures is to be 
regarded as joining hardware 
under the terms of Order L-30-d, 


-aeeicaed to an _ interpretation 


' 





issued by WPB on Jan. 3. Iron 
and steel used for joining hard- 
ware for curtain rods and fix- 
tures is limited to five per cent 
of the weight of the assembled 
unit. 


Cat Pulp feo Making pe aes: 
Wrapping Paper 50 Per Cent 


Allocations of pulp for the 
manufacture of wrapping paper 
and bags during the first quarter 
of 1944 for civilian use amount 
to less than one-half of the 


sponding period of 1942, the War 





Production Board said Jan. 17. 

Commenting on this situation, 
Howard Coonley, Director of the 
WPB Conservation Division, 
said that there have already been 
cases called to his attention 
where grocers’ were unable to 
get bags and wrapping paper 
from their usual wholesale 
sources. He advised all retailers 
to put in effect strict measures 
of economy in the use of their 
present supplies of such items if 
they are to continue to take care 
of essential needs. 
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STAR RANGES HAVE BEEN LEADERS SINCE 











1895 * 





“DVS ranges have been one 
of our ‘leaders’ for many years” 


Early in 1929 the people of Jackson, Mich- 
igan, began to direct their footsteps to the 
Vermeulen Furniture, Inc., store. They must 
have liked the merchandise and the treatment 
they received, for store traffic has steadily in- 
creased, year after year. 
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Mr. F. C. Vermeulen, proprietor and general 
manager, has been associated with the mar- 
keting of DVS ranges for the past 18 years 
and gives these products credit for contribut- 
ing toward the success of his store. 


“DVS ranges,” says Mr. Vermeulen, “are one 
of our ‘leaders’ and I look forward to the re- 
turn of a most satisfying volume of business 
soon after the close of the war.” 


Other direct dealers have had a similar expe- 
rience with DVS Star gas ranges and are 
anticipating a resumption of full-profit busi- 
ness in the postwar period. 


A BORG-WARNER INDUSTRY 





%& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN *& 
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Production of Ranges, 


Boilers, Etc., 


Determined 


On Basis of Replacements 


Bureau 
AGE) 


(Washington 
of HARDWARE 


Production programs for 
ranges, stoves, heaters, boilers, 


furnaces, etc., for 1944 are being 
determined on the basis of neces- 
sary replacements only. Unless 
the war in Europe ends before 
the second half of the year be- 
gins, normal replacements in 
these lines are all that can be 
expected. 

The preliminary program calls 
for the following number of 
cooking and heating appliances: 

780,000 Gas ranges 

75,000 Combination stoves 

160,000 Coal and wood stoves 

600,000 Oil cooking stoves 

637,000 Gas heating stoves 

275,000 Oil heating stoves 

1,200,000 Coal and wood heat- 
ing stoves 

4,027,000 Tetal units for 1944 

Production programs for gas 
heaters call for 800,000 
standard prewar models, which 
is about 65 per cent of the pres- 
ent capacity of the industry. 

Delay in production of thes 
units and any increases which 
may be authorized might be held 
up due to price ceilings imposed 
by OPA and profit restrictions 
set up by Stabilization Director 
Fred M. Vinson. 

With material and labor costs 
alove normal levels, with 
additional reconversion expenses 


water 


well 


to be met, as well as those in- 
volved in starting production 
again and with production at a 
level which will not permit maxi- 
mum efficiency selling prices of 
standard model stoves and ranges 
would in most cases have to be 
above those that OPA and Mr. 
Vinson would be willing to ap- 
prove. 

However, it is not quite clear 
whether Mr. Vinson’s action of 
mid-December, restricting profits 
to 2 per cent on total unit pro- 
duction costs, was meant to cover 
all classes of goods. The real ob- 
ject of the order was to stimu- 
late production of highly com- 
petitive consumer goods, as 
serious shortages of necessary 
civilian items have been turned 
up recently. The first lines to 
get attention will be clothing 
and textiles. 

At the moment, OPA is unable 
to state just what the Vinson or- 
der includes. The stove industry 
feels that the order will not pre- 
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| vent them from securing favor- 
| able price adjustments to allow 
profitable production of necessary 
| replacement quotas. If such ad- 
| justments are not forthcoming 

OCR is expected to 
| case to OPA and OES. In any 


take the | 


case, there is still time, before 
stepped-up production begins in 
the second quarter, for the in- 
dustry to obtain a more definitive 
interpretation of the Vinson 
order. 

WPB is doing its part in ac- 
celerating the stove program and 
practically all limitation orders 
affecting the industry are now in 
the process of revision. The con- 
templated revisions all tend to- 
ward easing restrictions, how- 
ever, until they are finally re- 
| leased nothing definite should be 
| expected. This is evidenced by 
the recent WPB decision not to 
| revise M-126, after several months 





had been spent in preparing the 
revision. 

Production of cast iron boilers 
in 1944 equal to 100 per cent of 
the number manufactured in 1940 
has been approved by WPB 
Previously production had been 
restricted to the total weight of 
iron and steel used in manufac- 
turing boilers during the base 
year, rather than the quantity. 
Since M-126 still stands any ma- 
terials obtained for ranges and 
stoves to meet quotas authorized 
in limitation orders will have to 
be obtained by filing appeals 
with applications for CMP ma- 
terials. 











News of the Trade 








N. Y. HARDWAREMEN 
NAME COMMITTEES 


More than 40 members and 
| guests attended the Jan. 18 meet- 
ing of The Hardware Trade Asso- 
| ciation of New York, held at the 
| Railroad Machinery Club, 30 
| Church St., New York City, with 

E. T. B. Penman, Neal & Brinker 
| Co, president, conducting. Frank 
| Paxton, “Paxton The Memory 
Marvel,” performed his famous 
feats of memory. 

Co xmittee appointments were 
announced. The membership 
committee headed by W. W. 
Edwards, Federal Hardware Co., 
| has for its other members: W. S. 
Spier, The Lufkin Rule Co.; 
| M. T. Townley, Gilbert & Ben- 
nett Mfg. Co., and Merle Langel, 
Osborn Mfg. Co. Jack Perkins, 
J.H. Williams & Co.. as chairman 
of the golf committee, announced 
that at least two and _ possibly 
three golf parties would be held 
this year, consideration being 
given to one in Long Island, one 
lin New Jersey and possibly one 
in Westchester County. A. C. 
Flamman, Hughes, Flamman & 
Simpson, chairman of the enter- 
tainment committee. has as his 
gy E. L. Fenn, The Mill- 
ers Falls Co.; T. J. Crofton, 
H. B. Sherman Mfg. Co.; Roy 
C. Schmidt, Stanley Tools; Tom 
B. Hogben, The L. S. Starrett 
Co., and Kenneth A. Heale, asso- 
ciate editor, Harpware AcE. 





FORMICA FABRICATION 
CAPACITY TO EXPAND 


The Formica Insulation Co., 
Cincinnati, manufacturers’ of 
laminated plastics, has announced 
that its capacity for using raw 
materials for fabrication will be 
increased between 20 and 25 
per cent by installation of new 
treating equipment involving the 





infra-red principle of heating. 


| Also announced was the fact that 
| high priorities have been granted 
for the manufacture and installa- 
tions of the new treating equip- 
ment. The Formica production 
is practically 100 per cent for 
war materials, the largest part of 
which has been going into air- 
craft. 


HAYNES RETURNS 
TO U. S. TIME CORP. 


H. P. Haynes has recently re- 
sumed his duties with The 
United States Time Corp., New 
York City, after a leave of ab- 
sence. He will, as in the past, 
be in charge of the mid-western 
trade of the company from the 
Chicago, Tll., office. 


BOLDUC ELECTED 
PRES. OF NUTMEGGERS 


The Nutmeggers recently held 
their annual meeting and elec- 
tions in Hartford, Conn., at the 
City Club. The following off- 
cers were elected for the year 
1944: Joseph E. Bolduc, Wick- 
wire Spencer Steel Co., New 
York City, president; Donald W. 
Maclsaac, first vice president, 
Lt. U. S, Navy, Charles A. Peter- 
son, Laurel Industrial Supply 
Co.. Hartford, Conn., second vice 
president, Earle J. Hopwood. 


| Olds & Whipple, Inc., Hartford. 


Conn., secretary treasurer, and 
E. Cyril Sullivan, Hunter & 
Havens, Inc., Hartford, Conn.. 





assistant treasurer. 








Boston, Mass. 








PART OF THE SHOW COMMITTEE OF THE HOUSE- 
WARES CLUB OF NEW ENGLAND, INC.: The I Ith annual 
New England Housewares Show is to be held at the Parker 
House, Boston, Mass., from Feb. 7th to I Ith. Shown above 
is part of the committee in charge of the show. Left to right, 
seated: Frank Clopeck, manufacturer's representative; Robert 
1. Flower, co-chairman, manufacturer's representative; Francis 
W. Dolphyn, co-chairman, Robinson Clay Products; and 
Albert Britton Patterson, Wagner Mfg. Co. Rear, left to right: 
George D. Dinkel, manufacturer's representative; H. S. 
litz, Gans & Co.; and Joseph T. McElroy, Jordan Marsh Co., 
Other members of the committee include: W. 


H. Standen, Beh & Co.; and Paul M. Phillips, S. A. Weller Co. 
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Consumer Post-War Planning Provides 
Big Market for Numerous Lines Sold 
By Independent Retail Hardware Stores 


Nearly two-thirds of 35,000,000 families in this coun- 
try name purchases they desire to make when war 
ends, says U. S. Chamber of Commerce. Many plan 
purchases of major appliances, paint for outside or 
inside of house, complete bathroom or kitchen in- 
stallations, new heating equipment and additional 


bathrooms, etc. 


Sixty-feur per cent name one or 


more purchases they would make with ending of war. 


The Chamber of Commerce of 
the United States, Washington, 
D. C., has translated into family 
percentages its findings in its cur- 
rent survey of post-war consumer 
buying intent. Sixty-four per cent 
of the country’s 35,000,000 fam- 
ilies would want, they state, were 
the war to end tomorrow, things 
they have found impossible or 
dificult to get with the war in 
progress. Included in these men- 
tioned desires are numerous hard- 
ware store lines and services, in- 
cluding bathroom and kitchen 
equipment (including entirely 
new installations or remodeling 
projects), paint for the inside of 
the house or the outside of the 
house. Mechanical refrigerators, 
stoves, linoleum, heating equip- 
ment and such outside items as 
fences, outbuildings, barns and 
other farm equipment are in- 
cluded in desired expenditures. 
The survey was based on sam- 
plings. by means of personal in- 
terviews, with urban and rural 
families having incomes not in 
excess of $4,000 annually. Their 
wishes reflect buying intentions 
which the Chamber of Commerce 
of the United States would 
in many instances probably re- 
flect sharp underestimates of the 
consumer demand likely to ap- 
pear immediately after the war. 
Some of the earlier findings of 
the summary were published in 
the Oct. 14, 1943, issue of Harp- 
WARE AGE, 


Breaking down the figure of 64 
per cent who express intentions 
generally to buy, the following 
tables set up percentages of fam- 
ilies intending to buy particular 
things in the fields covered by 
the survey. A large majority of 
these desired purchases entail 
either or both hardware and al- 
lied lines of merchandise and 
services. Thirty-nine per cent of 
the home owners in the country 
say that if the war ended tomor- 
row, they would almost certainly 
make some sort of improvements 
or repairs in their properties 
within six months. Of the farm- 
ers, who own their own farms. 67 
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per cent, say they would make 
farm improvements. All of this 
adds up to a huge market of in- 
terest to the hardware dealer. 
The Chamber’s current sum- 
mary of its findings shows that: 


In the household appliance field: 


7.5% families intend to buy 
mechanical refrigerators. 

6.0% families intend to buy 
washing machines. 
families intend to buy 


4.0% families intend to buy 
vacuum cleaners. 

7.3% families intend to buy 
radios. 

2.4% families intend to buy 
sewing machines. 

4.3% families intend to buy 
electric irons. 

3.1% families intend to buy 
electric kitchen mixers. 


In home furnishings: 


3.9% families intend to buy 
living room furniture. 

1.9% families intend to buy 
dining room furniture. 

3.9% families intend to buy 
bedroom furniture. 

4.5% families intend to buy 
rugs and carpets. 

4.2% families intend to buy 
linoleum. 


4.4% families intend to build, 
or buy a new home within six 
months after the war is over. 


23% say they will spend 
$3,000 or less 

27% say they will spend 
$3,001 to —. 

% sa they will spend 

$5, 001 to $10, 000. 

12% say they will spend 
more than %310, 000. 

20% are not certain how 


much they will spend. 


39% of the home owners in 
America say that if the war ended 
tomorrow, they would almost cer- 
tainly make some sort of improve- 
ments or repairs in their proper- 
ties within six months. 


18.4% families intend to paint 
houses outside. 

7.38% families intend to put 
on new roofing. 

5.3% families intend to deco- 
rate interior. 

3.1% families intend to mod- 
ernize kitchen. 

4.5% families intend to add 
rooms. 

3.3% families intend to add 
new bathrooms. 

2.7% families 
new porches. 

5.1% families intend to in- 
stall new heating equipment. 

2.0% families intend to reno- 
vate present bathrooms. 

3.5% families intend to “make 
repairs” 


intend to add 





1.7% families intend to install 
new Plumbing. 


.99 families intend to re- 
fins floors. 
2.39% families intend to re- 


model outside, 

.9% families intend to finish 
attic or basement. 

3.2% families intend 
miscellaneous jobs. 


to do 


In addition to improving their 
homes, 67% of farmers who own 
their own farms, say they would 
make farm improvements. 


20.3% farmers say they would 
build outbuildings. 

20.3% farmers say they would 
repair barns. 

13.0% farmers say they would 
repair outbuildings. 

14.6% farmers say they would 
build new barns. 

9.9% farmers say they would 
build or repair fences. 

13.0% farmers say they would 
make “other repairs.” 

6.3% farmers say they 
repair tenant houses. 

12.5% farmers say they would 
paint buildings. 

6.3% farmers say they would 
build new tenant houses. 

6.3% farmers say they would 
make miscellaneous improve- 
ments. 


would 


30% of the families interviewed 
say they own property other than 
that in which they live. 15% of 
this number say they would make 
improvements also in that prop- 
erty. 

ae say they would paint out- 


Sx say they would put on 
new roofing. 

5% say they would make 
pairs.” 

4% say they would remodel. 

1% say they would add new 
bathrooms. 

2% say they would decorate 
interior. 

3% say they would do mis- 
cellaneous repairs. 

1% say they would renovate 
bathroom. 

1% say they would 
new heating equipment. 

1% say they would modernize 
kitchen. 


re- 


install 


What will be spent on these 
home and farm improvements? 


23% say they will spend $100 
or less. 

15% say they will spend $101 
to $200. 
17% * wed they will spend $201 
to 

11 say they will spend $301 
to 

5% say they will spend $501 
to $750. 

15% say they will spend $751 
to $1.000. 

2% say they will spend $1,001 
to $1500. 





4% say they will spend $1,501 
to $2,000. 

2% say they will spend more 
than $2,000. 

As to expenditures having a 
nominal cost the Chamber states, 
“many people do little or 
no advance planning and there- 
fore the index of current buying 
intent on such items is less than 
the actual consumer demand that 
will likely develop when consum- 
er goods are again available with- 
out restriction.” 

On more costly improvements, 
merchandise or services, the 
Chamber states, “Even on larger 
items, where advance planning is 
more of a factor, there is reason 
to believe that the revival of time- 
payment plans, and the renewal 
of advertising and merchandising 
activities will tend to stimulate 
additional purchases by people 
who are not in the market today. 

“Our report indicates that not 
only are people planning early 
post-war purchases, but they are 
also accumulating the necessary 
money for these purchases. More 
than half of all respondents, 51 
per cent, say they now have ac- 
cumulated savings equal to at 
least a tenth of their annual in- 
come. Thus, a majority of the 
people intending to make pur- 
chases will have sizable savings 
reserves to help them carry 
through their plans.” 

Anyway the hardware dealer 
looks at it, this interest in post- 
war purchases of appliances, 
paint, fence, builders’, linoleum, 
small appliances, complete kitch- 
ens and bathrooms, heating in- 
stallations, etc., spells a big post- 
war market for the hardware 
store to consider now and seek 
when the war ends. 





NAYLOR V.P. AND SEC. 
OWENS-ILLINOIS CAN 


James E. Naylor, attorney and 
manager of the legal department 
of Owens-Illinois Glass Co., To- 
ledo, Ohio, has recently been 
elected a vice president and sec- 
retary, as well as a director of 
the company, with general offices 
in Toledo. Mr. Naylor will direct 
all legal contractual and patent 
matters, and will take a very ac- 
tive part in the can company 
management. Prior to his affilia- 
tion with Owens-Illinois Glass 
Co., Mr. Naylor was engaged in 
the private practice of law. 





OTT CHIEF DESIGNER 
D. A. PACHTER CO. 


Joe Ott has recently been ap- 
pointed chief designer of the 
D. A. Pachter Co., manufacturers 
and distributors, Chicago, IIl.. 
Bild-A-Set division. He _ will 
create, develop, and offer ad- 
vanced ideas in model airplane 
building. 
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BETTER CAP SCREWS 


Our business is manufacturing and selling better Cap 


Screws with a full line of threaded fasteners. 


We do not intend to tell you how to run your business— 
whether you are a jobber, a dealer, or a manufacturer. 
In fact, it makes no difference which of these three you 
are when it comes to buying Cap Screws. You are always 
better off with good quality Cap Screws, having smooth 
fitting heads and free running threads. They cut assembly 
time, conserve man power, and improve the looks of the 
finished job. Ask for Triplex—the Quality line. 


TRIPLEX SCREW COMPANY 
5317 GRANT AVENUE - CLEVELAND, OHIO 


THREADED 
FASTENERS 


NUTS ABD BIVETS 






BOLTS 








The Independent 
Hardware Dealer in 
The Post-War Era 


(Continued from page 58) 


ing of the meal became impor- 
tant and vitamins came into their 
glory. Again, the wholesaler, not 
sensing his responsibiilty to his 
dealer, continued to purchase the 
same line of pots and pans that he 
had always carried and the de- 
partment store and chain store 
turned to the demands of the new 
women customers, kept up with 
times and today are enjoying that 
all important woman traffic. 
The other day a woman told me 
that she 


never thought of the 
hardware store for houseware 
items. Here again, | claim that 


if there had been a closer rela- 
tonship between the hardware 
dealer and his wholesaler the lat- 
ter would have altered his buying 
even if it had necessitated the 
hiring of a woman buyer to show 
dealers the way to new business. 
Having been shown the way, the 
dealers in turn would have soon 
transmitted the ever-changing de- 
mands of our ladies to the whole- 
saler and the evolution would 
have been automatic. 


We could go on step by step 
through the departments in which 
we once were supreme but which 
today we find slowly slipping 
from our grasp into outstanding 
departments in the hands of our 
competitors the department 
stores and chain stores today and 
the chain grocery store tomorrow. 
We have a very vulnerable in- 
dustry primarily because of the 
seasonability of many of our 
items. Our competitors have or- 
ganized within themselves for 
their protection and it is inevi- 
table that we do likewise, keeping 
always in mind the facts that our 
salient advantages must be main- 
tained, but our methods must be 
altered and tuned to the times. 
Neither the independent nor the 
wholesaler can do it alone. It will 
take much progressive, coopera- 
tive action and thought by both 
parties but the goal will be worth 
the sacrifice and effort expended. 
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Proposed Bill Provides 
System for Disposal 
of Surplus Goods 


(Continued from page 60) 


enough to achieve their disposi- 
tion, but high enough to enable 
the United States to secure a fair 
return. 

4. The prices at which any par- 
ticular property or class of prop- 
erty is sold or leased should be 
uniform. 

5. The sale or lease of sur- 
plus property should be at a rate 
which will not unduly disrupt 
trade and commerce. 

6. Disposition of property 
should take into consideration the 
establishment of small business en- 
terprises and the strengthening of 
already existing small businesses. 

7. All sales are to be made in 
accordance with regulations set 
up by the Surplus Property Board 
and property is to be advertised 
for competitive bidding, except in 
cases where the board determines 
that competitive bidding would be 
contrary to the public interest. 

The bill also gives the board 
authority to dispose of property 
which is not salable, or for any 
other reason impracticable to sell 
or lease under the provisions of 
the act. 


The Retailer's Views 


David R. Craig, president of the 
American Retail Federation, pre- 
sented the retailers’ views on the 
bill on Jan. 21. A report on the 
disposal of Government surpluses 
was prepared by the Federation’s 
Committee on the disposal of Gov- 
ernment surplus stocks, headed by 
Rivers Peterson, managing director 
of the National Retail Hardware As- 
sociation. 

The committee’s report was 
drafted by a representative group of 
retail associations. The report was 
subsequently presented to the Na- 
tional Council of National Retail 
Associations and unanimously 
agreed to. Since then it has been 
the subject of a referendum by all 
the members of the American Re- 
tail Federation, including 30 state 
associations, and has received their 
unanimous approval. 


Mr. Craig’s presentation was in 
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SERVING Long past “Retirement Age” 









In these strenuous days, Indestro Tools are 
serving, not only extra hours, and extra 
days—but extra years! This never-say- 
die endurance is building up good 
will for Indestro Tools that will 
result in greatly increased 


demand, when the vic- 
tory has been won. 


Indestro Manufacturing Corp. 


N. Kildare at Schubert 
Chicago, II}. 


* 


INDESTRO 
Yools for Service 























No. 102-W 
Well Hung Cabinet 


Attractive wood cabinet. 
Equipment consists of two 
glass shelves; bar-type door 
stop; door strike and bullet 
door catch. 


WOOD FRAMED MIRRORS 


Available in six sizes. Mirrors are No. | plate glass; hardwood 
frames finished in three coats of baked-on white enamel. 


MIAMI 


Wartime Wood Cabinets 
with plenty of 


‘Eye Appeal” 


MIAMI Wood Bathroom Cabinets are doing an es- 
sential job in war housing and wherever replacements 
are necessary. . 

These thoroughly modern Wood Cabinets are a far 
cry from the bulky, clumsy wood models of years gone 
by. Smart, trim, attractively streamlined, with mir- 
rors framed in steel (by permission of WPB), Miami 
Wood Cabinets are complete in every detail, equipped 
with convenience features that are standard in Miami 
Metal Cabinets. ; 

For new illustrated folder giving full information, write 
Dept. HA. 





MIAMI CABINET DIVISION 


The Philip Carey Mjg. Company—Dependable Products Since 1873 


MIDDLETOWN, OHIO 














general agreement with the provi- 
sions of HR 3873, with one impor- 
tant exception. His comparison 
between the retailers’ recommenda- 
tions and the provisions of the bill 
is as follows: 

“As to our first principle, central 
supervision, we find ourselves in 
agreement with the bill. The bill 
designates a ‘Surplus Property 
Board,’ under the RFC. This satis- 
fies our principle of a single agency 
since what we really want is central 
supervision that will prevent every 
isolated depot manager from mak- 
ing up his own rules. 

“As to our second principle, the 
designation of surpluses, we agree 
with the bill as it has been ex- 
plained to this committee by Con- 
gressman Patman, its author. For 
instance, we agree that only Sec- 
retary Stimson and General Mar- 
shall can say when any army com- 
modity is in.surplus and ready to bet 
disposed of. We had a‘ few details 
of our own, to permit other Govern- 
ment agencies, or the Red Cross, or 
Lend-Lease or UNRBRA, to elaim 
necessary merchandise before it: is 
released to American civilians. With 
this minor exception. which would 


Send Today for Your Copy of this | 


probably be accounted for in any 
event by the Surplus Property 
Board established by the bill, we 
approve the bill. 

“As to the orderly disposal of 
Government surplus stocks, we agree 
with the provisions of the bill with 
only one exception. But that is a 
major exception. 

“The bill provides in Section 
205 (c) (3) that ‘the prices at which 
any particular property or class of 
property is sold or leased should be 
uniform.’ : 

“This sentence seems inconsistent 
with Section 205 (d), which pre- 
scribes that the regulations of the 
Surplus Property Board shall. re- 
quire advertising for competitive 
bids except in cases in which com- 
petitive bids would be contrary to 
the public interest. 


Competitive Bidding 
; 


“Our program takes Competitive 
bidding for granted. We do not un- 
derstand how the Government can 
obtain the maximum return for its 
surpluses, in’ any other way. More 
than that. we do not understand 
how the surpluses would be allocated 





between prospective purchasers un- 
less price becomes the major method 
of allocation. é 

“Unless surplus items are allo- 
cated to purchasers on the basis of 
competitive bidding, presumably the 
allocation would have to be made on 
a first-come-first-served basis, or 
else by drawing lots. We believe 
competitive bidding is better than 
either of those methods. 

“One method of correcting the bill 
would be simply to eliminate Sec- 
tion 205 (c) (3). 

“With this amendment I believe 
the bill conforms in general to our 
program and would receive the sup- 
port of retail merchants. 

“I should like to make an addi- 
tional point that was not discussed 
by our committee. What is needed 
is prompt action. The disposal of 
surplus goods is not an issue which 
can wait for settlement until after 
Tokio falls. The armed forces are 
already disposing of some supplies 
which have been declared either 
surplus or obsolete and, in the ab- 
sence of a declaration of policy and 
the establishment of an agency to 
make the policy effective, the trend 
of these disposals is disorderly. Ac- 
tion now would tend not only to 
clarify the situation but also speed 
up the disposal of surpluses which 
already exist. At the present time. 
civilian markets are starved for 
many essential goods. The larger 
the quantity of surplus goods which 
remains outstanding, the more hesi- 
tation retailers will have in placing 
the orders for new goods when re- 
conversion to civilian production is 
ready to start. Thus, an early de- 
cision may save us a great deal of 
unnecessary unemployment. It is of 
really importance to release as much 
as possible in the immediate future, 
so that the goods can reach con- 
sumer hands and be out of the way 
of new production.” 


Recommendations 


The recommendations of the retail 
associations are: 

1. Orderly disposal through estab- 
lished trade channels. 

2. To the extent that surpluses are 
available, bids submitted should be 
accepted on the basis of the price 
offered, without regard to the quan- 








tity bid for so long as it is not less 
than the minimum specified. This 
plan is different from the one cur- 
rently practiced by Treasury Pro- 
| curement, whereby bids must be sub- 
mitted for entire lots of material. 
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In most cases these lots are too large 
and too conglomerate to be of inter- 
est to thé average retailer. 

3. Lists of surplus goods be an- 
nounced in the Federal Register and 
be mailed to the national . retail 
trade associations for distribution at 
the time of filing with the Federal 
Register. 

4. A lapse of 45 days between the 
announcement and the opening of 
bids. 

5. Prohibition of any store to ad- 
vertise itself as a prime seller of 
government surpluses, such as Army 
and Navy stores. 

Provisions of the bill would take 
care of these recommendations. with 
the exception of the one objection 
mentioned by Mr. Craig. 


Oppose Present Method 


Mr. Craig voiced objection to 
Treasury Procurement’s present 
method of handling surpluses, as did 
the majority of the witnesses. The 
committee concurred with the excep- 
tion of Representative Charles L. Gif- 
ford, Republican of Massachusetts, 
who felt that Treasury Procurement 
should still hold the reins. His ob- 
jection centered around the fact that 
RFC, designated by the bill to di- 
rect policy in the distribution of sur- 
pluses, was too independent of regu- 
lar Governmental procedures. 

Mr. Gifford was the only dissent- 
ing voice on the committee. He also 
felt that Mr. Craig’s suggestion that 
goods be sold in small enough lots, 
so as to interest the retailer, would 
burden the surplus goods agency and 
would prolong the process of dis- 
posal. 

In reply, Mr. Craig said he did 
not care which agency handled sur- 
pluses, so long as there was a cen- 
tral policy agency, rather than many 
different agencies making their own 
rules, as is now the case. 


Service Approval 


Chairman Patman of the House 
Small Business Committee and also 
a member of the Banking and Cur- 
rency Committee, who actively spon- 
sored HR 3873, presented evidence 
to the committee that Under-secre- 
tary of War Patterson, Maritime 
Commission Chairman Admiral Land 
and other Government officials all 
are in favor of central policy 
agency. 

The Committee agreed to Mr. 
Craig’s suggestion anent prohibition 
of Army and Navy stores. 
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down to the sea 
...in gloves! 


A special BOSS glove for the 
U.S. Navy Construction Battalioris 


Seabees at distant outposts all over the globe must 
speed their vital work. For them and the war workers 
who supply them, Boss gloves provide essential hand 
protection. Your full share of our production after 


meeting urgent war needs is assured you by regular 


allotments. Your careful distribution of available sup- 


ha 


plies will help those in your community “work to win 


The Boss Manufacturing Company, Kewanee, Illinois. 


WORK GLOVES ARE WAR GLOVES! 





Don't waste food... one soldier 
needs one ton of food a year! 





Mountain States Convention 


NAME & PLACE—M ountain 
States Hardware and Implement 
Association, 42nd annual convention 
Jan. 18-19, 1944, at the Cosmopoli- 
tan Hotel, Denver, Colo. 


NEW OFFICERS—President H. 
B. Allsebrook, Fort Lupton, Colo., 
succeeding F. W. Kroeger, Durango, 
Colo. First vice-president, F. W. 


Unfug, Wallenburg, Colo.; second 
vice-president, H. F. Collett, Rifle, 
Colo. John T. Bartlett, Boulder, 


Colo., was reappointed secretary- 
treasurer. New directors chosen 
were Ed C. Romine, Schulte Hard- 
ware Co., Casper, Wyo.; S. Lorane 
Fredregill, Sterling, and Roy H. 
Andredge, Lowell Hardware and 
Paint Co., Denver. Paul F. Patter- 
son, Falby Hardware & Paint Co., 
Denver, was chairman of the nomi- 
nating committee, H. F. Collett, 
Rifle, resolutions chairman. Karl 
W. Farr, Greeley, Colo., reported for 
the legislative committee. 


RESOLUTIONS —Requesting _lo- 


cal Service Commands to make 


available for dealers or farmers, at 
legal OPA ceilings, any tractors or 
implements which could be disposed 
of without impairing the war effort; 
urged enactment of legislation to 
support an orderly disposal of sur- 
plus goods; urged shortening and 
simplifying of state and federal in- 
come reports and that there be no 
increase in social security rates. 


ADDRESSES—Andy M. Riddle, 
Jr., manager, statistical and market 
research departments, Colorado Fuel 
& Iron Corporation, Denver, Colo., 
speaking at the men’s luncheon 
Tuesday on “Tomorrow’s Products 
and Market Trends,” launched a 
convention program which made an 
intensive two-day attack on_post- 
war problems. Mr. Riddle drew an 
enlightening picture of the great 
future opened up by scientific and 
technological advance in the use of 
plastics, glass, steel, wood, paper 
and other materials. He was fol- 
lowed on the program by Theodore 
Schuenen, vice-president, National 
Retail Hardware Association, Hud- 











BIG DEMAND 


lins. 





items. 


WRITE "DEPT. H A‘ FOR INTERESTING DEALER PROPOSITION 


FULTON ey COTTON MILLS 
St. Louis 
New Orleans 


Atlanta 
New York 


anpantins 


It will be a long time before farm- 
ers can replace barns and storage 
buildings. 
need to protect their crops from 
weather and dirt. 
grasses, such as alfalfa, clover, hay, 
ete., deteriorate when left to the 
mercy of rain and snow. Farmers 
should protect their crops and farm 
equipment stored on the outside 
with Fultex Waterproofed Tarpau- 


Fulton Bag & Cotton Mills, estab- 
in 1870, 
back bands, cotton twine, tarpaulins, 
truck covers, tents and other canvas 


lished 


In the meantime they 


Harvested feed 


also manufacture 


Dallas 
Kansas City, Kan. 
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H. B. ALLSEBROOK 
President 


son, Wis., whose subject was “Big- 
Ticket Merchandise after the War.” 

George A. C. Woolley, general 
sales manager and vice-president, 
Shapleigh Hardware Co., Saint 
Louis, Mo., took an optimistic view 
of the future, in his address, “Plan- 
ning for the Post-War Period.” Mr. 
Woolley’s belief that the individual 
is a factor of tremendous conse- 
quence, in shaping his own destiny, 
was reflected in a statement he made 
during the open forum discussion. 
“It has been our experience that 
in a territory where we have a first- 
class salesman, we always have large 
sales; and in a community where 
we have a smart dealer, we have 
high sales.” 

Several years of inevitable good 
business were foreseen by H. Regin- 
ald Platts, business manager, West- 
ern States Cutlery Co., Boulder, 
Colo. He predicted a very definite 
preference for quality lines. Coun- 
selled Mr. Platts, “It will be a good 
idea for the merchant to have a com- 
prehensive listing of the items he 
carried regularly during normal 
times. It is reasonable to assume 
that if manufacturing is resumed, 
badly-needed goods may be made in 
such limited quantities, the mer- 
chant will not find out about them 
at once. Therefore, a good merchant 
must gather all possible informa- 
tion regarding the resumption of 
manufacturing of hardware items. 
By constant inquiry and _ personal 
ingenuity, he can place himself 
among the first to receive this mer- 
chandise as it comes off the produc- 
tion line.” 

Slogan in 1944 for implement 
dealers should be, “Those Who 
Serve Now and Sell Later,” declares 
E. F. Schiele, J. I. Case, Racine, 
Wis. Carl A. Nordlunn, president, 
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Yes! We are able to fill your 
order for original Minute 


Mops with the famous cellu- 
lose sponge head that ab- 
20 times 
weight in water and gives 


sorbs its own 
such marvelous service. It’s 
priced to sell at $1.59—and 
how it sells! With women 
more and more forced to do 
their own work, the Minute 
Mop and Drainer is one of 
the hottest promotions you 
can possibly put into your 
housewares department, so 
put it in—starting NOW! 
Wire or ‘phone your order 
TODAY. 





MINUTE MOP (0. 


ts E&.23 raver. 
CHICAGO 1/6 ILL. 
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F. W. KROEGER 
Retiring President 


National Retail Farm Equipment 
Association, addressed the conven- 
tion on “The Road Ahead for You 
and Me.” Concluding speaker at 
the business sessions was Elmer 
Wheeler, president, Texas Selling 
Institute, New York, who dealt with 
the salesmanship required to hold 
the good will of the public through 
the period of war-time scarcities. 

President of the H. I. P. Club, 
an organization entertaining the 
hardware and implement dealers. 
was Fred J. Petsch, Benjamin Moore 
& Co., Denver. Secretary was Jud 
L. Manning, Water Engineering Co.. 
Denver. New H. I. P. officers chosen 
were Mr. Manning, president, and 
Ed Paulsteiner, Kohler-McLister 
Paint Co., secretary. 





MEET THE AXEES 


The Gremlins of Accidents 











Better shun this brat named Pyro, 

Or you'll wake up with a cry of 
“Fire—Oh!” 

He brings trouble in large batches 

With his cigarettes and matches. 

Be sure that you're alert enough 

To keep him out—for he’s hot stuff! 


NATIONAL SAFETY COUNCIL 


















No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


A SURE CURE 


®@ This sensational plastic 


cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 





ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a_ moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
14" pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE NoDrip Cir- H, TR, 
Le 


cular about Con- 
densation Drip = 
and its Preven- x 

tion. 


J. W. Moret Co. 
Technical Coatings 
Since 1895 
508 BURCH ST. 
KANKAKEE, ILL. 
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UTILITY TAPE 
HUNDREDS OF USES 


INSULATES . WEATHERSTRIPS - PLUGS 
UP CRACKS - MAKES PACKING OR 
GASKETS - CAULKS CASEMENTS 
GLAZES WINDOWS 
This new phi | 
able _ plastic 
does not 
crack, chip, 
dry out or 
shrink. Easy- 
to - handle, 
unrolls_ like 
ribbon and 
is ready for 
use, inside 
or out- 
side. Can 
be paint- 
ed also. 




















SIMPLE 
TO APPLY 


Mortite ad- 
heres to any 
clean, dry 
surface. No 
- tacking or 
tools needed, just press into piace and it 
stays put. 
About 80 ft. to a box. Order through 
your Jobber. Nationally advertised at $1.25 
($1.40 west of Rockies.) 


Circular Free 


4. W. MORTELL CO., 508 Burch St., Kankakee, Ill. 
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Panhandle Convention 





PANHANDLE OFFICERS—Left to right. front row: Clarence L. Thompson, 
Canyon, Tex., secretary-treasurer: Mrs. Clarence L. Thompson, Canyon, Tex.. 
executive secretary; George Buchenau, Tulia, Tex., retiring president: A. S. 
Meinecke, Lubbock, Tex., director; Grady Thompson, Hobbs, N.M., director: 
Ernest Lee, Wheeler, Tex., director. Rear row: E. R. Yates, Lamesa, Tex. 
advisor: Claude Harp, Matador, Tex., president: Sam Hergert, Perryton, Tex., 
director: S. C. Harrison, Memphis, Tex., director: M. L. Purvines, Panhandle, 
Tex., advisor. 


NAME AND PLACE—Panhandle 


Hardware and Implement Associa- 


George Buchenau, Tulia, Tex.; vice- 
president, Paul Wilmot, Roswell, 
tion, 35th annual convention. Jan. \. M.; secretary-treasurer, Clarence 
17-18, 1944, at Amarillo, Tex. L.. Thompson, Canyon, Tex.; execu- 
tive secretary, Mrs. Clarence L. 
Thompson, Canyon, Tex.; directors, 
Ernest Lee, Wheeler. Tex.: A. S. 
Meinecke. Lubbock. Tex.: S.C. 


NEW OFFICERS 


Claude Harp, Matador. succeeding 


JOHNSON xLo 
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for Music Wire. Are you 
prepared to meet it? 


President. 


Attractively boxed stocks 
in Worcester, Akron, At- 
lanta, Chicago, Los Angeles. 
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JOHNSON STEEL & WIRE CO.INc. 


WORCESTER}, MASSACHUSETTS 


LANTA A ¥ 
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Harrison, Memphis, Tex.; Sam 
Hergert, Perryton, Tex.; Grady 
Thompson, Hobbs, N. M.; J. K. Ap- 
plewhite, Tahoka, Tex. 


RESOLUTIONS — Favored the 
“Current Trade Act and the plan of 
the Central Committee for redis- 
tribution of government owned mer- 
chandise following the close of the 
war. 


ADDRESSES—Invocation by Dr. 
R. Thomsen, pastor of Central Pres- 
byterian Church, Amarillo, Tex. 
Dr. Thomsen has pronounced the 
invocation for the convention for 30 
years. 

George Buchenau, president. d‘s- 
cussed the convention theme, “The 
Road Ahead” from the dealers’ 
viewpoint. Mr. Buchenau stated 
that primarily the main objective of 
every dealer at this time should be 
to fit into the war effort, but by 
clear thinking and organized work 
he should prepare his business for 
the road of keen competition and 
new methods at the conclusion of 
the war. 

W. E. Parsons, secretary, Missis- 
sippi Valley Farm Equipment Ass’n, 
St. Louis, Mo., discussed the as- 
sociation angle of the road. He 
stressed that each dealer sell “self 
through service” in aiding the farm- 
er to raise more food to fight for 
freedom. The need for dealers to 
study materials sent out from as- 
sociation headquarters was devel- 
oped. Steps in post war planning 
were outlined with need for dealer 
to have faith—in himself, his cus- 
tomer, fellow man and his govern- 
ment—-placing first. 

R. Se Williams, supervisor of sales 
promotion, International Harvester 
Company, Chicago, IIL, discussed 
the manufacturers’ angle. Mr. Wil- 
liams said the success of the busi- 
ness journey back to normal times 
depends on the knowledge of the 
road ahead and the skill of the 
driver. Bumps in the road that 
were pointed out included the fact no 
one can get enough new equipment 
for 1944, and the additional fact 
that the farmer has been erroneous- 
ly informed that he can secure up 
to 80 per cent of new equipment. 
Dealers were urged to not forget the 
repair and shop department, to 
recognize they are now in a sellers’ 
market, to think deeply of their 
post-war business, keep the good- 
will of their farmer customer, if 
possible arrange for adequate hous- 
ing in the day when there will be 
a mad scramble for the farmer’s 
dollar. Last bump was to be avoid- 
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Stach 
dri-kleen 


QUICK 
SALES 
& 
GREATER 
PROFITS 








Large Economy size retails for 
$1.00. Makes 25 gallons. Im- 
proved, scientific, soluble-crys- 
tal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
© Simple to use. @ Odorless, non-inflammable, 
non-explosive, ¢ Contains no soap, animal fat, 
acid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. @ Restores 
original sparkle and brilliance to colors. © Keeps 
hands smooth and soft.¢ A ingly ico! 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 









DEALERS! 


rs! 
Order From Your 30884 


Today For 
be Details, 
Discounts, Etc. 





Jobber 
or Write Direct 


THE DRI-KLEEN COMPANY 
325 West Huron Street, Chicago 10, Illinois 








‘ss oe Me l es ° 
i PRODUCES PERFECT COTTER PINS 
Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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ed by investing idle money of today 
in war bonds. 

A question and answer program 
was given at the evening session 
with Rivers Peterson, managing di- 
rector NRHA, as moderator. 


T. C. Lively, of Pampa Hardware 
& Supply Company, Pampa, Texas, 
discussed “The Hardware Dealer of 


Tomorrow” and stressed that the 
dealer of today prepare for the 
coming tomorrow when changed 


boys, grown to thinking men by 
war's quick development, come home 
to a changed world. Active, posi- 
tive participation in the best civic 
developments of his own community 
was urged by Mr. Lively. 

Mr. Peterson was the second 
speaker on the Tuesday morning 
program. He discussed “Facing the 
Future” and optimistically declared 
the peak of scarcity was past. Cau- 
tion in ordering of war modeled 
merchandise was sounded, and a 
probable embargo on shipping other 
than war materials to the west coast 
was forecast if there was a sudden 
shift in the major war area. Need 
of early placing of orders was em- 
phasized. 


Welcoming the First 
Baby of the Year 





4. 


HI! PARENTS OF 
BABY 1944 


WE WILL PRESENT TO YOU 
AND THE BABY 


WICKER CLOTHES 
HAMPER 


AS A GIFT FROM 


-VAN'’S 


HARDWARE 
} 408-410 DOUSMAN 
A STORE FOR THE HOME 


APPLIANCES, CONVENIENCES, 
TOOLS FOR BETTER LIVING 


Van's Hardware, Green Bay, Wis., 
recently joined with other mer- 
chants in a full-page advertisement 
in welcoming the first baby to be 
born in Green Bay in 1944. All of 
the merchants offered gifts of one 
kind or another to the first arrival. 
Van's offered a wicker clothes 
hamper. The amount of space oc- 
cupied by Van's ad was two col- 
umns wide and 63 in. high. 
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ACME FASTENERS 


REPORT FOR DUTY 
IN 

CONSERVATION 

PROGRAM 


Uncle Sam 
says ‘“‘Con- 
serve.’’ And 
Acme’ Tack- 
Point Corru- 
gated Fasteners 
fit right in with 
the conservation 






program. They 
are used to re- 
pair all kinds 


of wooden arti- 
cles—add years 
of life to furniture, screens, cabinets, etc. 
The Acme Fastener display box, with its 
REPAIR label, reminds your customers of 
the things at home waiting to be fixed. 





Set the carton on your counter—watch 
it go to work for Uncle Sam and you. 
You'll find it a real ‘extra sales” stimulator. 
Anyone who works with wood is a pros- 
pect for these easy-to-drive Acme Fasteners. 
Strong holding, they penetrate but do not 
crush the wood fibres. Be sure to get your 
share of these extra sales—display the car- 
ton with the REPAIR label. 

If your jobber cannot supply you, 
write us direct. 


FOR BULK SALES—the 100 Ib. KEG 





Acme Fasteners are furnished in 100 pound kegs 

. offering opportunity for profitable bulk sales. 
In addition, there are standard cartons of 500 and 
1000; boxes of 100 fasteners, 10 boxes to a carton; 
also boxes containing 50 fasteners of one size .. . 
%” x 4, WY" x 5; %” x 5. A display carton 
contains 12 of these boxes. 


ACME STEEL COMPANY 


General Offices: 
2838 Archer Avenue, Chicago, Ill. 


Branches and Sales Offices 
in Principal Cities 





Acme Steel Company 
2838 Archer Avenue 
Chicago, Illinois 
Please send me all the facts on Acme 
Corrugated Fasteners. 
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Wire garment hangers—By 
price revision effective Jan. 13, OPA 
has established a uniform method by 
which jobbers of steel wire garment 
hangers may establish maximum prices 
on sales to industrial and commercial 
users, retaining the same dollar mark- 
up that they had during March, 1942. 
Garment hanger manufacturers since 
last July, have been allowed by the 
War Production Board to resume fabri- 
cation of a limited number of hangers 
using steel wire, and to be sold solely 
to industrial or commercial users, Al- 
though a supply of these hangers now 
is available, some jobbers have found 
it unprofitable to handle them, because 
their former ceiling prices were too low 
in relation to their suppliers’ ceilings. 


* * . 


Kraft wrapping papers——Ef- 
fective Jan. 13, OPA has revised Price 
Regulation 192, altering to 40 lb. (in- 
stead of 30 lb.) the basis weight for 
pricing Standard Kraft, No. 1 Kraft, 
and Superstandard Kraft wrapping 
papers. For basis weights which are 
less than 40 Ib., there may be added 5 
cents per hundredweight for each pound 
below 40 lb. down to and including 30- 
lb. basis weight; also 10 cents per 
hundredweight for each pound below 
30-lb. basis weight down to and includ- 
ing 25-lb. basis weight. There may be 
added 20 cents per hundredweight for 
each pound below 25-lb. basis weight 
Gown to and including 18-lb. basis 
weight. 

* 2 

Hand valve pricing—By re- 
vision of Regulation 188, OPA has pro- 
vided manufacturers of approximately 
1,000 different kinds of manually oper- 
ated valves, with a uniform method of 
establishing maximum prices for sales 
to producers of various types of ap- 
pliances. Each manufacturer may add 
to the unit direct cost of the particular 
type of valve the markup he realized in 
the year 1941. The unit direct cost of 
materials used in this calculation must 
not exceed the ceiling prices of these 


122 


materials. Because of War Production 
Board restrictions on materials, about 
90 per cent of these types of valves 
have not been produced since 1941. 
Recent permission to resume produc- 
tion of appliances using these valves 
created a pricing problem, since most 
types of these valves did not have 
maximum prices, not being offered for 
sale during the March, 1942, base 
period. 
* . . 

Bluegrass seed—Production of 
Kentucky bluegrass seed in 1943, at 
1,516,000 bushels of cured seed, was 
only about one-third as large as the 
1942 crop, and one-half the 5-year 
(1937-41) average of 3,012,000 bushels, 
the Department of Agriculture states. 
Last year’s crop turned out much 
smaller than expected chiefly because 
of wet weather in Minnesota, which 
reduced the crop there by more than 
one-third. Production in other states, 
notably Nebraska and North Dakota, 
also fell below expectations. 


. * * 


Vises—The WPB amended on 
Jan. 4, the schedule of order No. L-216 
which controls the manufacture of 
vises. This provides that no person 
shall use in the manufacture of vises 
any metals other than carbon steel or 
cast or malleable iron, except that jaw 
facings may be manufactured of tool 
steel. The permissible types and sizes 
of vises which may be manufactured are 
detailed in table I of the order. 


Razor production still limited 
—Contrary to general opinion, the re- 
cent WPB order releasing razor pro- 
duction does not permit unlimited 
manufacture for civilian needs. J. P. 
Spang, president Gillette Safety Razor 
Co., Boston, Mass., points out that the 
Board’s revocation of the original order 
(which stopped razor production 
except for the armed forces and lend- 
lease), means that, in addition to sup- 
plying military and lend-lease require- 


ments, manufacturers may make razors 
also for civilians, but only within the 
limits of materials available, determined 
and allocated by the Controlled Ma- 
terials Plan. “Obviously this does not 
mean unlimited production of razors, 
although it will result in easing the 
serious shortage that has existed,” Mr. 
Spang comments. “Action taken by 
the WPB also permits limited increase 
in the production of razor blades.” 
. 7 . 

Tennis balls — Manufacturers 
of tennis balls have developed a 
synthetic rubber which they believe 
will make a ball equal to the pre-war 
genuine rubber ball. The supply of 
this synthetic seems to be very satis- 
factory, and manufacturers are assuring 
immediate shipment. 

* * * 

Golf balls and clubs—No re- 
lief is in sight, at present, for a better 
supply of golf balls because no syn- 
thetic material is available for their 
manufacture. Most manufacturers re- 
quire an equal number of used balls 
before making shipment of reprocessed 
balls to any customer. Some are paying 
as high as fifteen cents each for old 
golf balls. A few golf club manufac- 
turers recently were permitted to make 
a limited supply of clubs from the 
processed matetials they had on hand, 
on condition that they used no new 
materials, and no labor that was work- 
ing on war production. This has not 
resulted in a very large supply of clubs, 
in fact some jobbers’ quotas have been 


only two or three sets. 
. * 


Baseballs, softballs and 
gloves—There will be a limited supply 
of baseball goods for sale this spring 
since restrictions on the use of leather 
have curtailed production of these 
items to a critical point. The scarcity 
of labor also lessened production, while 
restrictions on cartons for packing 
have forced manufacturers to ship in 
bulk. 

* * * 

Fishing tackle—Despite seve- 
ral determined efforts by the fishing 
tackle industry. the WPB still has not 
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lifted restrictions on the manufacture | 
However, | 


of fishing rods and reels. 
items such as plain fish hooks, fishing 
lines of many types, baits and lures, 


floats and a few sinkers can be had im | 


fair quantities. 


* . * 


Glass containers and caps— 
The 1944 quotas of new glass contain- 
ers and metal caps permit the use of 
approximately the same number of 
containers and caps for packing cer- 
tain products as was used in 1943. 
Production of glass containers in 1943 
was approximately 92,000,000 gross, and 
production during 1944 is expected to 
equal or slightly exceed that figure. A 
new WPB glass container Limitation 
Order L-103-b has been issued, and now 
incorporates the metal closure Order 
M-104. The Former M-104 was re- 
voked. 
glass containers and caps, and does 
not affect their re-use. Glass container 
use for home canning 
limited, as do metal closures therefor. 
However, the manufacture of zinc 
mason closures of 70 mm. or over is 
now allowed at 60 per cent of the 1941 


remains un- 


lids larger than 70 mm. may be made 
to the extent of six per cent of produc- 
tion in the base period. The manu- 
facture of other home canning closures 
is unlimited. Certain products, which 
previously were allowed the use of 


The new order covers only new | 


| production, and certain top seal metal | 


gallon and half-gallon size glass con- | 


tainers, are now in most cases re- 
stricted to the smaller sizes only; they 


| include edible liquid oil; fungicides; 
| disinfectants; livestock or agricultural 


solutions and sprays; paints and allied 
products; liquid polishes, including 
furniture, auto, metal and floor polishes, 
and putty. Order M-81 provides the 
larger size metal containers for use 
where large glass containers are pro- 
hibited. 


* « * 


Flatware quota— The quar- 


terly production quota assigned to each | 


flatware manufacturer, 
labor area designated as critical by the 
WMC, may not be greater than each 
manufacturer’s average production in 


in any local | 


the third and fourth quarters of 1943. | 


This revision of flatware order L-140-b 
was effective Jan. 1. 


* * * 


Record copper output and 
use—Both production and consump- 


| tion of copper in the United States in 


1943 established new highs, the Cop- 
per Institute reports. Domestic copper 
production was estimated at 1,194,565 
tons for the year, an increase of 42,221 


tons from 1942. Consumption for the | 


year increased 8,719 tons over 1942, to 
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Wis the tempo of industrial 
war production continuing at an 
accelerated rate, your sales volume 
of STAR products should keep pace. 
Skilled mechanics — whether in the 
large mass production plant, or in the 
small sub-contractor’s shop—know that 
STAR Hack Saws, Band Saws and 
Power Saws are a NECESSARY part 
of their equipment. The high-speed 
steel MOLY Type* blade is preferred 
for fast cutting; the Unbreakable Spe- 
cial Flexible blade is selected when the 
metal to be sawed is tough and the 
position is awkward. 

The STAR No. 43-S Catalog and 
Sales Manual not only covers the selec- 
tion, use and care of STAR products, 
but also offers some profit-making mer- 
chandising ideas. 


STAR advertising appears 
regularly in trade papers 
reaching an audience of 
some 360,000 interested 
readers monthly. 





Hardware Age @ Hardware World 
Hardware Retailer @ Southern Hardware 
Hardware Trade @ Mill Supplies @ Mill & 
Factory © Industrial Equipment News 
Purchasing © Factory @ American Machinist 
Modern Machine Shop @ Aero Digest @ Iron 
Age @ Marine Engineering @ La Maquina 
American Exporter. 





MIDDLETOW W YORK 
*T. M. je name 
“MOL by/Llemson 
Bros., companies. 

Makers of Hack Band Sqws, Power 

Saws, and the 7 lawn machine. 
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What's 
ahead? 


—for Manning-Bowman 
dealers and distributors 





After victory, the picture 
looks bright! More homes 
are going to need new 
household electrical appli- 
ances than ever before. 
There’s going to be plenty 
of money to spend and a 
strong tendency to buy 
products with an _ estab- 
lished quality reputation. 


That’s why the post-war 
Manning-Bowman dealer is 
going to be in a strong posi- 
tion with a line that 
combines the last word in 
modern design with tradi- 
tional Manning - Bowman 
quality standards in ma- 
terials and workmanship. 


Research on peacetime 
products has gone on stead- 
ily in spite of the fact that 
Manning-Bowman is devot- 
ing its every resource to the 
production of war materials 
for our armed forces. 


Yes, the future looks bright 
for Manning-Bowman deal- 
ers and distributors. They’! 
have a great line plus the 
famous Manning-Bowman 
Service Policy, plus out- 
standing merchandising 
and advertising support. 
They'll have everything it 
takes for a steady, profit- 
able business in household 
electrical appliances. 


Manning-Bowman 
—Means Best 


MERIDEN, CONN. 








| 
| 


1,643,955 tons total. 
copper in December declined sharply, 


Consumption of 


and trade commentators attribute the 
decrease to cutbacks in armament pro- 
grams. Industry authorities anticipate 
that as a result of cutbacks, the coun- 
try’s reserve stockpile will be increased 
to perhaps 225,000 to 250,000 tons by 
the close of this month. 


a * ts 


Farm lumber production — 
Emergency war requirements for im- 
mediate and greatly increased produc- 
lumber, 
resulted in an intensified drive for the 


tion of pulpwood and have 
lumbering of farm woodlands, and for 
farmers to work in the forest industries 
during the off-season in agriculture. 
WPB Chairman Nelson has requested 
the War Food Administration to call 
upon State and County Boards, to en- 
courage farmers and farm workers to 
devote their spare time, particularly 
during the slack winter-spring period, 
to work in the woods and woods indus- 
tries. The nation’s nearly 139 million 
acres of farm woods annually produce 
about one-third of all forest products 
and 38 per cent of the country’s pulp- 
wood. The new program for utilizing 
this production more effectively “takes 
into account the enormously expanded 
needs of our fighting men in the first 
says Mr. Nelson. “But it 
seeks also to provide pulpwood and lum- 
ber which will aid the farmer in pro- 
packaging and shipping his 
own 1944 agricultural crops. 


instance,” 


ducing, 


« * . 


Electric lamps and bulbs 

Fluorescent bulbs are accounting for 
an increasing proportion of total output 
of lamps and bulbs, but incandescent 
bulbs (excluding miniature bulbs) still 
account for two-thirds of total produc- 
tion, according to figures released Jan. 
10 by the War Production Board. In the 
third quarter of 1943, the industry pro- 
duced $30,346,000 worth of lamps and 
bulbs, of which $20,649,000 represents 
large incandescent bulbs; $4,913,000, 
fluorescent bulbs: $4,304,000 miniature 
incandescent bulbs; and $480,000, glow 


discharge lamps. The- data_ia-the ac- 
companying table are for 28 conipanies, 
representing virtually the entire industry 
producing lamps and bulbs for illumi- 
nation. Large incandescent lamps are 
the usual household and commefcial 
types. Miniature incandescent bulls 
include thosé*used for telephone switch- 
boards, automobile headlights, flash- 
lights, etc. Fluorescent bulbs include 
the RF and F types. Glow discharge 
lamps are mercury vapor and similar 
lamps. Lamps and bulbs for other than 
illumination ‘purposes (such as infra- 
red and other therapeutic lamps) are 
not included. These figures include pro- 
duction and shipments for civilian use 
and for the armed forces. . 


Mechanics’ hand service 
tools—Shipments of mechanics’ hand 
service tools’ in the first eleven months 
of 19 averaged over $8,000,000 a 
month, compared with approximately 
$6,000,000 a month for the correspond- 
ing period of 1942 and monthly aver- 
ages of $2,000,000. and $2,300,000 in the 
pre-war years, 1939 and 1940, the Tools 
Division of the War:Production Board 
has announced. Data for 1942-43 covers 
approximately 150 manufacturers who 
ship over 90% of the mechanics’ hand 
service tools ball 
peen hammers, screwdrivers, etc.) made 
in the United States. Wood-working 
tools, edge tools, and such heavy forged 
tools as sledges, picks, crowbars, etc., 


(pliers, wrenches, 


are not included. 


- * * 


Cutlery — Production of cut- 
lery in the third quarter of 1943 was 
35% greater than in the second quarter 
but below the rate maintained in the 
second half of 1940 and the first half 
of 1941, the War Production Board an- 
nounced Jan. 10. Quarterly data on 
cutlery production and shipments are 
to be released regularly hereafter, in 
line with the policy announced by 
Donald Nelson on Nov. 29 of providing 
more “facts for industry.” The data 
here given include all types of cutlery 
other than tableware and are based on 


= 7 2 
Evecrric Lamp AND BULB PropUCTION 
(Thousands of Dollars) 
Large Miniature Fluorescent Glow 
1943 Incandescent Incandescent (RF &F Types) Discharge Total 
First Quarter $18,775 $3,469 $3,865 $497 $26,606 
Second Quartey 21,460 4,161 4,645 577 30,843 
Third Quarter 20,649 4,304 4,913 480 30,346 
SHIPMENTS 
(Thousands of Dollars) 
Large Miniature Fluorescent Glow 
1943 Incandescent Incandescent (RF &F Types) Discharge Total 
First Quarter $21,332 $2,059 $2,019 $146 $25,556 
Second Quarter 19,361 4,611 5,587 483 30,042 
19,775 5,265 29.840 


Third Quarter 


4,353 4A7 


HARDWARE AGE 




















e- | reports from 68 manufacturers, repre- 
es, senting about 90 per cent of the indus- 
Ty | try. These figures include production | 
ni- and shipments for civilian use and for | 
ure the armed forces. 
= 
ial (Thousands of Dollars) 
Bs Production Shipments 
Ae in July, 1940, to June, 1941 
vil- A Quarterly average... $5,130 
sh- 1943 
‘ First quarter ..... nbion $5,363 
de Second quarter .... 3,299 3,296 
ge Third quarter ..... 4,467 4,145 
ar * . * 
“a Domestic ice refrigerators | 
a —Production of ice refrigerators for 
. household use is running at more than | 
7 three times the pre-war rate, reflecting | 
se 4 : ° 
REAL SPEED UP. | the removal of mechanical refrigerators 
TOOLS er . from the market, figures released by 
€ This is the: the War Production Board revealed 
WRENCH that works Jan. 10. In the years 1939 through 
e * cs 1941, total production of mechanical 
d like a SCREW DRIVER Manat scisscociianahdectiens> 
- * | and ice refrigerators averaged around 
a Standard sizes for Hex- 3.000.000 a y ‘ ohtaal 900.000 
; agon nuts or headed do, " a year, ot which about A 
: screws - « Special were ice refrigerators for household use. 
y SPINTITES for square In the first three quarters of 1943, pro- 
- or knurled nuts. Han- duction of ice refrigerators (limited to 
dles “4 yw fixed | two sizes, 50- and 75-pound capacity) 
e or chuc type ; "7 ‘ . a 
‘ averaged 179,000 per quarter. Ice re- | 
‘ SPEED-UP design by idan ads dade aaa ame 
; makers of WALDEN rige - mas are readily avaliabie, wl u 
WORCESTER restriction, to all purchasers. 
5 WRENCHES 
» * * * 
| 





WAtREx | 
IRENCHES Vy 


466 SHREWSBURY STREET 


Razor blade production 
Production of razor blades, including 
those for the armed forces, in the first 
three quarters of 1943 was at the rate 
of 2,683,000,000 anually, 13 per cent 
above the 1940 rate, the War Produc- 
tion Board announced Jan. 10. The 
data in the table cover 25 manufac- 
turers, representing virtually the entire 
industry. The figures cover all safety 
razor blades, single- and double-edge, 
for civilian use, for export, and for the 
armed forces. 


Production Shipments | 


(thousands of blades) 
1940 





VALUE 


Designed to do work 


quickly and effici- 
entky, Vichek Tools 


, RSS s  & CA ” 

Quarterly average. 593,602  ...... are an aid to pro- 
1941 

(err Serer Ferrer i 
a average. OE 6 aes duction. They reflect 

First quarter ..... 650,720 651,393 . 

Second rt ... 688,661 671,252 ; 

Third quarter .... 672,965  672°859 the experience 

e «8 gained in 49 years 


Hard surface floor coverings 
—-In a recent statement by L. R. Waters, 
vice-president in charge of sales, Con- 
goleum-Nairn, Inc., Kearney, N. J., con- 
cerning supplies of hard surface floor 
coverings—both print enamel and _ in- 
laid linoleums—he stated that restric- 
tions on raw materials, the increasing 
production of war equipment and man- 
power shortages have further reduced 
the yardages of some of these products 
as much as 40 to 50 per cent. Others 
are not being made at all. Recently, 
says Mr. Waters, the situation regard- 


of fine tool making. 


THE 


VLCHEA 


TOOL COMPANY 





3001 £. 87th ST. « CLEVELAND 4, OHIO 
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ing oils which are used in the manufac- 








700 PAR BACK 
TO REMEMBER 
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This snappy model (not the girl) was one of 
the Genuine “Philadelphia” Lawn Mowers to 
come off the line back in the Gay Nineties. 
Since 1868, “Philadelphia” has served 
generation after generation with fine quality 
machines, and the name ‘‘Philadelphia’’ has 
grown to be famous all over the world. After 
the war, the name “Philadelphia” will con- 
tinue to have acceptance with your customers. 

We are still unable to build any mowers, 
but our 75th Anniversary will be devoted to 
careful post-war planning with the idea of 
creating the finest top-line machines in our 
long history—when Government restrictions 
are lifted. 

It will pay you to include Genuine ‘‘Phila- 
delphia” in your post-war plans. 


WRITE TODAY 


Part of our post-war planning will be to 
meet the rush for business during the 
first few years. Will you help us with 
this problem? Let us know now if you 
are interested in including ‘Philadel- 
phia” as your top line of mowers after 
the first buying rush is over. In no way 
is this a commitment on your part, but it 
assures your being among the first to 
get the complete details on the Genuine 
“Philadelphia” Line the minute itis ready. 


v7 , 


LAWN MOWER & MFG. CO. 
18th and COURTLAND STS., PHILA. 40, PA. 
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Illustrating the popularity of various heating fuels in this country. 


ture of both inlaid linoleums and print 
enamel floor coverings has eased some- 
what in that the permitted usage has 
been increased to 60 per cent of the 
base periods in 1940 and 1941 as 
against the former figure of 50 per 
cent. However, this increased quality 
of an essential raw material, together 
with the possible easing of other raw 
material restrictions, must mot be con- 
strued as a sure indication of substan- 
tially increased production of inlaid 
linoleums and print enamel floor cover- 
ings during the 1944 spring season. A 
conservative view of the situation is 
that during the spring season of 1944 
the company can maintain manufactur- 
ing schedules approximating those of 
the fall of 1943. 


Dry cell batteries—-Total pro- 
duction of dry cell batteries, including 
those for the armed forces, averaged 
about 35 per cent above the 1940 rate 
during the first nine months of 1943, 
the War Production Board revealed Jan. 
22. The increase over 1940 on railroad 


Dry Ceti Battery Propuction 


lantern cells amounted to 147 per cent; 
om radio cells, 57 per cent; on No. 6 
type cells, 32 per cent. The increase 
on hearing aid batteries amounted to 
about 40 per cent, but the increase in 
production of cells for such batteries 
was greater than that, since hearing aid 
batteries now call for more cells than 
formerly. Quarterly data on production 
and shipments of each of these types 
of dry cell batteries will be made avail- 
able to industry by the War Production 
Board regularly hereafter, in line with 
its new policy of providing more sta- 
tistical information for business men. 
The figures in the table cover virtually 
the entire industry. The number of 
reporting companies is as follows: 
radio batteries, nine; flashlight bat- 
teries, 16; No. 6 type batteries, eight; 
hearing aid batteries, five; railroad 
lantern batteries, eight. 


Formica production increases 

-The Formica Insulation Co., Cincin- 
nati, Ohio, manufacturers of laminated 
plastic products, practically 100 per 
cent of which is for war materials and 


(thousands of cells) 


Hearing Railroad 


1940 Radio Flashlight No. 6 Type Aid Lantern 
Total 480,438 362,236 13,284 10,436 9,854 
Quarterly average 120,110 90,559 3,321 2,609 2,464 
1943 
First quarter 209,773 77,174 3,579 14,426 6,075 
Second quarter 170,815 85,664 4,311 14,694 5,133 
Third quarter 185,660 73,410 5,257 13,804 7,042 
SHIPMENTS 
(thousands of cells) 

1943 
First quarter 205,086 80,585 3,737 12,746 6,060 
Second quarter 176,254 91,675 4,101 16,209 6,116 

185,079 14,945 6,380 


Third quarter 


80,502 5,401 


HARDWARE AGE 
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That’s Why so many 
dealers stock Morse 
Tools - EXCLUSIVELY 


MORSE 


TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
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the largest part going into aircraft, 
attained a 45 per cent increase in pro- 


| duction for 1943 compared to 1942, 


D. J. O’Conor, president of the com- 


| pany disclosed in a “1944 year opening” 
| report to employees. 


* > * 


Building controls remain — 


| WPB Chairman Nelson has announced 


that, after extended consideration by 


| the full Board, it has been decided to 
| continue restrictions on new construc- 


tion and facilities without modification 
until the probable future course of the 
war becomes clearer. The Board had 
given lengthy consideration to numer- 
ous suggestions that limitations on con- 
struction be relaxed but had _ been 
forced to dismiss them. WPB earlier 
had announced an acute shortage of 
lumber and lumber products because of 


| 


the unprecedented quantities of lumber | 


needed by the military for crating over- 


seas supplies. 
. > * 


Rubber program attained — 
Rubber Director Dewey has announced 
that production under the 


synthetic | 


rubber program in the fourth quarter | 


of 1943 exceeded advance estimates. It 
is noted that “Buna-S,” which is the 
all-purpose synthetic rubber and the 
backbone of the United Nations’ pro- 
gram, represents 85.1 per cent of the 
total synthetic rubber scheduled and 
actually produced for the 
quarter. 


fourth 


Large use of silver—Industry 
analysts have reported that consump- 
ton of silver in the United States dur- 
ing 1943 was more than four times the 
average amount for the five years prior 
to 1941. It is estimated 125,000,000 
ounces of silver were used last year, an 


| increase of 9 per cent from the previous 








high in 1942. Of all the silver used in 
the United States in 1943, some 65 per 
cent went into war production, or for 
purposes classified as essential by the 
War Production Board. Industrial 
uses for silver greatly expanded in the 
year, particularly in solders and brazing 
alloys to conserve tin. Large quanti- 
ties were also used for engine bearings, 
and in contacts and other electrical 


parts. 
* * * 


Incandescent bulbs — Fluo- 
rescent bulbs are accounting for an 
increasing proportion of all output of 
lamps and bulbs, but incandescent 
bulbs. (excluding miniature bulbs) still 
account for two-thirds of total produc- 
tion, according to figures released by 
the War Production Board, In the 
third quarter of 1943, the industry 
produced $30,346,000 worth of lamps 


| and bulbs, of which $20,649,000 repre- 
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Approved 
by the 


For New Wiring or Wiring Extensions 
in War Housing, Farm Buildings, 
Factories or Military Buildings 


Moncor Surface Wiring Devices will 
please your customers. They are made 
of brown Textolite, are neat appearing 
and keep their color. They are easy to 


install either with BraidX or BX. 


Knockouts in ends, sides and backs 


enable them to be end connected, side 
connected (cleat wiring) or back con- 
nected for concealed wiring. 


For further information see the 


nearest G-E Merchandise Distributor 
or mail the coupon. 


BUY WAR BONDS 


General Electric Company 
Section D242-29 
Appliance and Merchandise Dept. 
Bridgeport, Connecticut 

Sirs: Please send me information on Mon- 
cor Surface Wiring Devices. 


Name 


..-... State... eb ES 


GENERAL “{) ELECTRIC 


MONCOR 


Surface Wiring Devices 
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FILE HANDLE (Patented) assures better workman- 
ship and safety to user. 





FILE CARD—cleans files, taps, and dies quickly 
and thoroughly. 


TROY FILE WORKS 


Troy, Est. 1831 N. Y. 











STEEL MORTAR BHODS 
Ne dripping a 
the user's back. 







Mave entirely of 
steel with wooden 
shoulder saddie 
and hbandie 
Edges are hear- 


a 
26712" y reinforced 





Ne. 158 1%° The fork te 
Mortar ° a preased trom 
Geen heavy gauge 

steel 


Write for prices. 
The Stovetans Wire Spring Coe. 
St. and Hamilton Ave. 
<7 ~ Qleveland, Ohio a & 








ES PE min 


“wooo JOINERS 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
sereens, gardon furniture, frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18) Ill. 











The Modern DOG Repellent 


“‘DOGZOFF” keeps 
dogs and other 
animals away from 
places not wanted. 





7: m3 Harmless Cannot 
DOGZOFF™” injure vegetation. 
Kemereens 908 Non-poisonous. 


Non-inflammable. Dealersareauthorized 
to sell “DOGZOFF"’ under money-back 
guarantee. Order now for Spring trade. 


BOHLENDER PLANT CHEMICALS, Inc. 


TIPP CITY, OHIO. 











ALL WOOD SLEDS 
ALL WOOD COASTER WAGONS 
VICTORY GARDEN WHEELBARROWS 
KITCHEN STEP STOOLS 
SCOOT-R-CAR 
HAND DECORATED UTILITY POTTERY 


V. H. WORMAN 
ASSOCIATES 





Merchandise Mart, Chicago, Ill. 
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sented large incandescent bulbs; $4,- 
913,000, fluorescent bulbs; $4,304,000 
miniature incandescent bulbs, and $480,- 
000 glow discharge lamps. 


* * * 


Construction — Contracts 
awarded during the year 1943 totaled 
$3,273,990,000 in the 37 eastern states, 
according to F. W. Dodge Corp. This 
was a drop of 60 per cent from the 
1942 record volume of $8,255,061,000 
and comparable with the 1938-1939 
level. The decline from 1942 reflected 
the passing of the peak in construction 
for war purposes and the continuance 
of restrictions on civilian construction 
In spite of the 52 
per cent decrease in the valuation of 


ruled non-essential. 


residential building the decrease in the 
number of new dwelling units provided 
was only 24 per cent due to a switch 
in emphasis in 1943 from one- and two- 
family houses to multi-family buildings 
and a sharp drop of 74 per cent in 
expenditures for barracks and other 
types of shelter not providing family 
units. For the year 1944 
there is expected a continuance ofsthe 


dwelling 


downtrend that has been in evidence 
the past year, although, an early cessa- 
tion of hostilities in Europe, or even by 
mid-year, might be the occasion for 
some relaxation of the government’s 
order L-41. 


tives of the industry have urged con- 


limitation Representa- 


sideration, by the War Production 
Board, of the necessity of stepping-up 
maintenance and repair work on all 
classes of structures, without favorable 
action on this proposal up to the 
present time. 

* * * 

Mail-order sales drop—Sears, 
Roebuck’s December sales of $97,995.,- 
921 showed a decline of 8.4 per cent 
from the year-ago month, while sales 
for the 
December, 


fiscal year to, and including 
totaled $816,297,677, a de- 
crease of 3.8 per cent from the corre- 
Sales of Mont- 
gomery Ward for December totaled 
$69,294,023, a decline of 19.86 per cent 
from a year 


sponding 1942 period. 


earlier. For the 11 
month period ended Dec. 31 the com- 
pany reported sales of $598,458,710, a 
F. W. Wool- 
worth Co. reports sales for December of 
$61,765,405, a decrease of 3.8 per cent 
from a year ago. For the entire year, 
sales amounted to $439,010,538, an in- 
crease of 3.7 per cent. 


decrease of 5.66 per cent. 


Smaller catalogs—Both Sears, 
Roebuck and Montgomery Ward, show- 
ing the trend of the times, have reduced 
the size of their catalogs for this year. 
Sears will distribute 7,000,000 books 
weighing 62.2 oz. each, compared to 
70.4 oz. in 1942. There will be 1,062 
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“LEADER’’ CHROME CLAD 
STEEL TAPE 





I Tape is easy to feud even in poor 
light. Jet black marking: stand out 
against “a satin chrome surface that 
won't rust, crack, chip or peel. Put the 
leader out where customers see it. 


5 ig 


SAGINAW, MICH. New York City 
TAPES—RULES— PRECISION TOOLS 
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Locksmithing 


NOW MADE 
EASY! 


New course 
for prac- 
tical men, 
mechanics, 
carpenters, 
fix-it shops, ete. Learn to fit keys, pick locks, de- 
code, make musterkeys. It pays. Send. name for 
FREE details. No obligation—write today! 
NELSON CO. 
321 S. Wabash, Dept. B-712, Chicago 
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NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 


BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from coast to coast 
Jabs the Animal Weans Them the 
Doing the Sucking Humane Way 
— An Item That Repeats — 


SEE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, ILL. 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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pages while last year’s had 1,232. 
Ward’s has dropped the size of its cata- 
log from 1,058 pages in the fall of 
1943, to 814 pages. The cut in size is 
also due to the absence of many items, 
traceable to the shortages in these 


goods. 


Clearances important — The 
very likelihood of more than usual 
“odd” or “substitute” items in jobber’s 
and store stocks, makes vigilance espe- 
cially necessary this month, to discover 
and sell out anything which may 
“stick,” later on. A recent WPB inter- 
pretation is interesting in this connec- 
tion. Through its wholesale and retail 
trade division, WPB states that mer- 
chandise, which has once qualified as 
clearance goods, cannot continue to be 
so advertised if marked back to any 
price higher than the original clearance 
price. 


A good job—American rail- 
roads in 1943 handled the greatest 
volume of freight and passeriger traffic 
in their history. All previous trans- 
portation records were broken. Freight 
trafic moved by the railroads in the 
year amounted to 725,00,000,000 ton- 
miles, an increase of 14 per cent above 
1942, the previous record year, and 117 
per cent more than in 1939. It was 
more than one and three-quarters times 
the volume moved in 1918, the peak 
year of World War I. Freight carload- 
ings in 1943 approximated 42,350,000 
cars, a decrease of 1.1 per cent below 
1942. Heavier loading of freight cars 
and longer hauls per ton accounted for 


the increase in the ton-mile volume of 
freight, contrasted with the decrease in 
the number of cars loaded. Passenger 
traffic in 1943 was by far the greatest 
for any year in railroad history. It 
amounted to 85,000,000,000 passenger- 
miles. This was an increase of 58 per 
cent. above 1942, twice what it was in 
1918, and nearly four times what it was 
in 1939. 


ae * * 


Air express records—Round- 


* ing out its 16th year of operation in the 


United States in 1943, air express han- 
dled by the nation’s commercial airlines 
continued to set new records for num- 
ber of shipments, weight and gross 
revenue, reports the air express division 
of Railway Express Agency in its an- 
nual survey. The bulk of air express 
cargo handled by the airlines and the 
express agency during the past 12 
months comprised shipments of essential 
war materials moving under priority, 
while commercial or non-priority traffic 
was carried on a space-available basis. 
Preliminary figures indicate approxi- 
mately 14,000 tons of air express cargo 
were flown over the 18 domestic airlines 
during the year, compared with 10,850 
in 1942. An average of 45 tons daily 
were flown over the 45,000-mile domestic 
airline netwerk. Of the 5,000 air ship- 
ments flown per day, the average ship- 
ment weighed almost 20 pounds and 
was flown 1,000 miles. Approximately 
1,500,000 shipments were carried in air 
service during the past 12 months, it is 
estimated. A rate reduction ranging up 
to 12% per cent became effective July 
15, and was considered to be indicative 
of how increasing air cargo volume will 
result in savings to the shipper. 
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And Still Available for Hardware Distribution 


Stud Setter 
And Extractor 


This stud extractor may be disassem- 
bled, thus enabling the owner to replace 
a worn part without going to the ex- 





pense of buying an entire new tool. 
Designed for garage and machine shop 
use, the maker states that the tool has 


tremendous gripping power. The New 


Britain Machine Co., New Britain, 
Conn. 

Book for 1944 

Gardeners 


Entitled, “How to Improve Your Vic- 
tory Garden,” this booklet consists of 
eight fully illustrated lessons in gar- 
dening technique, written and posed by 
Harry R. O’Brien, the dirt gardener of 
Better Homes & Gardens magazine, in 
his own vegetable garden. Pictorial se- 
quences show correct methods, begin- 
ning with cold and hot bed frame plant- 
ing and continuing through soil prepa- 
ration, crop planning, planting, fertiliz- 
ing, transplanting and cultivation, and 
later care. Included is a complete list 
of basic standard varieties of vege- 
tables, which specifies early, medium 
and late types, and cultivation directions 
for the planting and care of every type 
listed. This picture manual is especially 
prepared for those who have already 
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tried to grow vegetables, made their 
mistakes, and now want to “do it bet- 
ter,” this season. The Union Fork & 
Hoe Co., Columbus, Ohio. 


Tire Chain Wall 
Chart 


War-time wall chart that tells how 
to use and conserve all makes of tire 
chains. Designed for posting by automo- 
tive fleet operators and dealers, it makes 
suggestions on four important points: 
using chains when needed, installing 
chains properly, repairing chains 
promptly, and conserving chains by 
good driving. Copies sent upon request. 
Pyrene Mfg. Co., 560 Belmont Ave., 
Newark, N. J., zone 8. 


Ash Truck 


No. 200 truck is 39 in. high 13 in. 
wide, and weighs 9 lbs. The wheels 
are 4 by 1 in., and the truck has a 
capacity of 200 Ibs. The channel iron 
is % by % by % in. Available in 
green, it can be had with or without 
rubber wheels. Sultan Bros., 5721-23 
18th Avenue, Brooklyn, N. Y. 
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Roller Guard Razor 


Various adjustments of the blade ten- 
sion may be obtained by turning the 
handle to the right or left. Spiral roller 
is said to give a rolling diagonal feed 





and will not pull or scratch. The maker 
states that it uses entire edge of the 


blade. Person with a soft beard or 
tender face should screw handle down 
tightly, but if blade skips, or a close 
shave is desired, unscrew the handle 
slightly until tension best suited to user 
is obtained. Roller Guard Razor Co., 
6410 Euclid Ave., Cleveland, Ohio. 





Congoleum-Nairn 
1944 Rug Line 


Thirty new patterns are included in 
the 1944 line of Congoleum-Nairn 
products consisting of 12 Gold Seal 
rugs, 12 Gold Seal yard goods, six 
Nairn Tradlite DeLuxe, three Veltones, 
and three Karneans. The by-the-yard 
patterns are offered in blue, red, gray 
mix, tan, light gray mix with blue, 
and the same with red. Three are also 
being offered in 12 by 4 widths, the 
light gray with red, the tan, and the 
grey mix. The Karneans offered in the 
following combinations: dark purple 
blue ground inset with irregular block 
figures in red, white and tan; white 
marble ground inset with red, black 
and turquoise blue; and a medium 
toned tan mix, with insets of lacquer 
red, chocolate, and green. The Veltones 
are offered in the following combina- 
tions: light maple tan with flecks of 
coral and apricot, light peach toned 
coral, and light tan mix with grayish 
tones. Congoleum-Nairn Inc., Kearny, 
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Rust Remover, 
Metal Protector 


Designed to remove rust and protect 
the metal in domestic steam and hot 
water heating boilers. Works faster in 





























hot or warm water rather than in cold, 
but can be used in either. May be in- 
troduced into the system at any point 
where water may be reached, such as 
safety valve, steam or water gage. 
Maker states it will not harm valves, 
fittings or packing. Put two-thirds of 
the contents of the pint container di- 
rectly into the boiler water and let it 
stand for approximately two weeks in 
order to soften the rust, break down 
congestion, and stop corrosion. Drain 
the boiler, flush with fresh water and 
re-fill the boiler adding the remaining 
third of Rustflex, and allow this ‘to re- 
main in the water indefinitely. Flexoid 
Products, Inc., 170 Summer St., Boston, 
Mass. 


Wooden Dust Pan, 
Mail Box 


Made of masonite and wood, the 
dust pan has a two-coat finish in red 
lacquer with a floral subject decal 
fixed on the center of the top ledge. 
Maker sstates it has a_ perfectly 
beveled edge for easy dirt pick-up. Top 
ledge is said to prevent the dust from 
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spilling. Has a dowel handle perfo- 
rated for hanging on nail or hook. 
Individually paper wrapped with handle 
unassembled but furnished with nail 
for fastening to body of unit. Is 10%, 
by 8, by 1% in. Mail box also of 
wood and masonite. Two coat finish 
in dark lacquer. Has eight viewing 
perforations on face, and two holes 
for mounting through back. Individu- 
ally paper wrapped it is 10%, by 
55/16, by 35/16 in. Wood Products 
Division, L. A. Goodman Manufactur- 
ing Co., 2249-53 S. Calumet Ave., Chi- 
cago, 16, Til. 


Nylon Paint Brush 


Wooster nylon tapered monofilament 
brush will be made available to dealers 
as soon as existing restrictions and 
regulations have been removed. Brush 
is said to be strong, tough and resistant 
to paint ingredients, brush cleaners, and 
similar solvents. Maker states that they 
will not deteriorate in storage, dry out, 
or rot. The brush, according to the 





maker, may be cleaned in all normal 
cleaners, and does not require care dif- 
ferent from any other brush. The 
Wooster Brush Co., Wooster, Ohio. 


Filto-Kleen 


Made of molded plastic bakelite 
material, this filter is designed to trap 
moss and dirt, and other harmful de- 
posits present in ordinary drinking 
water. Said to be easily attached to 
any faucet, the water bubbles through 
scientifically - constructed fibre discs. 
These discs, the maker states, instantly 
purify the water. According to the 
maker the filter is crack and rust 
proof. It is finished in duo-color tone 
combinations. The Filter-Kleen Mfg. 
Co., Boston, 12, Mass. 


Containers with 200 
Phono Needles 


The Recoton Corp., Long Island, 
N. Y., has recently announced that its 
units of 200 needles are again avail- 
able. Since tin can no longer be ob- 
tained, the needles are packaged in a 
colorful non-critical material container. 
Ten such containers come in a display 
carton. 


DETACHABLE BLADE 
KNIVES 


& EVERY ART & 


No other item you've ever handle@ 
returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction . . . and that’s why con- 
stant repeats make your profits swell. Here's 
healthy prosperity just waiting to be asked 
; GRAB IT! 


Address inquiries to Alfred Field & Co., 
sole distributors in Hardware Field. 93 
Chambers Street, N. Y. 






Get our deal for 
this beautiful 
silent salesman. 


Let Sharp-Edged Advertising Help 


A national “‘big push” in publications reaching the 


very people who buy from you . . plus strong, 


compelling ‘“‘Dealer Helps’’ and this handsome 
time-proved display cabinet containing ample stock 
° . these together make X-acto Knives with 8 
interchangeable blade types PROFITABLE. Get 
all the facts today. 





for HOBBYISTS 











BIGGEST 
SELLING 
DRAIN SOLVENT | 
IN THE 
HARDWARE FIELD 





E-JECT-O heats, agitates, dissolves 











obstructions in drain pipes. It’s the 
“‘quick-action”’ drain opener. A 
fast seller that brings quick profits! 


Order from Your Jobber or Direct 


UNITED GILSONITE LABORATORIES 


SCRANTON, PA. 
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YES! 
WE'RE STILL 
ROLLING 


Bassick Casters are available for 
replacement and repair purposes 
in limited quantities. Your jobber 
can supply you with a few of the 
more popular types and sizes. 

Unfortunately the quantity and 
range of sizes are limited, but we 
have been and will continue to do 
our best to ‘“‘Keep ’em rolling’’ to 
the Hardware Dealer. And re- 
member: Bassick gives your cus- 


tomers the best in casters. 


SEAN 4 


MAKING MORE KINDS OF CASTERS 
... MAKING CASTERS DO MORE 








THE BASSICK COMPANY 


BRIDGEPORT 2, CONN Div. of Stewort-Warne 
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— WHATS NEW 


AND STUL AVAILABLE FOR HARDWARE DISTRIBUTION 








Waterproof 
Skin-Kote 


Designed to protect the skin against 
acids, alkalis, and caustics, this skin 
protector is said to be waterproof. 
Before work rub the cream in well 
covering the areas to be protected. The 
film formed is said to be a _ barrier 
against skin absorption of most types 
of non-water carrying materials and 
irritants. Maker states that it is non- 
greasy and non-drying to the skin. 
Should be applied twice a day for satis- 
factory protection. To remove the coat- 
ing use enough water to moisten hands, 
rub till lather forms, then rinse. The 
Armstrong Sales Corp., 259 Franklin 
St.. Boston, Mass. 


Sponge Kneeling Pad 
Suction Sink Stopper 


Kneeling pad, made of a composi- 
tion sponge material, can be used not 
only by housewives for cleaning, but 
also for gardening, carpentering, etc. 
Packaged with an attractive colorful 
label that tells the story in pictures. 
Also offered by the same maker is a 
sink stopper made of a plastic com- 
position, which is said to be long Jast- 
ing and flexible. Designed for use in 


kitchen, bathroom, washtubs, and the 
like. They are merchandised on color- 
ful cards that can be easily displayed 
on the counter. Ideal Rubber Co., 200 
Fifth Ave., New York City. 


1944 Plastics Catalog 


Brings up to date the history and 
achievements of plastics materials in 
every branch of industry. Contains 
1000 pages of informative and authori- 
tative material. Forty typical and im- 
portant plastics developments used by 
the various branches of America’s armed 
forces are included. Has a complete di- 
rectory and index section which gives 
plant and personnel information of 
plastics manufacturers, glossary of com- 
monly used terms; bibliography, includ- 
ing foreign publications, and a list of 
educational institutions sponsoring plas- 
tics courses. The 12 sections are en- 
titled as follows: Plastics in War; Tests 
and Specifications; Materials, Engi- 
neering and Molding; Fabricating. 
Finishing and Assembly; Machinery 
and Equipment; Laminates, Plywood 
and Vulcanized Fibre; Coatings, Syn- 
thetic Fibers, Synthetic Rubber and 
Rubber-Like Plastics. $6.00 per copy. 
Walter S. Ross, Dept. of Public Relu- 
tions, 1944 Plastics Catalog, 122 East 
42nd St.. New York City 17, N. Y. 





1944 Spring Campaign 
For Pyrex Ware 


First page of the broadside prepared 
for distributor’s salesmen shows in 
color the display piece for use in a 
window or counter background where 
there is ample space. It can be set in 
a straight line or with the wings 
slightly opened. 


For use on an island 


counter display, or where space is 
limited, the wings can be moved back- 
ward until they touch, forming a tri- 
angular shape. Inside of the broadside 
contains an advance print of the na- 
tional spring ad which is based on the 
theme of food conservation. Free pro- 
motional aids are listed at the bottom 
of the page and will be sent dealers 
upon request. Corning Glass Works, 
Corning, New York. 
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The Red Cross War Fund 
—Its Goal and Aims 


HE needs of our armed forces 

have grown tremendously since 
Pearl Harbor. In 1942 the Amer- 
ican Red Cross collected 1,250,000 
pints of blood for the Army and 
Navy. The quota for 1944 is 5,000,- 
000 pints. And in 1944 the Amer- 
ican Red Cross must enroll, for ser- 
vice with the armed forces, an aver- 
age of 2500 nurses a month. 

Because all work’ and no play 
goes for those abroad as well as 
for the boys: back home, the num- 
ber of American Red Cross clubs, 
rest homes and recreation centers 
maintained overséas‘is now well over 
300. The first Atherican Red Cross 
clubmobile began operation in Bri- 
tain on October 26, 1942. Now 
there are more than 80 of these 
recreation units serving airfields, 
outposts and bivouac areas through- 
out the world. 

Aid to “American and United Na- 
tions prisoners of war is another 
important activity of the American 
Red Cross. More than 7,000,000 
prisoner-of-war parcels were pre- 
pared at the four American Red 
Cross packaging centers and ship- 
ped overseas during 1943. Ship- 
ments include food, medical sup- 
plies, clothing and comfort articles. 

On the home front, too, the Amer- 
ican Red Cross is meeting increéas- 





WAR FUND 


= 





Your RED CROSS is at his side 





The Red Cross War Fund Poster 


ing needs. During 1943 American 
Red Cross instructors taught first 
aid to 1,500,000 persons; swimming 
and water rescue to an additional 
300,000; and home nursing to 400.- 
000. More than 100,000 Red Cross 
nurse’s aides are now serving in 
hospitals. In 178 disasters during 
the past year the American Red 
Cross aided 119,000 persons at a 
cost of more than 2,000,000. 

During March the American Red 
Cross must raise its 1944 War Fand 
of $200,000,000 with which to carry 
on its great humanitarian work dur- 
ing the year. Let’s all give! 


Clothing Window Stops Them 
And Makes Them Purchase 





Shortages of merchandise have resulted in many hardware stores featuring 
unusual lines. The above window display of the Tool Shop Sporting Goods 
& Hardware Co., Detroit, Mich., would do credit to any clothing store in the 
country. The display is of the type that makes people stop, look and pur- 
chase and that’s just what they did—and in considerable numbers. The 
display was designed by E. H. Tackney, display manager of the firm. 
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StED 
© OISINFECTANTs 


In leading farm papers the country 
over you'll see—your customers will see 
—ads for Du Pont Seed Disinfectants! 
Readers will want these products. They 
help them get bigger yields at lower 
costs! And remember, there’s a Du Pont 
Seed Disinfectant—including new, safer 
non-metallic ARASAN—for every major 
crop! They’re available now—their fair 
margin assures you real profits now! 
ORDER EARLY! 

Order these products today from your 
jobber—ARASAN, 2% CERESAN, New 
Improved CERESAN, SEMESAN, SEME- 
SAN BEL, SEMESAN JR. If your jobber is ] 
out of stock, write us for nearest source. 
You'll find they move off your shelves 
and into the rs sign column of your 
register mighty fast! Write for free dis- 
plays and sales helps! 

DU PONT SEMESAN COMPANY, INC. 

Wilmington 98, Delaware 








| AVAILABLE! 
| SULTAN’S 


OU POND 


SEED DISINFECTANTS 


A Treatment for Every Major Crop 








NOW 















“HANDY™ 
TRUCKS 


Handy about the 
house for Ash cans, 
etc. 


Handy in factory 
and warehouse 
for moving light 
cases, etc. Four 
models: A fast- 


selling line. 


Send for 
Catalog. 


Manufac- 
turers 
Agents 
Wanted 


SULTAN BROS., Ine. 


5721-23 18th Ave. Brooklyn, N. Y. 
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MORELAND T. TOWN- 
LEY, New York manager for 
The Gilbert & Bennett Mfg. 
Co., Georgetown, Conn., woven 
wire fabrics, celebrated his 
52nd anniversary in the hard- 
ware business on Jan. 6. The 
same day witnessed his com- 
pletion of 52 years with the 
same company. Mr. Townley 
was born Nov. 4, 1874 and en- 
tered the employ of The Gil- 
bert & Bennett Mfg. Co. in 
1892 at the age of 18. His first 
position was that of office boy 
in the old New York ware- 
house of the company at 
42-44 Cliff St. Shortly there- 
after he became bill clerk and 
remained in that post for approximately three years. In 
1896 he began representing the company in the New York 
metropolitan area and later represented it on the road in 
New York State, New Jersey, West Virginia and part of 
Virginia. In March 1937 he became New York manager. 
Mr. Townley resides in Westfield, N. J., and has been an 
official of the First Methodist Church for over 45 years. 
He is a member of Atlas Lodge of the Masonic order, 
Westfield, N. J.. and a member of the Royal Arcanum. 





MORELAND T. TOWNLEY 
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Mrs. Townley and he have three sons, all of whom are 
married, and five grandchildren. His present hobby is 
business but he was formerly a baseball enthusiast and 
a devotee of tennis. 


L. W. GUNBY, president 
of L. W. Gunby Co., Salis- 
bury, Md., is 89 years of age, 
is in his office every day and 
is extremely active in the con- 
duct of his business. He has 
been identified with the hard- 
ware business for 71 years. 
Mr. Gunby was born March 
5, 1854, and entered the hard- 
ware store of John H. White, 
Salisbury, Md., in 1872 at the 
age of 18. Eight years later, 
in 1880, he purchased the 
business and operated it as 
an individual until 1903 when 
he incorporated the L. W. 
Gunby Co. Mr. Gunby has 
been identified with many in- 
terests in his long career. Among the offices he has held 
and the organizations with which he has been identified 
in Salisbury, Md., are the following: President, Farmers 
& Merchants Bank; president, Salisbury Building & Loan 
Association; president, Delmarva Mortgage Co.:; presi- 
dent, Wicomico County Board of Education; director, 
Chamber of Commerce; director, Wicomico Hotel Com- 
pany; elder and clerk, Wicomico Presbyterian Church; 
president, Louis W. Gunby, Incorporated; member, 
Rotary Club; member, Democratic Club, and charter 
member, Salisbury Fire Department. In addition, he is a 
member of the Eastern Shore Society of Baltimore, Md., 
and was chairman of the Wicomico County Council of 
National Defense during the first World War. His hobbies 


are baseball, golf and shooting game in season. 


L. W. GUNBY 


' GEORGE J. GROOS, 
president of The Walker Tips 
Company, Austin, Texas, 
wholesale hardware distribu- 
tors, is in the middle of his 
5lst year in the hardware 
business, all of which have 
been spent with the same 
organization. Mr. Groos was 
born in Austin and at an early 
age became identified with 
The Walker Tips Company. 
He was advanced to the posi- 
tion of traveling salesman and 
became president of the com- 
pany in 1927. Upon the oc- 
casion of his 50th anniversary 
with the company he was the 
guest of honor at a dinner at 
the Driskill Hotel, Austin, which was attended by ap- 
proximately 150 executives, directors, employees and 
friends of the firm. The officers and employees of the 
company on that occasion presented Mr. Groos with a 
two-carat diamond ring. 





GEORGE J. GROOS 
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By L. W. MOFFETT 


Washington Representative 


of Hardware Age 


A PROPOSED DRAFT of the or- 
der which would control production of 
2,000,000 electric irons for civilian use 
and 76,000 for Army, Navy, Maritime 
Commission, Lend-Lease and export 
purposes was presented to the Domestic 
Appliance Industry Advisory Commit- 
tee at their January meeting with WPB. 

The proposed order contains the fol- 
lowing provisions: 

Before a manufacturer can _partici- 
pate in the program, the WPB field 
office in his locality will investigate his 
ability to do so without interference 
with war work. WPB in Washington 
will pass on the recommendations of 
the field offices. 

Each manufacturer in the industry 
will be authorized to produce a certain 
number of irons under the program. 
This quota will be in direct proportion 
to his total production in 1940. 

A manufacturer who cannot produce 
his quota without interfering with war 
work or who chooses not to participate 
in the program has two alternatives. 
He may turn his quota back to the 
WPB for re-assignment on an equitable 
basis among the other manufacturers, 
or he may have another manufacturer 
produce irons for him, subject to WPB 
approval. 

Each manufacturer may produce one 
automatic and one non-automatic iron, 
or both. Selection of models will be 
subject to WPB approval. 

WPB will announce periodically the 
amount of production authorized for 
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each manufacturer, in terms of percent- 
age of his own base year production. 

Unless WPB approves, sole plates 
and other parts, which certain manu- 
facturers normally have produced for 
them by other manufacturers, may not 
be produced in Group I labor areas. 

Distribution of the irons is to be 
through the normal pre-war channels, 
with allowance for wartime population 
changes. 

OPA is also working on a price reg- 
ulation for the irons, and it is their 
aim to set a maximum price which will 
stimulate manufacturers to accept 
quotas. 


xx 


IN A MOVE to step up production 
of men’s work socks WPB will assign 
AA-4 preference ratings to manufac- 
turers to enable them to acquire cot- 
ton yarns needed in the manufacture 
of cotton work socks with a finished 
weight of 1 pound 8 ounces, or higher, 
per dozen pairs. 

The assigned ratings will apply to 
work socks to be produced during the 
first quarter period ending March 31, 
1944. 

The use of the preference rating was 
not heretofore mandatory. Yarns for 
which applications are made will be de- 
livered only on the basis of weekly 
production. 

During Nov. 1943, the production of 
men’s work socks totaled 750,000 dozen 
pairs of cotton socks, and 300,000 pairs 
of wool work socks. 





| 








SASH LOCKS 





Well constructed of good weight wrought 
steel. A smooth operating lock. Lock base 
— 1"x2-9/16". Strike base — 11/16"x 
1-9/16". Finishes: Dull Black, Gun Metal 
Black, or Parkerized Black. Packed | doz. 


in box with screws. 


HOOK 
SASH LIFT 


BEVELED 
EDGE 





Federal Specification 1201A 


A well proportioned, smoothly finished lift. 
Size—1-5/16"x1-5/8"'. Finishes: Dull Black, 
Gun Metal Black, or Parkerized Black. 
Packed 1/4 gross in box with screws. 


Ask your Jobber 


THE SHELBY SPRING HINGE COMPANY 


SHELBY, OHIO 


HARDWARE 
Beller air 


BUILDERS 
Geod Ler Ks 


Stl oe 





















The Chicago “V’’-Belt 
Pulley Display 


will help 
You 
moke Sales 


A $15.00 
Value 
for Only 
$7.20 


Fisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 
All pulleys are for “A” belts 
and come in 1%” and 5%” bores. 
The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 
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. GO-WEST 


THe 





SNAILS, SLUGS, GRASSHOPPERS, 


CUTWORMS,. 


EAR- 


WIGS, many WEEVILS and other in- 
sects. A true bait—not a dust or spray. 
Made from ripe sweet apples. Insects 


love it—they eat it—they die. 
used by professionals. A great 


Long 
item 


for Victory Gardeners. If your jobber 


cannot supply, write direct. 


AGRICULTURAL Pre, 


LABORATORIES < 


Incorporated 


1119 Chesapeake Ave. 





4 


Columbus 8, Ohio 





CAPEWELL 


HACK SAW BLADE 





s 


Sell Fast from this Display 
Your customers come back for more 
Capewell hack saw blades because: 
(1) special heat treatment makes 
them tough, (2) hard throughout, 


(3) yet flexible enough to be 


breakable in a hack saw frame. 


THE CAPEWELL MFG. CO. 


Hartford, 2, Conn. 
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| refrigeration industry on an equitable | 


EXPERIENCED REFRIGERA- 
TION REPAIR MEN, now working 
on jobs less important to the national 
welfare, have been requested by the 
War Manpower Commission to return 
to their former occupations. The peace- 
time total of approximately 28,000 of 
these repairmen in domestic service has 
decreased about 70 per cent, or 19,600, 
during the war, WMC said. 


The shortage of such workers, accord- 
ing to WMC, presents a serious threat 


to national health. War conditions make 


proper refrigeration, always necessary, | 


vitally important. Refrigeration equip- 
ment is impossible to replace. 
chinery must be repaired and kept in 


use if the nation’s food supply and the 


people’s health are to be preserved. 

Local USES offices have been noti- 
fied by WMC to: 

1—Take action to return to the re- 
frigeration industry workers who have 
left it for other employment and who 
are not working above the skills of the 
refrigeration occupations. All USES 


offices should encourage and actively | 
negotiate transfers of these and such | 


other workers with experience in re- 
frigeration from other industries. 


2—Encourage part-time employment 


in the refrigeration industry including | 
part-time employment of workers quali- | 


fied in refrigeration occupations regu- 

larly employed full-time at equal or 

higher skills in essential industries. 
3—Collaborate with OCR to put the 


| basis with other essential activities in 


| providing conditions favorable to reten- | 
| tion and recruitment of workers. 


4—Certify the need for training such 
workers where need exists. 

5—Utilize aptitude tests in selection 
of trainees for the industry. A WMC 


program for training workers for the | 
| refrigeration 
| operation. 


industry is already in 


7 2 @ 


SHORTAGES OF’ WRAPPING | 
| TWINE have 


made it necessary for 
WPB to lift import restrictions and 


| permit the importation, in limited quan- 


from Mexico of twine manufac- 
tured from sisal waste and istle waste. 


tities, 


Previously, no imports of twines made 
from hard fibers were permitted from 
Mexico. 

The amount of twine to be imported 
is restricted to 
wrapping twine manufactured from sisal 
waste, and 130 tons monthly of wrap- 
ping twine made from Palma istle, F. 
A. Q. (fair, averege quality.) Applica- 
tions for import permits are now being 
accepted by WPB. However, permits 
will be limited to a 60-day period dur- 


| ing which time the purchase as well as 
| the shipment must 


be affected. Im- 
porters are required to submit a signed 


statement from the. supplier, simul- 


| taneously with their application, affirm- 
| ing the availability of the quantity for 


which application is made. 


Old ma- | 


50 tons monthly of | 


ARMSTRONG- BRAY 
Gearand Wheel Pullers 





PROMPT SHIPMENT FROM STOCK 
—ESSENTIAL TOOLS TODAY 


because they save hours of time, prevent costly 
breakage and jong shut downs. 

STEELGRIP Standard yr Ne Gear and Wheel 
Pullers are of ees oe Will not slip from 
owe. Arms are forged and {> - treated. 2-arm, 

3-arm and special models. 12 types and sizes. 

CHAINGRIP Universal Pullers pull wheels, solid 
gears, pinions, a even at considerable distance 
from end of shaft. Proef-tested chains have both 
chain hooks oad special pulley hooks. 3-ton and 
12-ton capacities. 


Write for Catalog Sheets. 
ARMSTRONG-BRAY & CO. 


"The Belt Lacing People"’ 
Northwest Highway, Chicago 30, U.S. A. 











Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 

“Who 
He'll be 


in,: write to the 
Makes It” Editor. 
glad to serve you. 


HARDWARE AGE 
100 East 42d St, New York City 
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Here's Merritt W. Treat, president, 
Clapp & Treat, Hartford, Conn., hard- 
ware dealers enjoying himself on his 
annual fishing trip, which last summer 
was made on the Renous River, in the 
Fredericton-Newcastle-Bathurst area of 
New Brunswick, Canada. The Renous 
empties into the well known Miramichi, 
famed in song and story. While up in 
Canada he landed a 7-lb. salmon and 
many grilse, young and very game sal- 
mon. Accompanied by a party of peo- 
ple from Hartford, he stayed at Tom 
Munn’‘s camps. 


For 20 years James L. Rad- 


ford, one of the proprietors of 
Radford, Scott Hardware Co., 
Valdosta, Ga., has been a gar- 
dening fan and is one of the 
most experienced gardeners in 
his community. Favorite among 
his vegetables are his Irish 
potatoes, English peas, snap 
beans, onions and tomatoes. At 
least two hours every day in his 
garden, when the weather is 
good, is Mr. Radford’s chief rec- 
reation when away from the 
Whenever a prospect 
drops into his store to purchase 
garden tools he can explain 
their uses to them from first 
This experi- 
ence he considers as being re- 
sponsible for his greatly in- 
creased sales volume of garden 
needs during the past 
Here he is cultivating 


store. 


hand experience. 


years. 


five 





his quarter-of-an-acre Victory Garden, which was created last 


year in addition to his regular one acre garden. 


In his special 


Victory Garden he grew more leafy vegetables and was one of 
the champions among local Victory gardeners. 
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& SELL IT * 


THE YEAR ROUND! 
* 





THE NATIONALLY 
ADVERTISED 


LIQUID PLANT FOOD 





It’s Available NOW for Immediate Sale! 
There's a steady demand for KEM because 
it has such a variety of uses. At any time — 
during any season—there's always a job 


for KEM: 

INDOORS OUTDOORS 
for for 

HOUSE PLANTS FLOWERS 

AQUATIC PLANTS VEGETABLES 

CUT FLOWERS SHRUBS 


SEEDLINGS ~ TREES - LAWNS 





SAY 

€ S Y Here's proof of KEM's 
. effectiveness—not a 
*. pl +7 tin 





5 years! 


DRDER KEM TODAY! 


Kem-ical Corporation 
East Paterson, N. J. 








*Trademark, Patent Pending j 








Look for the irm-and-Hammer 


ARMSTRUNG BROS. 











“Se 
SOLID STOCK and DIE SETS 
Cadmium Finish 

ARMSTRONG BROS. Stocks are of certified malle- 
able iron, ae machined and have the bal- 
ance of fine tools. They are smoothly finished so 
they fit comfortably into the hand. 

ARMSTRONG BROS. Dies are of special van- 
adium tool steel with ‘'back off" teeth that start 
easier, cut faster with less effort 


and come off pipe without tearing 
or jamming. They cut 
smooth, snug fitting 
thread. 
Write for catalog C-39a 


ARMSTRONG BROS. TOOL CO 
















CHICAGO, US A 
199 Lafayette St., New York 


e Toc 
314 N FRANCISCO AVE 
Eastern Warehous. & Sales 
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GUNSHINE 
cHAMOIS 


MADE IN 


abt 


HOYT & WORTHEN TANNIN CORP 


HAVERHILL MA 


Gripper Clips 


Small and large Registered U. 8. Pat. Office 
sizes for holding 

tools, garden 
implements, 

kitchen utensils, 
ete. Ebony finish. 
Packed on cards. 








small). Retails 
at 10¢ each. Also 
bulk shipments 
to factories. Cir- 
culars on request. 


e GIBSON GOOD TOOLS, INC. ° 
Box 268 Orange, Mass., U.S.A. 


KEY BLANKS 


OF EVERY DESCRIPTION 
, 


Catalogue on Request 
GRAHAM MFG. CO. 


Dept. W 
Derby, Conn., U. S. A. 
























COOK'S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, "Clip- 
Rite,” "Gem" and “Gem, 
Jr." Finger Nail Clippers 
ore unavailable. Until 
conditions permit their 
sale, remember the name: 
Cook! 

THE H. C. COOK CO. 
27 Beaver St.. Ansonia, Conn 


@ KEY BLANKS 
“America’s ie Exclusive 


Locksmith Supply” 


in ordering, use any stand- 
ard manufacturer's number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 


. SKILLMAN 


Manufacturers 


we) p. BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
4 Dependable Product 
PROMPT SHIPMENTS 


SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 
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Coming Conventions 
and Events 


Corrected According 
to Latest Data 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 8-9, 
1944, at Montgomery, Ala. Headquar- 
ters and sessions at the Whitley Hotel. 
J. H. Crowe, 1906 Fifth Ave., Birming- 
ham, Ala., is secretary. 


American Hardware Manufac- 
turers’ Association, meeting jointly 
with the Southern Hardware Jobbers’ 
Association, April 17-20, 1944, at the 
Netherland-Plaza Hotel, Cincinnati, 
Ohio. Charles F. Rockwell, 342 Madi- 
son Ave., New York City, is secretary 
of the manufacturers’ association, and 
lr. W. McAllister, 1020 Grant Building, 
Atlanta, Ga., is secretary of the jobbers’ 
association. 


American Toy Fair, March 6-18, 
1944, in New York City, 200 Fifth Ave- 
nue, 1107 Broadway and at other per- 
manent show rooms and also at the 
Hotel McAlpin, Herald Square, New 
York City. James L. Fri, managing 
director, Toy Manufacturers of the 
U. S. A., Inc., has his headquarters at 
200 Fifth Avenue, New York City. 
Horatio D. Clark, assistant director, 
Toy manufacturers of the U. S. A., 
Inc., is manager of the American Toy 
Fair. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion, April 4, 1944, at Little Rock, Ark. 
Headquarters, sessions and exhibit at 
the Marion Hotel. George L. Turner, 
322 E. Markham St., Little Rock, Ark., 
is secretary. 


California Retail Hardware Associ- 
ation, annual convention, Feb. 15-16, 
1944, at San Francisco, Cal. Head- 
quarters and sessions at the Whitcomb 
Hotel. Le Roy Smith, Room 237, 417 
Market St., San Francisco, Cal., is 
secretary. 

Connecticut Hardware Association, 
annual convention, Feb. 22, 1944, at 
Hartford, Conn. Headquarters and 
sessions at Hotel Bond. Carl Nygard, 
Branford, Conn., is acting secretary. 


Eastern Hardware Golf Associa- 
tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L. Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is ‘treasurer of the club. 

Housewares Club of New England, 
Inc., annual show, Feb. 7-11, 1944, at 
Parker House, Boston, Mass. 

Illinois Retail Hardware Association, 
annual convention and exhibit, Feb. 
22-23, 1944, at Chicago, Ill. Headquar- 
ters, sessions and exhibit at Sherman 





Hotel. C. G. Gilbert, 1455 Merchan- 
dise Mart, Chicago, IIl., is secretary. 


Iowa Retail Hardware Association, 
annual convention, Feb, 8-11, 1944, at 
Des Moines, Iowa. Headquarters, ses- 
sions and exhibit at Hotel Fort, Des 
Moines. Philip R. Jacobson, Mason 
City, Iowa, is secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 22.24, 
1944, at Grand Rapids, Mich. Qead- 
quarters, sessions and exhibigyat the 
Pantlind Hotel. H. A. Daschner, 1112 
Olds Tower, Lansing, Mich., is secre- 
tary. 

Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at Omaha, Neb. Headquaiters 
and sessions at the Fontenelle Hotel. 
C. A. McCoy, 325 Insurance Building, 
Lincoln, Neb., is secretary. 


New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 29-March 1, 1944, at Boston, 
Mass. Headquarters, sessions and ex- 
hibit at Hotel Statler. Russell R. 
Mueller, 189 Dartmouth St., Boston, 
Mass., is secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 
8-9, 1944, at Syracuse, N. Y. Head- 
quarters and sessions at the Syracuse 
Hotel. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 


North Dakota Retail Hardware 
Association, annual convention, Feb. 
16-17, 1944, at Fargo, N. D. Head- 
quarters at the Hotel Gardner, sessions 
at the Town Hall. Clarine Sherwood, 
21 Clifford Building, Grand Forks, 
N. D., is secretary. 


Ohio Hardware Association, annual 
convention, Feb. 15-17, 1944, at Colum- 
bus, Ohio. Headquarters and sessions 
and exhibit at Deshler-Wallick Hotel. 
John B. Conklin, 175 S. High Se., Co- 
lumbus, Ohio, is secretary. 


Pennsylvania and Atlantic Sea- 
board Hardware Association, annual 
conventions, Feb. 15-16, 1944, at Phila- 
delphia, Pa. Headquarters and sessions 
at the Benjamin Franklin Hotel. Feb. 
17-18, 1944, at Pittsburgh, Pa. Head- 
quarters and sessions at the Roosevelt 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., is secretary. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 24-25, 1944, at Los Angeles, Cal. 
Headquarters, sessions and exhibit at 
the Elks Club. J. V. Guilfoyle, 509 
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Rives Strong Building, Los Angeles, is 
managing director. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 17-20, 1944, at the 
Netherland-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Building, Atlanta, Ga., is secretary of 
the jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association. 


Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 22-23, 
1944, at Nashville, Tenn. Headquarters 
and sessions at the Andrew Jackson 
Hotel. Morris Jones, P. O. Box 784, 


Nashville, Tenn., is secretary. 


Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House, 
Chicago, Ill., comprising the Southern 


Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distribtuors’ 
Ass’n, H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa., secretary, and Amer- 
ican Supply & Machinery Manufac- 
turers’ Ass’n, H. Kennedy Hanson, 1108 
Clark Building, Pittsburgh, Pa., gen- 
eral manager. 


Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1944, at Richmond, Va. Headquarters 
and sessions at Hotel John Marshall. 
G. T. Omohundro, Jr., Scottsville, Va., 
is secretary. 


West Virginia Hardware Associa- 
tion, annual convention, Feb. 7-8, 1944, 
at Parkersburg, W. Va. Headquarters 
and sessions at the Chancellor Hotel. 
Sam H. Diemer, Box 363, Fairmont, 
W. Va., is secretary. 


Currency in Circulation 


~ EAR-END figures on currency 
in circulation, the huge total of 
which provides one of the most dan- 
gerous potential sources of inflation, 
show an even greater increase during 
the last half of 1943 than in the first 
half. The continued very substantial 
upward movement since July 1, when 
deduction of income taxes from pay- 
rolls began, tends to confirm the 
opinion that a large mass of war 
workers with greatly increased in- 
comes has remained relatively im- 
mune from these taxes, or at least 
has kept well ahead of them. 

The end of 1943 saw a record total 
of currency in circulation of almost 
20.5 billion dollars. The increase 
during the year amounted to about 
5 billion, of which 2 billion was in 
the first half of the year and 3 billion 
in the last half. During 1942, the 
increase was 4.3 billion, of which 1.3 
billion was in the first half and 3 
billion in the last half. The increase 
in 1941 was 2.4 billion; in 1940, 1.2 
billion; and in 1939, 700 million. 
The normal average total up to the 
middle thirties was less than 6 bil- 
lion. In the twenties, it was less 
than 5 billion and little change oc- 
curred from year to year. 

The increase in the last half of 
1943 was as great as in the last half 
of 1942, $3 billion in each, despite a 
much heavier tax burden last year 
than in the previous year and despite 
the withholding tax. 

War workers in the lower income 
brackets, who have not had bank ac- 
counts or are employed in new loca- 
tions where banking facilities are 
not available, are recognized to be 
responsible for much of the extraor- 
dinary increase in currency in cir- 
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culation. The rapidly-mounting cur- 
rency in circulation represents liquid 
savings which might easily contrib- 
ute to an inflationary advance in 
prices. Failure of war workers to 
spend increased earnings has been 
a check on inflation. 

Bank deposits and currency in cir- 
culation together have increased by 
more than $45 billion during the 
first two years of our active partici- 
pation in the war. Adding to the 
increased bank deposits and cur- 
rency the almost equally liquid gov- 
ernment securities acquired during 
the period, total liquid assets of busi- 
ness concerns and individuals have 
increased by about $100 billion. 
—Chamber of Commerce of the USA 


Correct Answers to 
“Test Your Hardware 
Sense” 

(Questions on page 66) 


1—Answer—W eekly wage 
$31.20. 

2—Answer—(a) $200; (b) 
$150; (c) $50; and (d) $100. 

3—Answer—Dollar margin $9,- 
000 which is 30 per cent of sales. 
Margin percentage is 30 per cent. 

4—Answer—Cash discount of 
the invoice amounts to $1.14. Cash 
discount should not be figured on 
transportation charges on an in- 
voice. 

5—Answer—Freight amounts 
to 14 per cent of the value of the 
goods. 
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4 
RED ARROW + 


Advertised to 
Millions as 
“THE 
VICTORY GARDEN 
INSECTICIDE” 






Yes, you can get Red Arrow now 
—in 1, 4 and 16-ounce sizes—for 
use on food crops only. A potent 
Rotenone-Soap concentrate .. . 
kills most garden insects . . . yet 
safe to humans, birds and pets 
when sprayed. Advertised during 
garden season in 12 leading na- 
tional magazines. Government 
restrictions limit supply. Order 
from your jobber now. For free 
sales helps, write today to: 


McCormick & Co., Inc., Baltimore-2, Md. 


ee 
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$ tack 
i 
Gers A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


ITT] 


Jacks and staples 


fn new nequinements 


a specialty --- 
W.W. (ross & CO. INC. 


EAST JAFFREY. N.H. 
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“Excuse my not worapping your bundle— 


but the Army needs the paper to wrap 


those Invasion Guns in 





lo Get More Paper For... 
Blueprints for battleships 
“K” ration containers 

Signal Corps radio sets 
Containers for shells 

(sas mask canisters 
Disposable gun covers 

V-mail envelopes 


Blood plasma boxes 


Gwe 


Use Less Paper These Ways 
Group wrap wherever possible. 


Mark all delivery boxes and 
bags ‘Handle with care, you 
can use it again.” 


Eliminate all double wrap- 
pings. Don’t wrap boxed 
goods. 


Carefully instruct clerks in the 
meaning of the campaign so 
they can do a selling job on 
the customers. 





EET 3S. AL. 





'?? 


You bet the Army needs paper. Practically every sin- 
gle item of the more than 700,000 different kinds shipped 
to our troops overseas is protected from dirt and weather 
by paper. 


So it’s up to every retailer in America to do just what this 
patriot is doing—help save paper. 


And what’s the best way to save paper? 


Why, just sell your customers on carrying boxed and 
bottled goods home without unnecessary extra wrapping. 
From tooth paste or hair tonic to corn flakes or canned 
peaches, you as a retailer know how many items in your 
stock the customer can carry safely without your usual 
peace-time counter wrapping. 


Each a small saving of paper! Yes, but multiplied by 
thousands of similar paper conservation efforts in every 
town in the country—a terrific contribution to victory. 


If the retailers in your community haven't organized a 
Paper Conservation Committee to work out paper-saving 


ideas, why not get busy and start one now? 


This advertisement prepared under the auspices 
of the War Advertising Council in co-operation 
with the Office of War Information and the War 
Production Board. 


OSE LESS PIPER 
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CASTERS 


@ SPEED UP PRODUCTION - 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS. 


FAULTLESS CASTER CORP. 


Evansville, Indiana 















Fac 
Stratford 
Ontario 


Branches in Principal Cities 





PROFITABLE FAST SELLING PACKAGED PRODUCTS 


Quality Uncenditionally Cuaranteed 


PATCHING PLASTER 

PLASTER OF PARIS—KALSOMINE 
INSIDE COLD WATER PAINT 
STANDARD CASEIN COLD WATER 
PAINT (WASHABLE) 

CONCRETE PATCHER 
























PATCHING WHITING—PLASTIC PAINT 
All of Above Packed in Various Sise 
PLA STER Cartons 
Ae Many Other Tried and Proven Items 
pom IMMEDIATE SHIPMENT 
os Soe en 
ee ens Marr ae Write for Full Information—Price 
List—Color Cards 
= OT Caan wa) 
—— AMBASSADOR SPECIALTIES 
et R Manufacturers 
need 6440 De Buel Ave., Detroit, Mich. 
ee Established 1930 








Keep this PRoFIT-PICTURE 
in your mind 

CHORE GIRL will be back again 

—when copper is available for 

cleaning use. In the meantime, 

don't forget her. Your customers 

‘won't. After the war, housewives 


CHORE GIRL will appreciate this famous 


little cleanser more than ever. 


METAL TEXTILE CORPORATION 
Orange, N. J. 








WH NY, 
XN 


























Edges Won't 
Curl nor Split 


— because their blades 
are made ef TEM-CROSS 
Ingersoll Process Steel. 

It is cross-roiled to give an in- 
terlocking, mesh-grain structure, 
ond heat-treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices on 


INGERSOLL SHOVELS 
“4 Borg-Warner Product”’ 
Address Dept. H.A. 
INGERSOLL STEEL & DISC DIVISION 
Borg-Warner Corporation, New Castle, Ind. 











Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 
at least 3 weeks before you move. 
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100 East 42nd Street New York, N. Y. 
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. * T 
SlidinggDoor Track 
A high priority 
item for contrac- 
tors engaged on 
large war proj- 
ects. Send us the 
orders. We can 
ship promptly. 
Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 
433 HARDING ST. HOLYOKE, MASS. 


















Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


COLUMBIAN ROPE CO. 


ordage City 


Auburn, ‘The C 


NY 


MANSFIELD 
TIRE & RUBBER CO. 
MANSFIELD, OHIO 


MANSFIELD 





UNITED 


Distributed Thru Wholesalers Only 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ........ .08 


Positions Wanted 


(Special aon set solid, maximum, 
FO QOOED 6 ccc ccccecdceccosceseres $1.00 
Each additional word......... .05 
Allow Seven Words for Keyed Address or Y our Address 


BOXED DISPLAY RATES 
Gas teh ocsdsses occasctsdeentsces $6. 
Each additional inch......... 4.00 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency of stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 deys 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 














Essential Workers Need Release Statements 








Distribution — Present and Postwar 
Established — Reliable — Aggressive 


Selling Agents 


ANCO CORPORATION 
Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 


carry the accounts or you can bill direct. 
Write for further injormation and 
references. 
Address Bex H-319, care of HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 


WE WILL be: FOR CASH 
ntire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 
eee HARDWARE Co. 
.~“9~ PA. 


We buy factory closeouts, 
surplus or discontinued items. 











YOU MAKE IT! WE'LL SELL IT! Ag 
sive Manufacturers agent covering Hardware ill 
Supply, Automotive jobbing trade in Minnesota, 
Dak: . Iowa, Wisc., wants line housewares, fly 
swatters, tools, kitchen gadgets, toys, games, fuses, 
plugs, switches. If you can’t deliver now, let's 
talk post-war. Address Box “H-318, care of 
7 Acz, 100 E. 42nd Street, New York 
17, . 


LINES WANTED 


by 
Financially Responsible Representatives 
22 Years Experience in the Hardware Field. 
Prefer Our Own Billing 
References Exchanged. 
Housewares or Hardware 
For Wholesale or Retail 
Also for Dep’t. Store Trade 
Have Large Warehouse 


SHAY-JUDD & CO. 
445 N. LASALLE ST. 
CHICAGO, ILL. 








DOVER OlL BOTTLE, SPOUTS AND CAPS 
Made by Dover Stamping and Mfg. Co., Cambridge, 
Mass. Approved Finger Grip Bottle, Air Vent Spout, 
Gasket, Dust Proof Cap. .-Ty Bottles in a 
Carton—106 Caps and Spouts 


Net Cash F.0.B. Boston, Mass.—Order in Units of 
ba Sets Offered Subject to Prior Sale—Send Your 
rders to: 
HARDWARE DISTRIBUTORS CO. 
185 Summer Street, Boston, Mass. 








PLUMBERS "S" TRAPS 
We have a quantity of 114” all steel 
zine-plated S Traps at $1. 75 each 
fob Phila. No freight alld. 

CHAS. LIPSCHUTZ 











WANTED: HARDWARE DEPARTMENT 
MANAGER, WELL ESTABLISHED depart- 
ment store offers permanent position, attractive 
salary and bonus proposition to experienced hard- 
ware man. f qualified with successful record 
and seeking better opportunity write or call—-J. 
Grodzin, Zion Dept. Store, Zion, Illinois, Phone 
Zion 581. Statement of availability required. 





WANTED, FOR POST-WAR, BY  estab- 
lished sales organization one good well paying 
commission line direct from factory to the large 
hardware dealers, mill supply, builders’ supply, 
farm supply and general store supply—we want 
exclusive sale South Eastern States. Address Box 
H-345, care of Harpware Acez, 100 E. 42nd 
Street, New York 17, N. Y. 





HARDWARE BUSINESS, FIFTY MILES 
FROM New York City requires progressive man, 
experienced in paint, hardware and housefurnish- 
ings, to take full charge, including buying. Best 
references required. State salary expected 
Statement of availability required. Address Box 
H-338, care of Harnpware Ace, 100 E. 42nd 
Street, New York 17, N. Y. 
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WANTED 
RETAIL HARDWARE BUSINESS DOING 
VOLUME OF $100,000.00 or more in 
Metropolitan Area. Must have good fac- 
tory connections. Can furnish all cash. 


Address Box H-334, care of HARDWARE Des 
100 E. 42nd Street, New York 17, N. 








HARDWARE LINES WANTED TO SELL 


in twelve Midwestern States. Have covered this 
territory for years from Chicago and am <= known 
te Jobbers ond Retailers in this area. Can give 
excellent references as to my reliability and success 
with other accounts. Have an excellent man working 
with me and we wish to add one or two additional 
lines to increase our efficiency. 
Write Harold P. Reinke & Associates 





2140 N. 77th Ave., Elmwood Park 35, Illinois 








MANUFACTURER’S REPRESENTATIVE 
would like to make contact with manufacturer 
that wants substantial representation throughout 
Pittsburgh and Vicinity. 10 years’ sales promo- 
tion and selling experience building materials, 
novelties, staples with large retail chain organ- 
ization. Numerous good contacts. Age 35, draft 
deferred. Write Raiph A. Frederick, 1317 Wis- 
consin Ave., Dormont 16, Pittsburgh Pa. 





FIRE EXTINGUISHERS are easy to sell 
nowadays) Our popular $3 Dry Chemical unit 
sells wholesale to many types of dealers. Dis- 
tributors or salesmen who carry stock can earn 
substantial income. Liberal discounts. Imme- 
diate shipments. Product established 10 years. 
Many fine testimonials. Write FIRE-KILLER 
MFG. CO., 106 N. Franklia St., Syracuse, N. Y. 





SALES MANAGER: EASTERN MANU- 
FACTURER OF Builders’ Hardware, long 
established, is ready to consider applications for 
post-war attractive position. Write giving full 
information as to experience; strict confidence 
assured. Statement of availability required. Ad- 
dress Box H-321, care of Harpware Ace, 100 
E. 42nd Street. New York 17, N. Y. 








A REAL OPPORTUNITY 


Old established hardware firm in Eastern Penna. has 
a position with real opportunities waiting for the 
right man with retail store 
merchandising and display ability. Must have 
Pleasing Dersonality — be co-operative — energetic — 

ard f d in future developments. State 
age, experience, education, religion and salary de- 
sired. Statement of availability required. 


Address Box H-344, care of HARDWARE Fe 
100 E. 42nd Street, New York (7, WN. 

















WASHINGTON REPRESENTATIVE 
formerly operating as a manufacturers’ sales 
agent in the Eastern states, now available 
for any legitimate services in Washington. 
Fee basis only. 

Statement of availability required. 


Address Box H-333, care of HARDWARE AGE, 
100 E. 42nd Street, New York 17, N. Y. 











MANUFACTURERS’ AGENTS WANTED 
TO SELL the “Stronghold Plugs” the well 
known Fiber Screw Anchor with the copper wire 
also drills and handles. Exclusive territories still 
available. Only those familiar with this line 
will be considered. Statement of availability 
required. Apply to Palatine Industrial Co., Inc., 
111 Fifth Ave., New York, 





LARGE RETAIL STORE IN EASTERN 
CONNECTICUT interested in two men. One 
as window trimmer and interior store arrange- 
ments. One thoroughly familiar with general 
hardware and paints. State qualifications, draft 
status, etc. Statement of availability required. 
Address Box H-347, care of Harpware AGe, 
100 E. 42nd St., New York 17, N. Y 





WHEELS OF EVERY DESCRIPTION FOR 
baby carriages, rubber retiring machines, bicycle 
tires, tubes and parts, baby carriages, cribs, play 
yards, swings, porch gates and wagons. Write 
for catalog. K & K Supply Service, 146 Cham- 
hers Street, New York City. 
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EXPERIENCED hardware man desires con- 
nection with reliable manufacturer. Personally 
acquainted with major steel goods buyers in the 
leading hardware jobbing houses from Chicago 
to the Pacific coast, Canadian border to the Gulf. 
Eighteen years’ experience in the hardware field. 
Capable of organizing and directing a sales force. 


Age 42. Classified 3-A. Best of references. 
Address Box H-332, care of Harpware AGE, 
100 E. 42nd Street, New York 17, N.Y 





FACTORY REPRESENTATIVE—TWENTY 
YEARS personal contact among chain stores syn- 
dicates hardware and electrical distributors in 


greater New York seeks line—references fur- 
nished. Address Box H-326, care of HarRDWanrz 
Ace, 100 E. 42nd St., New York 17, N. Y. 


LINES WANTED FOR NEW Sete? | 


AND NEW _ YORK STATE BY EXPERT. 
ENCED SALES-ORGANIZATION .. . BOS- 
TON SHOWROOM AND WAREHOUSE .. 

DUN & BRADSTREET RATED .. . PLAN 
FOR POST WAR NOW. ADDRESS PERKINS 
SALES CO., 610 NEWBURY STREET, 
BOSTON 15, MASS. 





JOBBERS ATTENTION—WOODEN GAR- 
DEN RAKES and wooden baby swings available 
for prompt shipment. Can furnish these in jobbing 
quantities priced to permit resale. Address Box 
H-340, care of Harpware Ace, 100 E 
St.. New York 17, N. Y. 


42nd 


WANTED—-TO BUY A Hardware and Paint 
store, fair size stock of representative items. 
Prefer location—-Central or Southern Florida. 
Address Box H-346, care of Harpware AGE, 100 
FE. 42nd Street, New York 17, N. Y. 


__MANUFACTURERS AGENT AND DIS 
TRIBUTOR, twenty years with one manufacturer 
selling Detroit trade, desires additional meritorious 
line. Address Box H-328, care of Harpwarr 
a’ 100 E. 42nd Street, New York 17, 





SITUATION WANTED. EXPERIENCED- 
VERSATILE EXECUTIVE AVAILABLE. Can 
you use the service of a man capable of respon- 
sibility? Here is one qualified to give you pleas- 
ing satisfaction. Thoroughly experienced in all 
branches of retail and wholesale hardware includ- 
ing all kindred lines. Also paint, Mill and Fac- 
tory Supplies. Industrial, Automotive, Electrical, 


Plumbing and Heating, builders supplies and 
Equipment. Productive Sales Manager and Ca- 
pable business executive. Address Box H-342. 
care of Harpware Ace, 100 E. 42nd Street. 
New York 17, N. Y. 

REPRESENTATIVE, NOW ACTING AS 


EXPORT MANAGER for several Hardware 
Manufacturers, remuneration strictly commission, 
with following among foreign buyers, wishes to 
represent one or two additional manufacturers of 
hardware or related lines for the export trade. 
Thoroughly familiar with wartime export regula- 
tions. Wishes now to prepare ground for post- 
war possibilities. Address Box H-348, care of 
Harpware Acr, 100 E. 42nd Street New York 
7 me. We 


PROGRESSIVE HARDWARE HOUSE HAS 
OPENING for an inside and outside salesman 
with Mill Supply background. Must be an alert 
active individual interested in post-war oppor- 
tunity and advancement. State references, age, 





experience, and salary. Car necessary in order 
to contact established Industrial trade within 
twenty mile radius. Statement of availability 
required. Address Box H-341, care of HARDWARE 
Ace, 100 E. 42nd Street, New York 17, N. Y¥ 

SALESMAN: ENTIRE STATE OF CON- 


NECTICUT to sell well-known line of Shanday 
brushes, mops and affiliated housefurnishing items 
to the retail hardware and housefurnishing trade. 


Business solicited from route list of active ac- | 


counts built up over a period of many years. 
Applicant must live in Connecticut, have a car, 
and be draft deferred. Statement of availability 
required. Write and state qualifications in full. 
a & Hays, Inc., 5300—21st Ave., Brooklyn, 





U 
LAND, OHIO. 


MOPSTICKS LIMITED AMOUNT METAL 
SPRINGS STRONG REINFORCED WOODEN 
WRINGER BUCKETS STEEL WRINGER 


3—3 4—4” HORSE 
HAIR Ant FIBRE. ICE SCRAPERS 
THESE RE 7” GOOD EAVY STEEI 


STRONG ATANDLE FOR SIDEWALK USE. 
ALSO COMPLETE LINE FLOOR BRUSHES. 
IMMEDIATE DELIVERY. SCOTT’S PROD. 

CTS CO., 15227 SARANAC RD., CLEVE- 





HARDWARE BUYER WANTED IN CEN 
TRAL WEST. Familiar with sale of builders’ 
hardware and barn equipment through retail 
lumber yards. Knowledge of other commodities 
handled by lumber yards desirable. Give full 
particulars about yourself in letter. Statement 
of availability required. Address Box H-343, 
care of Harpware Ace, 100 E. 42nd Street, 
New York 17, N. Y. 








MICHIGAN LINES WANTED—I would like 
to represent a live wire competitive Hardware or 
Plumbing Jobber that is interested in securing 
volume—have good connections. Cover entire 
State of Michigan, calling on leading dealers. 
Good opportunity to establish post war business 
now. Address Box H-337, care of HarpWare 
Acz, 100 E. 42nd Street, New York 17, N. Y. 





HARDWARE CLERK—FOR MODERN 
RETAIL store in Queens, New York City. 
Must have experience. Excellent opportunity. 


Will pay well for right man. Write experience, 
draft status, salary desired. Statement of avail- 
ability required. Address Box H-336, care of 
Harpware Ace, 100 E. 42nd Street, New York 


17, N. ¥. 





HELP WANTED—EXPERIENCED HARD.- 
WARE CLERK. Preferably one familiar with 
taking orders over the phone and sources of sup- 
ply. Statement of availability required. Lan- 
caster Hardware Co., 22-24 Cook Street, Jersey 
City, N. J. Journal Square 4-2723. 








QuoTA 


already got a 
hard hitting 
War Loan Organization at work 
in your plant, there’s not a minute 


I’ you haven't 
smooth running, 


to lose. 
To meet your plant's quota 
means that you'll have to hold 


your present Pay-Roll Deduction 








Plan payments at their all-time 
high—plus such additional amount 
as your local War Finance Com- 
mittee has assigned to you. In 
most cases this will mean the sale 
of at least one $100 bond per 
worker. 
cracking 


It means having -a fast- 


sales organization, 


1» ALL 
LET _ cK THE a 


This is an official U. S. Treasury advertisement—prepared under auspices of 
Treasury Department and War Advertising Council 


geared to reach personally and 
effectively every individual in your 
plant. 
right along until you've reached a 
10% 
—or better—bonds! 

So common are the cases of 
two, three, 
earners in a single family, that 
you'll do well to forget having 
ever heard of 10%‘ as 
able investment. 
sands of these ‘multiple-income’ 
families 10% 
but a paltry fraction’ of an invest- 
ment which should be running at 
25%. 50%. or morel 


TTACK 


And it means hammering 


record in those extra $100 


or even more, wage- 


a reason- 
Why, for thou- 


or 15% represents 


This Space Contributed to 
Victory by 
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PRINT & VARNISH 
REMOVER 


THAT MEETS 


U. S. GOVERNMENT 
Specter sp 951 


SHEFFIELD BRONZE POWDER & STENCIL 
COMPANY..........Cleveland, Ohio 
















Get free sample 
and stery at ne 
cost. Writetoday. 






cluding full celer display card and 
rack, mow available te make selling 
easy. Numbers retail at enly 10¢ 
each. Markers with 4 numbers at 
$1.00. Guaranteed. 


KURSH PAPER CO. 










610 St. Cleir, N.W. 
Cleveland le 












WARTIME No. 32A TORCH 


The same old favorite, with tank and combus- 
tion chamber of steel to conform with WPB 
requirements. Same performance. Orders now 
being accepted for early delivery on proper 
priority. 


CLAYTON & LAMBERT 


MANUFACTURING COMPANY 
Torch & Fire Pot Division 14247 Tireman Ave., Dearborn, Mich. 














Genui"’ DOMES 2 SILENCE 


SLIDE SILENTLY -SOFTLY- SMOOTHLY 


“#c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 














———- 


Domes of Silence — Insulated Cushion Glides 


} 
For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all Sonne, 








Ask your Jobber | > pplied write fo 


DOMES of SILENCE “ly 35 Pearl St. N.Y. C 
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Agricultural Laboratories 136 
Allen Mfg. Co., Nashville, fénn... 88 
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F-7 FF A SUPERIOR SCREWDRIVER A9Z ZZG THE AUTOMATIC GRIP 
cs a 


4 COLOR 
COUNTER 
DISPLAY 


PATENTED 


















: High quality value of an already high 
biade, tempered entire quality screwdriver. Adver- 


H bit; many oT) Ty 
~~ maperest, o> tised in ''Popular Mechanics 


breakable insulating handles and ‘‘Populer Science’ te 
Plus the patented, exclusive reach war workers. 
Gripper that doubles the Order Thru Your Jobber. 


UPSON BROS.,INC. 84 Exchange St, ROCHESTER 4, N. Y- 


















, 
The traditions of three gen- y 
erations in manufacturing y) 
wire products are woven in ° 
every roll of WRIGHT Wire ? 






Cloth. Equal to WRIGHT f 
has long been the high ¢ 






GE WRIGHT wee co 


WORCES eae (MAS S. 











SEMI-FINISHED NUTS 


@ As one of the largest producers of nuts, we supply 
Semi-Finished, Castle, Slotted, Cold Punched, 
Hot Pressed, Cold Forged, Stove Bolt and Machine 
Screw Nuts in any quantity from stocks. We make 
nuts from non-ferrous alloys to specifications. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 











Draw People to Your Store—With Good Window Displays 


New goods and seasonable merchandise arranged attractively 
in your store windows always make people stop, look and 
usually BUY. For New Goods and timely window displays con- 
sult each issue of Hardware Age. You are reasonably sure to 
find something of real interest. Becaouse— 


HARDWARE AGE,100 East 42nd Street, New York City 


Hardware Age is constantly striving to help retail hordwore 
dealers locate the newest and best merchandise in all lines 
of Hardware. And continually reproaucing good window dis 
plays made by progressive aeoalers for your help gnd guidance 











Established 





Manufacturers of - 


WHEELBARROWS SALAMANDERS CaCKMANDD ous limitation orders, but are avail- 
LAWN ROLLERS DRAG SCRAPERS able for certain classes of users. 


"tau OF 


CONCRETE CARTS MORTAR PANS 


MORTAR MIXING BOXES Write for Catalog 42 H A ber furnished on request. 


JACKSON MANUFACTURING 


JACKSON 


SUPERIOR PRODUCTS 


1876 





These products are subject to vari- 


Details and name of our nearest job- 





CO., HARRISBURG, PENNA. 
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STOCK NOW 
o 


DISPLAY EARLY 


WHITNEY Suer-Rekine 
GRASS SEED 
cme UIE sy 







When the grass seed season begins to boom, 
make sure you'll be ready with “enough and on 
time”. Order an ample stock of Whitney Grass 
Seeds now—avoid delay and disappointment— 
get set for quick profits ahead! The nationally 
advertised Whitney line includes a wide variety 
of quality seeds to meet practically every indi- 
vidual need. Attractively priced. 

New display cards, window streamers and interest- 


ing instruction folders ready. No charge. Get your 
request in the mail promptly. 


Send for New Price List Today! 


WHITNEY SEED CO., Inc., BUFFALO, N. Y. 











FOR SUCCESSFUL 
TOOL MERCHANDISING 


Xcelite 
IS THE QUALITY LEADER 
ene 









XCELITE’S The Line of... 
New Ideas 


And that's going to mean plenty in the post- 
war market. XceLite quality, Xcelite ad- 
vanced ideas of design will add new appeal 
to your entire line of tools. The XceLite 
line includes such “firsts” as the shock- 
proof, fire resistant, transparent handles for 
screwdrivers and nut drivers . . . nut drivers 
with different colored handles to indicate 
different sizes . . . square blade screwdrivers 
. small, pocket-size screwdriver with clip 
. multi-head wrenches. 
XceLite Tools now available on satisfactory 
priority ratings. Details and prices on re- 
quest. Write Dept. G. 


celine) 


PARK METALWARE CO., INC. 


Orchard Park New York 
BACK THE ATTACK with MORE WAR BONDS! 
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Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 


















LINOLEUM Rona 
PASTE antX Z 
Ready for use | xaitete ou ee 
for laying and mn Plaster . Z 
patching. Also. ye 
used on drain Does not Ea 
boards and oe py ZA 
stair treads. pone Z 
Packed: ked Zo 
Pints—Quarts—Gallons Renn ‘ r4 
The Old Reliable S-lb. ca 
tons. 








CONSUMERS | Brushes | 
CRACK | Needthe @ 7 
FILLER Best of Ua: UbGE 
OR woop puTTY| Care 5 ony 
Mixes smooth, DAISY a 
dries hard and 
stays put—will| will do that job. 


not chip, crack, 
shrink or peel. 
Fills holes, cracks or breaks 
in wood, stone, etc. 

5-oz. and 1-lb. cartons. 


Retail: 
3-oz. cartons 
12-0z. package 25¢ 

Packed 1 gross to the case. 











CONSUMERS GLUE COMPANY 


SINCE 1906 
ST. LOUIS [18] MISSOURI 
















SEEING IT 
THROUGH— 


TOGETHER 





To meet continued de- 
mand is still in the 
future. Until allotments 
for civilian needs can 
be increased, the limited 
production now avail- 
able is voluntarily ra- 
tioned—through jobbers 
only — proportionate to 
previous sales. 








EGG BEATERS 


AND 


CAN OPENERS 
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MADE BY NATIONAL SCREW... 


Phillips Screws and Bolts...with the patented 
recessed head...have Industry’s warm approval. 
Available for your customers, when the war ends. 


TAPERED RECESS 

EXACTLY FITS gh 
CRUCIFORM DRIVER “<< 
... CAN'T SLIP 7m, 


Oy 


. Self-centering on the driver 

. Holds driver from slipping 

. Drives faster 

. Eliminates head breakage 

. Frees operator’s hand to hold work 


. Makes better appearance— 
prevents marring work 


. Simplifies hard-to-get-at 
jobs 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 








ADJ UBSEIA BLE 
=e. >» 











KEROSENE Py A 


STOVES * RANGES ™——2m 


BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made *‘BOSS”’ 
the Quality Leader. 











PRIZE WICKLESS 
NEEDLE VALVE 


STOVES... ml] 
Made in both Table faa 
Leg T 







and High 


C-29-N Table Model 
C-28-N High Leg Model 


na Z te ye >t => Es SS 4 
wean? 


VICTORY | L Ly Dab lD 


' MODELS 
C-39-N Table Model 











For the 
Duration. 






Nationally Farnous For Cooking Efficiency .. . 
The Standard Of Value For Over 40 Years. 


RATIONING RESTRICTIONS 


Rationing Certificates are required 
to make shipment of kerosene stoves. 


Same are shipped in order received. 


MODELS SHOWN NOW AVAILABLE 








RANGES « STOVES *« OVENS ° HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 


=_E-- 











